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Sparks 


State of the Nation’s Economy: 
Up 
WHOLESALE Prices—Edged up 0.3 


percent in latest week reported to 
113.3 of the 1947-49 base index, ac- 


cording to Bureau of Labor Statis- | 


tics. 
Business InpeEx — Physical vol- 
ume of business in latest week 
ed advanced to 98.5 percent 
of the 1935-39 index from 97.1 in 
the preceding week, according to 
Barron's. 
Crupe On Stocks — Totaled 273,- 
924,000 barrels in latest week re- 
ported, an increase of 921,000 for 


the week, according to Bureau of | 


Mines. 

FreicHt Loapincs—Totaled 677,581 
ears in latest week reported, a gain 
of 4.46 percent over the previous 
week. 

Bank Cuiearincs—Amounted to 
$20,769,980,000 in latest week re- 
ported, or 16.3 percent above the 
previous week. 

Business Famures—Stood at 248 


in latest week reported, the same | 


as in the preceding week but 92 
above the like week in 1953, accord- 
ing to Dun & Bradstreet. 


* * * 


Down 

Too. SHipmMeNTts — Machine tool 
shipments in the first quarter to- 
taled $328.4 million, down 13 per- 
cent from the first quarter in 1953. 

CommerciaL Paper—Declined by 
$48 million during April to $672 
million. 

Sree. Output — Was estimated 
last week at 70.5 percent of capacity 
against 71.8 percent of actual pro- 
duction in the previous week. 

Srore Sates — Department stores 
reported sales for week 4 per- 
cent below sales in earlier week. 

Iron Ore — April consumption 
dropped to 5,286,731 gross tons, 
compared with 5,931,800 in March 
and 7,764,189 in April, 1953. Ship- 
ments in latest week reported 
were about 10 million tons under 
the like 1958 period. 

Business Loans — Declined $100 


million in latest week reported, ac- | 


cording to Federal Reserve Bank. 


“ 
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May Car Turnout 


Totals 493,264, 
Down 7.9 Pet. 


Week’s Output Off; 
| 3 Millionth Vehicle 
Of °54 Due Friday 


By Tom Hewitt 
Staff Writer 
— May vehicle production 
dropped 7.7 percent below April, 
‘the three millionth car or truck of 
1954 will be produced Friday (June 
4), two weeks behind its 1953 coun- 
terpart. 
The milestone vehicle will be 
delayed because no vehicles were 


May production, according to 
Automotive News’ estimates, 
amounted to 493,264 cars and 90,377 
trucks. That was a decline from 
April of 7.9 percent for cars and 6.8 
percent for trucks. Compared with 
May, 1953, it was a 9.6 percent drop 
for cars, but a 1.8 percent gain for 
trucks. 

= + * 
ea in U.S. plants last 
week were an estimated 119,300 
| cars and 22,600 trucks, against 126,- 
504 cars and 22,149 trucks in the 
preceding week. 

Car output last week dipped 5.7 
percent from the nine-month high 
of the preceding week because of 
Saturday’s shutdown and because 
Studebaker’s South Bend car as- 
sembly operations were closed. 
Only its Los Angeles plant and 
truck facilities worked. 

With no vehicles being turned out 
today, production will tumble fur- 
ther this week. 

Despite lower schedules expected 
from some makers, production 
should rise slightly in June because 
two extra working days will be 
available. 

* ~ 

T= Big Three last week ac- 

counted for 96.9 percent of car 
production, versus 95.6 percent in 
the week earlier. General Motors 
turned out 54.1 percent, compared 
with 52.9 percent in the preceding 
| (Continued on Page 41, Col. 3) 





Zip Plus Economy by °60? 


Will the 98-octane gasoline, due by 1960, raise both the per- 


formance and the economy of 


automobiles? What engineering 


development holds most promise for raising gas mileage? 


These questions are answered on page 15 today in the new 
Engineering @ Production @ Materials section. Also discussed in 
the section are unitized body construction, shell molding methods, 
zinc die castings, plus engineering new products. 
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U. S. Decision Expected This Week . . . 


- Bootleg Ruling 


By William Uliman 
Washington Correspondent 
ASHINGTON.—The Depart- 
ment of Justice is expected to 
issue its decision this week on 
NADA’s anti-bootlegging proposals. 
Judge Stanley Barnes, assistant 
U. S. attorney general in charge 
of antitrust activities, told Fred- 
erick J. Bell, NADA executive 
vice-president, last Wednesday 


| Senate Judiciary Committee with a 


that an opinion would be 
“in a few days.” 

The Justice Department hag been 
studying the proposals for spveral 
weeks. Barnes has been away from 
Washington part of tha time, 
which, in a measure, accougts for 
the delay. 

* * * 
ews. the NADA legal 
staff is all set to go to the 


Leaders of Michigan Dealers— 


Seated (from left): Bruce Nickless, Grand Rapids, first vice-president of Michigan 
Automobile Dealers Assn.; Ken E. Hathaway, Muskegon, president; Stanley K. Lassen, 
Battle Creek, outgoing president, and Gilbert L. Haley, Lansing, executive vice-presi- 
dent. Territory vice-presidents (standing) are Ben Jerome jr., of Pontiac; L. G. McKay 
ir, Tawas; Arthur Jordan, Grand Rapids; Clayton Frei, Marquette, and George R. 


Lawson, Royal Oak. Howard Cook, Lansing, treasurer, is not shown. 





Dealers Chalking Up Gains 
In Struggle with Unions 


By Joe Callahan 
Staff Writer 


Qrrrmane and successful op- 
position to unions by auto deal- 


ership officials was evidenced last | 


| bodymen is $1.80 an hour in Min- 
| neapolis. 


x * * 


ORKED out at sessions called 
by the Minnesota state labor 


week in several areas, reversing | conciliator, the agreement is _ re- 


the trend of recent months. 

The biggest news for dealers 
came from Minneapolis where a 
month-old strike threat ended 
when 1,400 mechanics, who are 
members of the AFL Teamsters, 
Local 974, agreed to a new con- 
tract, virtually on the dealers’ 
terms. 

The new contract, effective until 
Apr. 16, 1958, provides for no wage 
increases, although it did include 
some changes, including a modified 
union shop. The present scale for 





Factory Side of Contract Debate 


nearly all major points of con- | sound, constructive basis in recent 


Eprror’s Note: Automotive News 
carried a story in its May 24 issue 
on the dealer case for revisions 
in factory-dealer selling agree- 
ments, Below are some factory 
viewpoints on the subject: 

* * * 
By Bob 
Managing Editor 
Aure makers contend that basic- 
ally they are working for the 
best interest of auto dealers. And, 
with selling agreements coming up 
for consideration: in NADA’s pro- 
gram, they are loathe to take a 
position that would put them at 
odds with dealers. 

However, makers fail to see eye 

to eye with dealer spokesmen on 


| tention — territory security, can- 
cellation clauses and uniform 
prices. 
Makers are careful in this case 

to differentiate between “dealer 
| spokesmen” and “dealers” because 
| as one factory executive said: 
} ” * a 


“OUR producing dealers aren’t 
the ones yelling for these 
changes; they are too busy selling. 
“The non-productive 

are the ones who want to provide 
a refuge for tired and lazy 
dealers.” 

This is not intended as a criticism 
of NADA, for some makers say 
that NADA has operated ona 


years. 
* a oF 
UT makers are critical of some 
state and local associations, 
contending that they are managed 
by professional factory-baiters who 
seek to keep dealers stirred up in 
order to increase their own impor- 
tance. 
NADA, in seeking to reflect the 
desires of its membership, is work- 
(Continued on Page 40, Col. 1) 





openable for wage adjustments 
Apr. 15 of each year. 

Fringe benefits granted by the 
dealers include full pay for em- 


(Continued on Page 34, Col. 1) 


Dealers Eye June 
As Critical Month 
On Sales Front 


By Bob Lienert 

Staff Writer | 
AUTHOUGEH spring crept in late 
this year, many dealers last 
week were wondering if summer 





| might not come early. 


Looking back to other competi- 
tive years, they recalled that the 
seasonal sales pickup covered 
three months— April, May and 
June—with July 4 considered the 
point where sales turned the 
corner and slacked off in sum- 
mer dog days. 

In previous years, May usually 
stacked up as the best spring- 
boom month, with the period im- 
mediately prior to Decoration Day | 
representing the crest of the sales | 
surge. 

* * * | 

Te year, the April-May upturn | 

has been mild and, according | 

to field reports last week, the period 

leading into Decoration Day has 

shown no appreciable added im- | 
petus. ¥ ; 

The big question last week was | 


* 


* 
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irrespective of the 
dered by the Justice Department. 
The Justice Department itself 
feels that some Congressional ac- 
tion is needed to make its own posi- 
tion more secure, and to revamp 
and strengthen the antitrust laws 
so that they may be applied safely 
in this emergency. 


In going to Congress, NADA is 
(See BOOTLEGGING, Page 10, Col. 5) 


Dealer Mortality 
Of 1,757 Blamed 
On Bootlegging 


By Bob Sheldon 
Associate Editor 

RAND RAPIDS, Mich. — Evi- 

dence that bootlegging is a 
Major cause of severe dealer mor- 
tality was laid before the conven- 
tion of the Michigan Automobile 
Dealers Assn. last week by Fred- 
erick J. Bell, executive vice-presi- 
dent of NADA. 

Bell read a long list of griev- 
ances from the field regarding 
red-ink operations and business 
failures among franchised new- 
car outlets, 

A 40-state survey, Bell said, 
showed that 1,757 dealerships had 
closed their doors, mainly as a re- 
sult of bootlegging. 

oe oe ed 


MEANTIME, Gilbert L. Haley, 
executive vice-president of the 
state association, told members that 
new-car sales from used-car lots 
were “not as prevalent” in Michigan 
as in some areas. 

He said State Government of- 
ficials were cooperating with the 
association in putting pressure on 
bootleg operators. When a new 
car is found in the hands of a 
used-car dealer, Haley explained, 
its engine number is obtained and 
referred to the manufacturer, and 
its tax history is traced for any 
Possible violation of State laws. 

Vigilance was the keynote of the 
(Continued on Page 38, Col. 1) 


Top Cars 


New-car registration for three 
months, plus 26 states for April: 
1954 Pos. Make 1953 Pos. 

263,295— 2 

$28,686— 1 

120,537— 4 

157,214— 3 

101,338— 5 

83,835— 6 

67,881— 8 

79,3806— 7 

42,456—10 
37,554—11 


For further details see Page 32, 
today’s issue. 


(Continued on Page 41, Col. 3) | - 
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But Joint Packard-Studebaker Selling Leaves Them Cool... 


Dealers Eager for New Merger 


By Joe Callahan 
Staff Writer 
SURVEY of several Detroit 
Studebaker and Packard deal- 


ers reveals that they would be! 


happy to see the two companies 
merge, although none of the dealers 
contacted was interested in selling 
the other make of car. 

Most of the dealers felt that a 


| “50-50 merger” would benefit the 
factories much more than the 
dealers, But all agreed that the 
dealers would be helped by the 
many advantages that accrue 
from a stronger manufacturing 
organization. 

| Among these advantages, 
| felt, would be: 


| among prospects and present own- 


ers, particularly in regard to the 
future value of their automobile. 
2. Reduced prices, although it 
was felt that any reductions would 
be slight and quite some time in 


| the future. 


they | 


| 


1, A stronger feeling of security | 





Open-Air 


Exposition 


Parade Opens Lansing Auto Show— 


New cars provided by the Lansing Automobile Dealers Assn. parade through the 
city to open the second annual Automotive and Industrial Show. Riding in the cars 


are 34 community queens from central M 


Exhibit Lures 125,000 in 2 Da 


ichigan towns and cities. 


_ 


This is part of the crowd of 50,000 persons who thronged the streets of downtown 


Lansing on the second night of the show. 
day exhibit. (See story, Page 38) 


15 Hudson ines Sue 


An estimated 125,000 visitors saw the two- 


Rival on Trust Charge 


CHICAGO.—James Moran, presi- 
dent of Courtesy Motor Sales, Inc. | 
(Hudson), last week assailed 15) 
Chicago-area Hudson dealers who 
have charged him and his firm 
with violation of the Sherman Anti- 
trust and Robinson-Patman acts. 

The suit, which asks for treble 


GM Sets April Record 


With 287,000 Car Sales 


WILMINGTON, Del.—April car 
sales totaling 287,000 have estab- 
lished a record for that month in 
General Motors history, and have 
only been exceeded by three other 
months—June, 1950; August, 1950, 
and June, 1953, Harlow H. Cur- 
tice, president, told GM _ stock- 
holders last week. 

Curtice added that car deliveries 
during the last 30 days were 
ahead of last year and directly in 
line with production. Stocks in 
the hands of dealers, he said, are 
normal for this time of the year, 
with the exception of certain 
lines and models which are in 
short supply. 


damages totaling $6,651,000, alleges 
that Courtesy and Moran violated 
both acts as a result of alleged 
quantity d'scounts and advertising 
allowances it obtained from the 
factory and Hudson’s wholly owned 
distributor, Hudson Sales Corp. The 
suit was filed in Federal Court last 
week, 

In a statement issued from St. 
Francis Hospital, Evanston, IIL, 
where he underwent an emer- 
gency appendectomy, Moran de- 
nied that he had sought or re- 
ceived “favored treatmont” from 
either Hudson Sales Corp., or 
American Motors Corp., and 
termed charges in the lawsuit as 
“completely false and untrue.” 
“Hudson does not do business 

this way,” declared Moran. “The 
facts just don’t substantiate such 
| ill-founded charges. We operate 
under the same franchise issued 
| to all Hudson dealers throughout 
; the United States. 

| “We pay the same prices for our 
| Cars as every other Hudson dealer, 
| and we also pay the same advertis- 
| ing charges. In addition, Courtesy 


pays for all of its own advertising 
«Continued on Page 38, Col. 3) 


* * * 


E Packard dealer said: “Sure, 
that merger is a natural and 
I'm glad of it; just so we don't 
have one company buying out the 
other. Of course, I don’t think 


| either of them has enough money 
| to buy out the other one. 


“I don’t think I'd want to sell any 


of the Studebaker cars except, pos- 
' sibly, the Champion. Most of their 


other cars are almost as expensive 
as ours.” 

Expressing satisfaction at the 
possibility of a Packard-Stude- 
baker merger, a Studebaker deal- 
er declared, “I think that Pack- 
ard is one of the soundest cars 
made, but I wouldn’t want to 
sell it.” 

Another Packard dealer said that 

he’d heard rumors many months 
ago that the two companies would 


| be merged by July 1. 
* * * 








E SAID that he had heard 
Packard’s new president, James 
J. Nance, say frequently that he 
would be glad to step down any- 


| time. 


He asserted, “As a matter of 


| fact, I’ve always believed that 


Nance’s principal mission at Pack- 
ard was to affect this amalgama- 
tion.” 

One dealer said: “The most at- 
tractive report on the whole op- 
eration is that a number of sup- 
pliers are going to be included in 
the merger. 

“It’s these companies that will 
really help to cut the cost of our 
vehicles. Furthermore, they will 
help to make Packard and Stude- 
baker more independent of the Big 
rhree. 

“Right now, if Ford and General 
Motors subsidiaries refused to sell 
us parts and accessories, they could 
shut down our production lines 
completely.” 


Plymouth Opens 
Regional Offices 


In Four Cities 


DETROIT.—Establishment of 
four new regional offices to serve 
dealers in portions of eight states 
was announced last week by Wil- 
liam J. Bird, general sales manager 
of Plymouth. 

Opening of the new field head- 
quarters is part of Plymouth’s pro- 
gram of expanding its operations in 
key markets to provide more com- 
plete service for dealers. 

The offices, all of which will 
open tomorrow (June 1), will be 
in Cleveland, Washington, D. C., 
Syracuse and San Francisco. 
Combined staffs of the four of- 


J. H. Fearer D. J. Eyer dr. 


fices will total 36 field represen- 
tatives, headed in each case by 
a regional manager. 

More than 1,600 Plymouth dealers 
will be served from these four of- 
fices, Bird said. 

The Cleveland office, in the Ave- 
nue Building, Euclid and Forty- 
sixth, will be directed by James H. 
Fearer, formerly a district man- 
ager in the Detroit region as well 
as in Seattle, Salt Lake City and 
Billings, Mont. Fearer joined Chrys- 
ler Corporation in the distribution 
department of Chrysler Motors of 
California, Los Ageles, in 1947. He 
transferred to the Plymouth field 
staff in 1949. 

Heading the Syracuse office, in 
the Syracuse-Kemper Building, 224 
Harrison St., will be D. J. Eyer jr., 
who joined Plymouth as district 

(Continued on Page 41, Col. 1) 
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Nash Introduces 1954 Sports Car— 


The new Nash-Healey LeMans hardtop sports car features a low silhouette designed 
by Pinin Farina, Italian designer. Its LeMans Dual Jetfire engine develops 140 horse- 
power, and its compression ratio is eight to one. Overall length of the car is 180.5 
inches, and its height is 55 inches. (See story, Page 41.) 


°55 Hudson to Wisconsin 


American Motors to Concentrate Assemblies 
In Milwaukee and Kenosha 


DETROIT.—American Motors 
Corp. announced Friday that it will 
concentrate 1955 model assembly of 
both Nash and Hudson cars in its 
plants in Milwaukee and Kenosha, 
Wis., to give it one of the most 
highly integrated manufacturing 
operations in the industry. 

Bodies for each line of cars 
will be built and trimmed in the 
corporation’s main body plant in 

Milwaukee. Final assembly of all 
Nash and Hudson lines will take 
place at the modern, 110- acre 
plant at Kenosha. Body produc- 
tion also will continue at Kenosha. 


According to George W. Mason, 
president, Hudson plants in Detroit 
will be utilized for production of 
engines and other components for | 
Hudson cars, defense production at | 
about present rates, and various | 
service parts operations, including | 
machining. The changes will be | 
completed at the end of the current | 
model season, Mason said. 

Meanwhile, car schedules will) 
continue substantially at present | 
levels until late in the year. 

“Our primary concern at present | 
is to effect this necessary transition | 
over as long a period as we can to 
maintain employment in Detroit at 
the highest possible level,” Mason | 
said. 
“A special task group is work- | 
ing on the development of new 


bile components, parts fabrica- 
tion or additional government 
work, that might be carried out 
in the Detroit plants. 

“Before deciding upon the trans- | 
fer, we explored every conceivable | 
avenue of maintaining employment | 
in the Detroit plants, and we will | 
continue this effort.” 

Mason said that present employ- 
ment in Hudson plants in Detroit 
totals approximately 8,600. Trans- 
fer of car production to Wisconsin 
will affect about half this number 
during the next s'x months. 

“Concentration in Wisconsin,” 
Mason said, “was dictated by the 
fact that our facilities there are 
among the most complete in the 
industry.” 

Mason emphasized that American 
Motors will continue Nash and 
Hudson as distinct lines of cars, 
with separate sales, service and na- 
tional dealer organizations. 

He said as a result of this e‘fi- 
cient realignment of production 
facilities each organization “will 


Trailmobile Plant 


Back in Production 


CINCINNATI. — Production of 
commercial truck-trailers in the 
Cincinnati plant of Trailmobile, Inc. 
was resumed last week after an 
interruption of six working days. 





“A sufficient volume of orders | 
from our 62 sales outlets through- | 


out the country has built up a 
backlog which enabled us to re- 
sume production,” said Walter 


Hasenzahl, general manager of | 


manufacturing. 

With approximately 950 employes, 
Trailmobile is operating on a two- 
shift basis. 





market a more competitive, as 
well as a distinct, line of cars.” 


American Motors’ plants and fa- 
cilities in Wisconsin have con- 
stantly been improved. Since World 
War II, the company has spent 
$40,000,000 for better equipment, 
modernization and increased space. 

American Motors’ largest plant, 
at Kenosha, has 3,195,000 square 

(See HUDSON, Page 14, Col. 5) 


Packard to Build 
Own Bodies in 


Chrysler Plant 


DETROIT. — Packard will begin 
building its own bodies late in June 
in a Detroit plant which it has 
leased from Chrysler Corp., Pres- 
ident James J. Nance announced 
last week, 

Packard has not built its own 
bodies since 1941. The new facility 
was acquired by Chrysler last Dec. 
29 in the purchase of Briggs Mfg. 
Co.’s automotive plants. It is known 
as the Briggs-Conner plant and has 
been acquired by Packard under a 
five-year lease agreement, with an 
option to buy. 

The plant is presently producing 
Packard bodies under a supplier 
agreement with Chrysler. It con- 
tains 760,000 square feet of manu- 


| facturing space. Built in 1940 for 
| aircraft production, 
| verted by Briggs to body assembly 
| in 1946. 


it was con- 


Nance said acquisition of the 
plant was directly related to Pack- 
| ard’s long-range program “to de- 
velop new facilities and products in 


| keeping with plans to confine the 


marketing of our cars to the me- 
dium and upper price ranges in the 
quality car field.” 


One-Man Class— 


Harold Stafford (left), of Airport Ma- 
chinery Co. (Kaiser - Willys), Anchorage, 
Alaska, recently comprised a one-man 
service class under the tutelage of D. O. 
Davis, school manager. A telegram notify- 
ing him of a change in class schedules 
arrived after he had left for Toledo. Davis 
conducted a special one-week course for 
Stafford's benefit. 
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A FEW weeks ago I mentioned F. 
S. Mehollin (Dodge-Plymouth), 
of Cadiz, O., as one of the most 
versatile dealers on sales promotion 
in the nation. My column reviewed 
a successful contest he conducted 
among automobile owners in his 
territory; the title was “It Does 
Make a Difference Where One Buys 
An Automobile.” 


There have been indications that 
a great many other dealers are 
planning to put such a contest into 
action. But Mr. Mehollin’s promo- 
tion is not limited alone to building 
goodwill for the dealer. He has de- 
veloped some very unique sales 
plans—not plans that poison the 
pool in which all dealers have to 
fish, or foul the nest where all re- 
tail automobile sales activity starts 
—but plans to aggressively develop 
and sell one’s market. 


For this purpose, he recently 
designed what he calls an “iffy” 
letter. It is sent to all automobile 
owners in the fringe of his terri- 
tory, owners who are located at a 
distance where salesmen cannot 
profitably make cold turkey calls. 
The letter has been a real suc- 
cess as it resulted in 15 replies 
from every 100 letters mailed. So 
far the single letter has resulted 
in five actual traceable sales out 
of each one hundred people ad- 
dressed. 

The text of the letter, which was 
mimeographed on his business sta- 
tionery, follows: 

+” ” x 


EVER GET AN “IFFY” LET- 
TER? THIS IS ONE OF THEM. 

“If’—you are still driving your 
... (The name and the year of 
“the car the customer owns was 
filled in here.) would you con- 
sider trading it ona... 


New 1954 Dodge Yes( ) No( ) 
New 1954 Plym. Yes ( ) No( ) 
Good Used Car Yes ( ) No( ) 


“If” . ..a@ good used car 
what MAKE and YEAR you 
fer: 


pre- 


(make) (year) (type of body) 
“If”? ... you have traded the 
above car, what do you now own: 


(make) (year) 

Would trade it—Yes ( ) No( ) 

“We're not “lazy”—and we'll be 
tickled to death to come and see 
you and show you ANYTHING 
you might want to see — ANY- 
TIME — but we feel that THIS 
will save us BOTH a lot of run- 
ning around, and we don’t believe 
in ‘hounding’ folks who are not 
interested — and we believe you 
will agree with THAT. 


So—just check this sheet—and 
use the back of it if you want 
more room and say just what you 
WANT to say. This will in no 
wise obligate you in ANY man- 
ner, and we'll say again, we'll 
NOT pester you, regardless of 
what information you may give 
us, or what you may want to do. 
If you want nothing but catalogs 
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| Dealers tell me 


By John O. Munn 





— or perhaps information on 
prices or models—do not hesitate 
to ask us, and we'll do our level 
best to see that you are supplied. 

“IF”—you have read THIS far 
and are still not interested in 
anything we sell at this time— 
then you may know of someone 
who IS or might be—so jot down 


(Continued on Page 42, Col. 1) 








N. C. Sets July 1 Deadline 


For Turn Signals 


RALEIGH, N.C. — Attorney 
General Harry McMullan has 
ruled that motor vehicles as- 
sembled after July 1, 1953, must 
be equipped with direction sig- 
nal devices if they are sold in 
North Carolina. 

“A dealer who sells and de- 
livers . . . a motor vehicle .. . 
assembled after July 1, 1953... 
which is not equipped with a di- 
rectional signal device approved 
by the commissioner of motor 
vehicles,” the opinion said, “is 
guilty of a misdemeanor if he has 
reason to believe the customer 
intends to register the vehicle for 
use on the highways of North 
Carolina...” 











Civic Group Honors Feferman— 


The South Bend-Mishawaka Roundtable of the National Conference of Christians 
and Jews honored Henry Feferman (right), president of Ben Feferman Motor Sales, 
Inc. (Cadillac-Oldsmobile), South Bend, for his work in improving community relation- 
ships. Similar citations went to the Rev. Theodore M. Hesburgh, C. S. C. (left), presi- 
dent of the University of Notre Dame, and F. A. Miller, editor of the South Bend 
Tribune. At the same time, Feferman received the award of merit of the Research 
Institute of America for his “contribution to executive skills’ in 1953, on the basis of 
an employe booklet and a 25th anniversary brochure. 


N. C. Dealers Back NADA 
In Anti-Bootlegging Move 


NORFOLK, Va. — The North 
Carolina Automobile Dealers Assn. 
has adopted a resolution endorsing 
the efforts of NADA to wipe out 
new-car bootlegging. 

The association’s convention was 
in the form of a five-day cruise to 
Bermuda, the first such type of 
meeting ever held by NCADA. 


Houston Dealers 


Elect White, 
Parker and Smith 


HOUSTON. — Sam H. White 
(Oldsmobile) has been elected pres- 
ident of the Houston Automobile 
Dealers Assn. 

Al Parker (Buick) was chosen as 
vice-president, and A. B. Smith 
(Chevrolet), secretary-treasurer. 

Elected to the board were F. R. 
Higginbotham, Albert H. Berry, 
George W. Pearson, R. M. Pearson, 
C. P. Simpson, William M. Lee, 
Thad Felton, Griff Vance sr., White, 
Parker and Smith. 

Ralph L. Fowler was elected gen- 
eral counsel. 


Missourian Lauds 


Safety Check Plan 


JEFFERSON CITY, Mo. — Col. 
Hugh H. Waggoner, superintendent 
of the Missouri Highway Patrol, 
has urged all auto dealers to par- 
ticipate in the safety check pro- 
gram now being conducted through- 
out the state. 

“It makes no difference how alert 
a driver is or how fast he can apply 
his brakes after seeing danger if 
his brakes are not in good working 
condition,” Waggoner said. 

He added that when a car is 
mechanically unsafe, it nullifies all 


the good intentions and driving 


ability of the driver. 


Some 250 persons were aboard the 
cruise ship. 

The dealers were told that, to 
be successful, an employer must 
take his employes into his con- 
fidence. Emphasizing his point, 
Dr. George D. Heaton, pastor of 
the Myers Park Baptist Church, 
Charlotte, and an expert on em- 
ploye-management relations, cited 
figures to demonstrate the prac- 
tical value of his plan. 

In one large electrical appliance 
plant, he said, rejections of tele- 
vision and radio sets were cut from 
50 percent to less than 9 percent by 
use of Heaton’s system. 

Motor Vehicle Commissioner Ed- 
ward Scheidt discussed the “Philos- 
ophy of Traffic Enforcement,” de- 
fending North Carolina’s use of 
radar and electrical timing devices 
to catch speeders. He said although 
these devices and unmarked police 
cars have been widely criticized, 
they have demonstrated their worth 
in markedly reducing highway 
deaths this year. 

The association adopted a reso- 
lution endorsing the highway 
safety work of Scheidt. 

Wilson F. Yarborough (Dodge- 
Plymouth), Fayetteville, was elect- 
ed president of the group. Frank 
D. Gossett (Ford), Charlotte, won 
the vice-presidency. Allan Mims, 
Rocky Mount, continues as NADA 
director, while Bessie B. Ballentine 
remains as executive secretary. 

Pleasure was mixed with business 
aboard the “Queen of Bermuda,” 
including parties, deck tennis, 
swimming, bingo, etc. 

More than a day was spent in 
Bermuda, where dealers and their 
wives went sightseeing, shopping 
and golfing. 

On Sunday morning, shortly after 
the ship docked in Norfolk, Dr. 
Heaton held sunrise services. 

On shore again, one dealer said: 
“Many members are talking about 
another cruise convention to Hav- 
ana and Nassau in a couple of 
years—if business holds up.” 


State Managers Report... 





No Bootlegging Letup, 


NADA Poll 


— — Bootlegging of 
new cars is on the increase or 
is continuing unabated in seven of 
eight states surveyed by NADA. 


In only one state — Arkansas — 
was a “slight decline” noted. 


NADA questioned association 
managers as to business condi- 
tions — particularly bootlegging— 
in Arkansas, California, Indiana, 
South Carolina, Texas, Utah, 
Washington and Arizona. 

Here, in part, are the replies: 

Arkansas (George H. Benjamin, 
executive secretary, Arkansas Au- 
tomobile Dealers Assn.): “The 
slight decline in bootlegging, which 
we notice, is brought about by the 
fact that over 30 percent of the 
‘shade tree’ operators went out of 
business this year.” . 

= * ~ 


ALIFORNIA (Amos T. Crowl, 

manager, Northern California 
Motor Car Dealers Assn., Inc.): 
“Bootlegging of popular lines con- 
tinues apace, resulting in the sac- 
rifice of gross by franchised dealers 
. . . Freight differential and boot- 
legging are grave problems here.” 

Indiana (Herman Schaefer, ex- 
ecutive secretary, Auto Dealers 
Assn. of Indiana, Inc.): “There is 
no indication that bootlegging 
has diminished materially.” 

Soutn Carouina (Mrs. Ella Ford, 
executive secretary, South Carolina 
Auto Dealers Assn.): “Bootlegging 
remains serious and unchanged... 
Outside dealers having 3,000 pop- 
ulation are bootlegging from 60 to 
75 units per month into adjoining 
towns of 12 to 18 thousand ... 

“Investigations show that small 
franchised dealers in border points 
will have inventory of 100 new units 
for bootlegging to other dealers at 
$25 above cost or to customers at 
$100 above cost. 

“Dealers in South Carolina be- 
lieve that an honest appraisal of 
market potential for issuing fran- 
chises would eliminate to a large 
extent cross-selling and wholesal- 
ing.” 

= * * 
yore (Tom J. Crooks, manager- 
treasurer, Texas Automotive 
Dealers Assn.): “Bootlegging shows 
no abatement. 

“A new twist has been added by 
certain factories. They have fran- 
chised dealers in small commu- 
nities near big cities who nor- 
mally would retail 50 to 60 new 
units yearly, but who are receiv- 
ing new units at the rate of 900 
yearly. 

“This overage naturally finds its 
way to the adjacent metropolitan 
center.” 

Uran (Elias J. Strong, secretary- 
manager, Utah Automobile Dealers 


St. Augustine Dealers 


Hand Reins to Banta 


ST. AUGUSTINE, Fla.—William 
C. Banta has been elected president 
of the St. Augustine Automobile 
Dealers Assn. 

Emmett Gardner was named vice- 
president, and R. W. Day, secre- 
tary-treasurer. 


On the House . 


he’s been advised 
NADA points 


registered in all 





Wemhoff 


Shows 


Assn.): “High freight rates give 
bootleggers considerable price ad- 
vantage .. . Bootlegging is still 
continuing unabated.” , 

* * * 
ASHINGTON (Fred K. Eells, 
manager, Washington State 

Auto Dealers Assn.): “Large num- 
bers of bootlegged cars, for sale by 
nonfranchised dealers at prices 
considerably under those of the 
franchised dealer, have added to 
the confusion and made it prac- 
tically impossible to consummate 
profitable deals.” 

Arizona (Clinton A, Steinhoff, 
manager, Arizona Automobile 
Dealers Assn.): “Bootlegging is 
on the increase and a check of 
registrations of new cars by used- 
car outlets shows approximately 
169 units through April. 
“Car-lease companies have regis- 

tered 101, fifty percent of which 
were purchased probably for resale 
purposes.” 


Kansas Postpones 
Registration by 
Vehicle Number 


TOPHKA, Kans. — Vehicle title 
applications in Kansas will con- 
tinue to be made out for the time 
being with engine and serial num- 
ber, instead of a vehicle number as 
required by a law that went into 
effect May 1. 

C. M. Voelker, motor vehicle 
superintendent, informed dealers in 
a letter that his office had not re- 
ceived “written notice from each 
line make of new cars and trucks 
relative to vehicle identification 
number and where it would be lo- 
cated on the vehicle.” 

Voelker added that a conference 
of 13 states would be held, at which 
“a resolution would likely be passed 
setting out a simple procedure for 
making applications for titles by 
using vehicle identification number 
and the issuance of such titles.” 


Dealers were told that they could 
continue to process title applica- 
tions as in the past, “however, if 
they prefer they can show on their 
notarized bill of sale identification 
number instead of motor number. 

Adoption of the system was at 
the request of the American Assn. 
of Motor Vehicle Administrators 
who argued that it will greatly as- 
sist in the recovery of stolen ve- 
hicles. The system so far has been 
adopted by 13 states. 


Show Aids Dealers 
In Battle Creek 


BATTLE CREEK, Mich. — Auto 
dealers here report that they de- 
veloped good prospect lists as a re- 
sult of the three-day auto show last 
week at the Airport Hanger. 

Claire Henry, president of the 
Battle Creek Automotive Assn., es- 
timated attendance at 15,000. Sher- 
wood Brown was show chairman. 


RUMORS about the 1955 models are about as 
numerous as those on auto mergers. But there'll 
be some surprises, despite the current surmises... 
Ed James, Los Angeles Buick dealer, sold more 
Buicks in 1953 than any other dealer in the U.S, 


by the factory... 
out that every day Americans 


scrap three times as many autos as there are cars 


of China. Total auto registration 


in New York City, Chicago, L. A., Detroit and 
Cleveland exceeds the combined registration of 
Canada, South America, Asia and Africa ... John 
Scott is beginning his 33rd year as secretary of 
Chattanooga dealer association . 


.. Ralph Caver- 


lee, who has been connected with a loan company, is the new 
secretary of Dayton association, succeeding Don Battin... 


New Work State dealers will combine golf and business June 20-22 


at Montauk Point . . . Cincinnati 


dealers will stage annual outing 


June 14... Philadelphia dealers will hold annual golf tourney 


June 29. 


—Prre Wemuorr, Editor, 
Automotive News 
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and accessories; 


{ |. Fair and equitable contracts between manufacturers and dealers in 
motor vehietes, parts 
{ 2. Every dotlar of gasoline and oil taxes, collected by state and federal 
governments, applied to the building and maintenance of highw 
{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 


ays; 





Capsule Comment 


New-car sales thus far this year are only seven selling 
days behind the 1953 pace, an AUTOMOTIVE NEws compila- 


tion shows. 


Sept. 23-24—New Jersey Automotive Trade 
Association Convention, Atlantic City. 

Sept. 28-29—Automobile Dealers Assn. of 
Alabama, Inc., Convention, Buena Vista 
Hotel, Biloxi, Miss. 

Oct. 3-4—Oklahoma Automobile Dealers 
Association Convention, Skirvin Hotel, 
Oklahoma City, 

Oct. 3-5—Automobile Dealers Association 
of Alabama Convention, Biloxi, Missis- 


sippi. 

Oct. 8-9—Pennsylvania Automotive Asso- 
ciation Convention, Haddon Hall, At- 
lantic City, New Jersey. 

Oct. 10-12—Mississippi Automobile Deal- 
Ps Assn. Convention, Buena Vista Hotel, 

iloxi. 

Oct. 10-12—Texas Automotive Dealers As- 
sociation Convention, Gunter Hotel, San 
Antonio. 

Oct. 17-18—Georgia Automobile Dealers 
Association Convention, General Ogle- 
thorpe Hotel, Savannah. 

Oct. 17-19—Tennessee Automotive Associa- 
tion Convention, Peabody Hotel, Mem- 


phis. 

Oct. 23-25—Arkansas Automobile Dealers 
Association Convention, Marion Hotel, 
Little Rock. 

Oct. 24-26—Florida Automobile Dealers 
Assn. Convention, George Washington 
Hotel, Jacksonville. 
ct. 26 — Connecticut Automotive Trades 
Association Convention, Hartford. 

Nov. 7-9—Ohio Automobile Dealers Assn. 
Convention, Mayflower Hotel, Akron. 

Nov. 7-9 — Kentucky Automobile Dealers 
Association Convention, Kentucky Hotel, 
Louisville. 

Nov. 14-16—National Used Car Dealers 
Association Convention, Empress Hotel, 
Miami Beach, Fila. 
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This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. No attention is given to 


letters but you may sign your name 


unsigned 
with the assurance that it will not be 


used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





Nov. 18-19 — Idaho Automobile Dealers , : ° 
But what a difference when it comes to prices and seen Ceneeee, Tee Hee @ Eee their merchandise, too, is surplus, 


dealer profits. 


Latest figures from the U. S. Bureau of Roads show total 
vehicles on the road at 56,279,864, up over three million 


from the year 


before. 


And the Federal government appropriates less than a 
billion dollars for roads. 


“We must distinguish between hard-driving competition 
and rivalry gone to unreason,’” NADA Executive Vice- 


President Fred Bell has warned. 


Many small men have been tyrants, Bell explained, but 
the big man must walk gently, lest he frighten his 


neighbors. 


UAW’s Willys Local is seeking the Kaiser-Willys distribu- 


torship for Ohio, investing $300,000 in the project. 
With John L. Lewis buying banks and the Teamsters 
buying into companies, it won’t be long before unions get 
that long-sought partnership in business. 


More than 2,160,000 persons attended auto shows to see 


the 1954 models, an AUTOMOTIVE NEws survey finds. 
Everyone loves auto shows, it seems—and will pay to 


get in. 


Dealers will have to take a different view of school bus 
maintenance if they expect to hold that business, the Na- 


tional Council on School Transportation reports. 
At a time when dealers are looking for profitable busi- 


U. S. residents saved $13.6 billion in liquid form last 
year, the Securities and Exchange Commission reports— 


almost the same as in 1952, the highest since 1946. 
The gold is still in them thar hills. 


Nov. 20— Utah Automobile Dealers As- 
sociation Convention, Newhouse Hotel, 
Salt Lake City. 

Dec. 2-4 — Montana Automobile Dealers 
Assn. Convention, Florence Hotel, Mis- 
soula. 

Dec. 7 — Milwaukee County Automobile 
Dealers Assn. Convention, Milwaukee 
Athletic Club, Milwaukee. 


x * * 


General 


June 6-li—Society of Automotive Engi- 
neers (Summer Meeting), Ambassador 
and Ritz-Carlton Hotels, Atlantic City, 


N. J. 

July 12-16—ATAM Annual Meeting, Broad- 
moor Hotel, Colorado Springs, Colo. 

August 16-18—Society of Automotive Engi- 
neers (National West Coast Meeting), 
Los Angeles. 

Sept. 15-17 — National Petroleum Assn. 
(Sind Annual Meeting), Traymore Hotel, 
Atlantic City, New Jersey. 

Sept. 20-22 — Truck body and Equipment 
Association, Inc., Hotel Statler, Buffalo. 

Oct. 18-22—National Safety Council, Chi- 
cago, Illinois. 

Oct. 25-27—National Association of Inde- 
pendent Tire Dealers, Sherman Hotel, 
Chicago. 

Oct. 25-29 — American Trucking Associa- 
tions, Inc., Waldorf-Astoria Hotel, New 
York City. 

Nov. 15-17 — American Finance Confer- 
ence, Commodore Hotel, New York City. 

Dec. 6-7—National Standard Parts Associ- 
ation, Hotel Sherman, Chicago. 


20 Years Ago... 


For the last 20 years I have been 
a used-car dealer, and let me make 
it plain that during the time when 
the going got tough we didn’t start 
asking for the government to come 
to our aid. 

Most of us recall your glowing 
editorials of only a short time ago, 
calling for the end of the govern- 
ment controls, in which it was 
stated that the auto industry was 
of age and fully capable of running 
its own affairs without government 
interference or aid. 

So, now what happens? Your 
paper along with a few new-car 
dealers, who are unable to manage 
their own business, start shouting 
for government interference in the 
form of the help from the Justice 
Department. 

How silly can things get? It 
would be just as practical to ask 
the government to outlaw the many 
freight and war surplus stores and 
tents that dot our landscape, for 


The Big Story 


Automotive production in May was estimated at 335,000 units, or 
43,983 under the figure for April ... A total of 222,900 cars were 
sold in the U.S. during April, an increase of 28.63 percent over March 
. .. Chevrolet has announced price reductions on all cars and trucks 


as much as $50 on some models . 


.. “Wild Bill” Cummings won the 


“500” race in Indianapolis with an average speed of 104.865 miles per 
hour in a four-cylinder Miller . . 
full-size automobile are believed to have been broken by an Auburn 
Six brougham. The car was driven from St. Louis to Springfield, Mo., 
and return, a distance of 441 miles using only 16.4 gallons of gasoline, 
making an average of 26.89 miles to the gallon. 


. All records for gas mileage for a 


—From the Files of Automotive News. 





just the same as the cars that you 
refer to as “bootleg.” 

This is not a “squawk” from a 
“pootlegger,” for I have not owned 
that first 1954 model as yet, al- 
though I could have obtained 
dozens of them, not at a profit to 
the new-car dealer, but at his cost 
to as much as $200 under his net 
cost. 

If the new-car dealers across the 
country would develop enough 
backbone or “guts” to tell the fac- 
tory what they tell us, this “boot- 
leg” condition would soon be cor- 
rected.—LaurEN C. Bontrager, Lan- 


caster, O. 
= s e 


Man in Middle 

Is this what J. O. Munn and 
other feature writers are referring 
to when they advocate that the “re- 
tail salesman must learn to sell’? 

(A postcard saying: “One hun- 
dred brand new 1954 Fords must be 
sold by within 10 days at 
savings up to $400.. .”) 

In the middle of the so-called 
selling season, the leader of the in- 
dustry says “our cars are over- 
priced, please help!” 

A far cry from “good, old-fash- 
ioned salesmanship” that we have 
been taught over the years. No 
wonder the dealer segment of the 
industry showed a net profit of 0.8 
percent of sales for the first quar- 
ter of 1954 in comparison with 4.3 
percent in the 1953 quarter. 

How long are the dealers going 
to continue to be the middle man 
and I mean MIDDLE MAN ... the 
man without ... without a profit 
that is—Jackson (Mich.) Deauer. 




















Here’s what 


Piymouth 


dealers say 
about this book 











“Terrific! 







| have ordered my 


salesmen to 





“We can pinpoint two actual sales directly to 
use of the comparison booklet the first day 


we used it. It’s the greatest piece of advertising 
I’ve ever seen in the auto industry! It’s a wonderful 


salesman’s aid. All of our salesmen have learned 


yse it.” 








the facts that are so dramatically pictured 


in the booklet. And they use them.” 









“It’s wonderful. We've always known that 
‘other two.’ This book helps 






Plymouth was worth more than the 


us demonstrate Plymouth’s value to our prospects. 








Above you see just a few samples of the tremendous _—_ where hundreds of thousands of people who are going to 
volume of typical comments we have received. buy new automobiles saw it, too. Reprints of this ad, made 
“Only Plymouth dares to compare” headlines the six- up in booklet form, are being used by Plymouth dealers 
page advertisement you first saw in Automotive News. and their salesmen in developing more new-car sales. 
More recently, it appeared in The Saturday Evening Post It’s another big plus for Plymouth dealers. They’re selling: 


Fun for the whole family! 
Enjoy “That’s My Boy” on CBS-TV. 
See TV page of your 








BUILDS GREAT CARS. 


newspaper for time and station. 
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America’s best-buy low-price car 
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‘Cost of Bootleg Buying arr 


Used-Car Dealers Reply 


Eprror’s Norgs: A case history, 
“The Cost of Bootleg Buying,” in 
the May 10 issue of AUTOMOTIVE 
News told how a Claremore 
(Okla.) Mercury dealer had 
sought to demonstrate to an 
owner of a bootleg Mercury that 
it pays to deal with an authorized 
dealer. He refused to recognize 
the warranty policy, charging in 
full for work performed. Below 
is a digest of used-car dealer 
comments on the story: 

* * + 

cs. customer finds fault not 

with the seller of a new car, 
but with the new car itself. That is 
why smart new-car dealers seek to 
maintain the reputation of their 
make in their areas, whether they 
sell the cars involved or not. 

Dealers like the Claremore 
dealer and the publicity he is get- 
ting in your lication are good 
for my business. That is why I’m 
doing so well now selling new 
and used cars. 

The new-car dealers have run 
many customers out of their places 
of business and onto my lot. If they 
buy a car from me, I'll get their 
service complaints adjusted. 

I have been selling cars for over 
20 years, and my customers are sat- 
isfied. They come back. 

* * * 
> a touching thing to hear new- 
car dealers wail about new-car 
bootlegging. Some of them who are 
crying are the very ones who are 
distributing typed price lists to 
used-car dealers. 
The lists give the options and 


Packard to Sell 
Cars Sans Freight 
Costs in 4 Areas 


DETROIT.—Packard announced 
a “pilot merchandising” program in 
at least four special areas last 
week, aimed at getting more Pack- 
ard owner representation in those 
communities. 

Dealers in Boston, Cleveland, 
Philadelphia and Washington, D. C., 
are included in the program, ac- 
cording to Packard. Packards and 
Clippers are being sold in the areas 
without freight charges, it was an- 
nounced. 

The program is being jointly 
sponsored by the factory and deal- 
ers, according to Packard. 

Additionally, it was announced, 
complete service records will be 
kept on cars sold before May 31— 
the closing date of the special pro- 
gram. Studies will be made on the 
frequency of repeat service orders 
from the cars, and compared with 
other areas where the program was 
not announced. 

In Cleveland, it is reported, deal- 
ers there will attempt to sell 100 
new cars under the program, and 
it is believed that other areas as 
well have been supplied with defi- 
nite sales goals. 


Chrysler Spurs 
os . * e . 
Divisionalization 

DETROIT. — Chrysler’s division- 
alization program takes a major 
forward step with the appointment 
of Thomas S&S. 
Lawton as comp- 
troller to head 
the establishment 
of an independent 
financial struc- 
ture for Chrysler 
division. 

Under Lawton’s 
direction the di- 
vision will estab- 
lish its own inde- 
pendent financial, 
cost and price 
analysis sections, thus making 
available to management at all 
times the information needed to 
meet competitive situations. 














Virginia Gas Receipts Slip 

RICHMOND, Va.—State gasoline 
tax collections for the first 10 
months of the current fiscal year 
totaled $47,230,186, a decline of $17,- 
027 from the corresponding period 
of the 1952-53 fiscal year. 





carry a notice that any car can be 
purchased for $50 over factory cost. 
* * * 


I HAVE been an independent deal- 
er in Carlsbad, N. M., for 17 years 
and have sold hundreds of bootleg 
cars. I give the same service as the 
new-car dealer. 

Before the car leaves my place, it 
gets a going over from end to end. 
However, from time to time things 
go wrong with our new cars. If the 
trouble is minor, I take care of it. 
If it is a faulty part, quite often 
the franchised dealers take care of 
it—that is if he is one of the better 
dealers in Carlsbad. 

The reason for this is that the 
better dealers know that if we 
independent dealers quit handling 
their line of cars, they, too, will 
lose a lot of sales. Most people 
would be surprised to know just 
how much weight used-car deal- 
ers have in the customer’s choice 
in buying a new car. 

When an independent dealer will 
not handle a certain new car, then 
many people are leery of buying 
that make of car—and very seldom 


Long Way to Go 


Vast Auto Market Untouched, 


Says K-W’s Abernethy 


ALBANY. — Only 55 percent of 
the population in the northeastern 
section of the U.S. own automo- 
biles, according to Roy Abernethy, 
general sales manager of Kaiser- 
Willys. 

Speaking while on an inspection 
tour of the new plant and facilities 
of Belt Line Motor, area distrib- 
utors for K-W, Abernethy labeled 
as “nonsense” reports that automo- 
biles are fast approaching the pop- 
ulation saturation point. 

He said the national average of 
one car to every four persons is “a 
far cry from the saturation point 
and there remains a vast market 
for automobiles still to be reached.” 


do they ever buy that make if they 


talk with us. 
* 
A SHINING example of this just 
happened. We have sold several 
new '54 ————,, and we have just 
had nothing but hell with them, 
from one end to the other. 

We just finished putting a new 
camshaft in a ’54 with 2,100 
miles on it. The camshaft was 
faulty, but the dealer 
wouldn’t help us. Therefore, we 
paid the bill ourselves. 

This is all fine, and the way it 
should be, except for one thing: 
We will not have any more ’54 
——— on our lot. We have one 
left, a hardtop, and when it is gone, 
there will be no more. 

Today a man was in asking 
about it. I told him I would 
wholesale it to him, but that there 
would be no guarantee on it of 
any kind. He asked why, and 
when I told him of the trouble 
we had had, he said he certainly 
didn’t want one, and we sold him 

a new Olds instead. 

This will happen many times, and 
I imagine the — dealer in 
Carlsbad will lose many sales. 

By the same token, we had a 
Chevrolet go bad on us a while 
back, The dealer paid for the re- 
pairs out of his pocket, because, he 
said, he was glad for us to sell his 
make of car — that he got to sell 
parts for them for years to come. 

He said he certainly didn’t want 
us independents to get it in for 
his car. I might add that this 
dealer is the strongest dealer in 
Carlsbad. 

The point is this: It is true we 
independents don’t have the factory 
behind us, and we do have to pay 
for the guarantees out of our poc- 
kets. That is all right with us. But 
when a certain make of car just 
keeps on having bugs, we discon- 
tinue handling that line, and when 
people ask us why, we tell them. 

That hurts the franchised dealer, 
the manufacturer, and us, too. 





Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Copyright, 1954, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


May 26 
(Sale very good. Sold 107 cars out 
of 150 offerings.) 

BUICK—’54 Super Riviera coupe, $2,- 
510*. °53 Super Riviera coupe, $1,- 
840* (ps). ’51 Special 2-dr., $1,015*; 
4-dr., $785; Super Riviera coupe, 
$930, $875; conv., $1,040*; RM 4-dr., 
$950*. '50 RM conv., $570; 4-dr., 
$500. 49 Super 4-dr., $365. 

CADILLAC — '52 (62) 4-dr., $2,075*, 
$1,500*. ‘51 (60) 4-dr., $1,775*. °49 
(61) 4-dr., $890*. '48 (60) 4-dr., $670. 

CHEVROLET—’53 Bel Air 4-dr., §$1,- 
280. '52 SL Deluxe 2-dr., $845, $790*, 
$665; 4-dr., $895*; Bel Air coupe, 
$1,100*. ‘51 SL Deluxe 4-dr., $625, 
$600*; Bel Air coupe, $795, $725*; 
a Soom 2-dr., $640; club coupe, 


CHRYSLER — '52 NY 4-dr., $1,175* 
(ps). °51 Windsor 4-dr., $700*. °49 
Windsor 4-dr., $350. 

DeSOTO—'53 (8) club coupe, $1,492. 

DODGE—’52 Meadowbrook 4-dr., $700; 
Wayfarer business coupe, $575. '51 
Meadowbrook 4-dr., 2 at $550. ‘50 
Wayfarer 2-dr., $335; 4-dr., $475; 
Coronet 4-dr., $500. '49 Coronet 4-dr., 
$350; 2-dr., $385. 

FORD—'53 (8) 4-dr., $1,255, $1,200*, 
$1,165; Victoria, $1,470, $1,450*. ’52 
(8) 2-dr., $915*; 4-dr., $975; Main 
(6) 2-dr., $775, $750. ‘51 (8) club 
coupe, $725; Victoria, $750; 2-dr., 
$700*; (6) 2-dr., $750, $500. '50 (6) 
2-dr., $365, $300; Business coupe, 
$375, $365; 4-dr., $310; (8) 2-dr., 
$530, $525, $485, $460. 

— Pacemaker club coupe, 

60. 

KAISER—’51 2-dr., $400; $280. 

MERCURY—’'51 4-dr., $1,135; club 
coupe, $760. ’50 club coupe, $485; 4- 
dr., $500. 

NASH—’51 Statesman 4-dr., $405. 

OLDSMOBILE—'52 (88) 2-dr., $1,279*. 
’51 (88) Holiday, $1,050*; 2- dr., 
$890*. '49 (98) 2-dr., $410*; (76) 
club coupe, $275*. 

PACKARD—’'49 conv., $290. 
$110. 

PLYMOUTH—’53 Cranbrook 4-dr., $1,- 
065. ‘52 Cambridge 2-dr., $540. '51 
Cambridge 4-dr., $525, $500; club 
coupe, $500; Cranbrook 4-dr., $675, 
$570. '48 Cranbrook club coupe, $230. 

PONTIAC—'53 (6) 4-dr., $1,265; (8) 
2-dr., $1,450*; conv., $1,700*. ’52 (8) 
Catalina, $1,240*. '51 (8) 2-dr., $900; 
(6) 2-dr., $725. '50 (8) 4-dr., $540; 
(6) 4-dr., $550, $540; coupe, $475; 
2-dr., $480. 

STUDEBAKER — '50 (8) club 
$1,000*. 

MISCELLANEOUS — '52 MG conv., 
$900. 


4-dr., 


"48 4-dr., 


coupe, 


May 19 
(Sale very good and fast. Sold 101 
cars out of 147 offerings.) 


BUICK—’51 RM Riviera, $1,050*; Su- 
per coupe, $950*; Special 4-dr., $745, 
$645*. '50 Super 4-dr., $635*, $625*; 
Special 4-dr., $390, $275*. '49 Special 
2-dr., $450*; Super 4-dr., $325, $225*. 

CADILLAC—’53 (62) conv., $3,435*. 

CHEVROLET—’54 Bel Air coupe, $2,- 
030* (ps). ’'53 Bel Air 2-dr., $1,335*; 
(210) 2-dr., $1,200*, $1,180; 4-dr., 
$1,160*. °52 SL Special Bel Air, $1,- 
005*, $985*; 2-dr., $845; %-ton pick- 
up, $630. °51 SL Special Bel Air, 
$890; 2-dr., $720, $685. '50 SL Spe- 
cial Bel Air, $685, $665. ’°49 SL Spe- 
cial 2-dr., $340; club coupe, $265. 

DeSOTO—’'52 (6) 4-dr., 
Sportsman, $860*; 
$800. 

DODGE — ’'52 Wayfarer 4-dr., $750, 
$685. °51 Wayfarer 4-dr., $685. ‘49 
Wayfarer 2-dr., $385. 

FORD —'52 Custom (8) 4-dr, 
Main (8) 2-dr., $780. '51 Main (6) 
2-dr., $710, $665. '50 Main (6) 2-dr., 
$500, $460, $420; 4-dr., $540. ‘48 
Main (6) 4-dr., $275. '46 (6) 2-dr., 
$165. 

HUDSON—’52 4-dr., $735. 

KAISER—’53 4-dr., $1,265*. 

MERCURY—’53 coupe, $1,750. ’52 club 
coupe, $1,220; 4-dr., $1,165. °51 club 
coupe, $755. 

NASH—'51 4-dr., $335; 
$550. ’50 2-dr., $335. 

OLDSMOBILE—’52 (88) 4-dr., $1,350", 
$1,300*; Holiday, $1,465*. ‘51 (88) 
2-dr., $975*; 4-dr., $735*; (98) 4-dr., 
$890*; Holiday, $1,080*. °50 (98) 4- 
dr., $600*, $565*; (88) 4-dr., $690*; 
(76) conv., $590*%. °49 (98) 2-dr., 
$565*. 

PACKARD—’51 (200) 4-dr., $555. 
(200) 4-dr., $270. 

PLYMOUTH—’53 club coupe, $1,060. 
‘52 4-dr., $735. ’51 club coupe, $525; 
4-dr., $600, $460, $455; Business 
coupe, $365. 50 4-dr., $445. 

PONTIAC—’ 54 Chieftain (8) conv., $2,- 
700*. '53 Chieftain (8) 2-dr., $1,450°*, 
$1,290; Chieftain (6) 4-dr., $1,320, 
$1,230, $1,210, $1,150, $1,120; 2-dr., 
$1,495*. '52 Chieftain (6) 2-dr., $1,- 
000*, $925*, $805. °51 Chieftain (6) 
2-dr., $735; (8) 4-dr., $925°. °49 
Chieftain (8) 2-dr., $495*%; 4-dr., 
$275*, $160. 

STUDEBAKER — '53 % -ton pickup, 
$610; (8) 4-dr., $1,185*. '52 Com- 


$840. '51 (6) 
club coupe, $830, 


$910; 


sport coupe, 


49 


mander club coupe, $660. 
*Indicates automatic transmission or overdrive, and (ps), poWer steering. 


Other Auction Reports are on Pages 35, 36, 39 








DeSoto Dealers Stage Mass Driveaway— 


South Dakota, lowa.and Minneapolis DeSoto-Plymouth dealers associated with Ray 
Quinn Co., Sioux Falls, S$. D., staged a spring driveaway from the DeSoto plant in 
Detroit. Participating were (from left), Paul Herpolsheimer jr., western sales manager; 
Neil Quinn, Pipestone, Minn.; Harlan Snuggerud, Flandreau, S. D.; Merle Cowman, 
George, la.; Floyd Enger, Round Lake, Minn.; Lovie Wolting, Wessington Springs, S. 


D.; Mrs. Harold Willrodt, daughter Susan 


and Harold Willrodt, Chamberlain, S. D.; 


Clarence Rupp, Ruthton, Minn.; Leroy Thompson, Clark, S. D.; Ray Quinn, Dean Bailey 


and Howard Brown, of Ray Quinn Co.; W. 


D. W. Jennings, George, !a.; Jack Smith, 
and R. G. Roth, field training supervisor. 


W. Drescher, Sioux Falls district manager; 
George, la.; R. D. Jensen, Madison, S. D., 





Pa. Dealers Urged to Say 
‘No’ to Too Many Cars 


HARRISBURG, Pa. — Claude 
Klugh, general manager of the 
Pennsylvania Automotive Assn., 
has warned Pennsylvania dealers 
to say “no” if their factories try to 
overload them with cars. 

“Don’t repeat the same mis- 
take you made last year in order- 
ing too many cars and trucks for 
delivery in late summer and early 
fall,” he said. 

Klugh said that some factories 
will always have an alibi or a glib 


Nash Sales Rise 
32% in First 
10 Days of May 


DETROIT.—Nash sales increased 
32.1 percent in the first 10 days of 
May as compared with the previous 
10-day period, H. C. Doss, sales 
vice-president, has reported. 

Ambassadors, top car in the Nash 
line, led the rise with a 67.1 percent 
jump, while Statesman sales in- 
creased 42 percent and Ramblers 
showed a gain of 32.7 percent, he 
said. 

The Metropolitan, Nash’s small- 
est and latest car, achieved a 8.8 
percent gain in the May period, 
Doss said. 

“Rising Nash sales reflect public 
recognition of the industry’s trend 
in adopting Nash ‘firsts’ and in- 
creased dealer showroom traffic 
stimulated by the Metropolitan’s 
demonstration of Nash leadership 
in meeting new needs in transpor- 
tation and car usage,” he asserted. 


Maryland Limits 


Finance Charges 
BALTIMORE. — (UTPS) — Effec- 








charges in Maryland. 

Other measures taking effect will 
| place an estimated 50,000 drivers 
under compulsory liability insur- 
ance or require proof of financial 
| liability. 
| The new ceiling on finance 
| charges is: Nine dollars a year for 
|} each $100 still owing if the car is 


models. 

The law provides that any dealer 
willfully overcharging must forefeit 
all finance charges, and that any 
dealer selling excessive insurance 
must pay back the buyer tenfold. 


Hays, Kans., Completes 
First Automobile Show 


HAYS, Kans.—The first all-auto- 
motive show ever held here has 
completed its two-day run. 

Eleven dealers displayed new 
cars and trucks. Three prizes 
amounting to $200 in cash were 
given away as door prizes. The 





automobile dealers and the Hays 
Daily News. 


tive tomorrow (June 1) new laws! 
place a ceiling on auto finance) 


|new; $12 if the car is less than! 
| two years old, and $15 for all older) 


reason for requesting or demanding 
that dealers take more vehicles 
than they can dispose of at a profit. 

He continued, “Don’t ever forget 
that many dealers got themselves 
into serious financial difficulties by 
allowing the factories to force un- 
needed and unwanted merchandise 
on them during the clean-up period. 
Now is the time to say ‘no.’ 

“A great many dealers were 
forced to sell most of these cars at 
a loss and just the other day, a 
dealer called us to say he was 
sorry he couldn’t attend a meeting 
because he was conducting a clean- 
up sale on 1953 models.” 

Klugh suggested that dealers 
be careful of future commitments 
and that if the factory does in- 
sist on “cooperation” in the clean- 
up of merchandise next fall, then 
the dealer should suggest that the 
factory absorb 50 percent of the 
loss. 

“After all,” he concluded, “al- 
though a number of factors have 
kept dealer profits down this year, 
overproduction by some factories at 
the end of the year 1953 has just 
about ruined prospects for many 
dealers being able to operate at 
much of a profit this year.” 


Bell to Address 
Chicago Dealers 


CHICAGO.—Frederick J. Bell, ex- 
ecutive vice-president of NADA, 
will be the principal speaker at the 
50th annual meeting of the Chicago 
Automobile Trade Assn. here June 9. 


More than 400 Chicago-area deal- 
ers are expected to attend the 
luncheon meeting in the Hotel 
Drake, according to Edward L. 
Cleary, association manager. 

Members will elect five new di- 
rectors. Steve Barrett, association 
president, will preside. 
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New Packard Firm— 

Wright & Burberick Packard, Sacra 
mento, Calif., has received its franchise 
Celebrating the event are (from left) 


Stanford Burberick, general manager; Dick 
Barstow, district manager of Earle C 


show was sponsored jointly by Hays | Anthony, Inc., Packard distributor, anc 





William P. Wright, president of the deal 
ership. 
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| Exclusive Distributorshins Available! 






Make $10,000 to $50,000 a year with Dishmaster, America’s 
fastest selling dishwasher. The dishwasher market offers dis- 
tributors tremendous profit opportunities because it has one of 
the lowest market saturations in the appliance field. 


Dishmaster’s tremendous consumer acceptance is proved by 
the fact that there are nearly 400,000 Dishmasters in use in the 
United States. (250,000 of these units are in the California market 
alone.) Over twenty-five per cent of all the brand name dish- 
washers in use are Dishmasters. 
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"Guaranteed by ‘eS 
Good Housekeeping 
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Aggressive men who are interested in owning their own business 
and who have the ability and desire to capitalize on the fast 
growing dishwasher market can make big money with an exclusive 
distributorship. Dishmaster is nationally advertised and carries 
the Good Housekeeping Seal. 


We are prepared to co-operate in every way with distributors 
in setting up their sales organizations and supplying them with 
sales helps, displays, advertising literature, and promotion 
material on the national and local level. 


FOR COMPLETE INFORMATION, WRITE OR TELEPHONE 
MR. T. O. McCULLOUGH, SALES MANAGER, 
GERITY-MICHIGAN CORPORATION, 10 SOUTH SUPERIOR STREET, 
TOLEDO, OHIO. TELEPHONE GARFIELD 7427 
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A small investment is required for a franchise which offers 
excellent opportunities taxwise and on a capital gain basis. 
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Check here for territories now open 


PRINCIPAL PRINCIPAL PRINCIPAL 
ie EASTERN CITIES MIDWESTERN CITIES WESTERN CITIES 
| Albany-Schenectady-Troy, N.Y. Chicago, Ill. Oakland, Calif. 





Allentown-Bethlehem, Pa. 
Baltimore, Md. 


Cincinnati, Ohio 
Davenport, Iowa 


Portland, Oregon 
Salem, Oregon 


Bangor, Maine Dayton, Ohio Salt Lake City, Utah 
| Bridgeport-Stamford, Conn. Des Moines, Iowa San Bernardino, Calif. 
Buffalo, New York Duluth, Minn. San Diego, Calif. 
| Charleston, W. Va. Evansville, Ind. San Francisco, Calif. 
Charlotte, N.C. Ft. Wayne, Ind. San Jose, Calif. 
Elmira, N.Y. Grand Rapids, Mich. Spokane, Wash. 
Erie, Pa. Indianapolis, Ind. Stockton, Calif. 

\s Greensboro, N.C. La Crosse, Wisc. 
Harrisburg, Pa. Lansing, Michigan PRINCIPAL 


a ape 


Hartford, Conn. 

New Bedford-Fall River, Mass. 
New Haven-Waterbury, Conn. 
New York, N.Y. 
Norfolk-Portsmouth, Va. 
Philadelphia, Pa. 
Pittsburgh, Pa. 
Richmond, Va. 


Lincoln, Nebr. 

Louisville, Ky. 

Madison, Wisc. 
Milwaukee, Wisc. 


Minneapolis-St. Paul, Minn. 


Omaha, Nebr. 
Peoria, Ill. 
Rockford, Ill. 


SOUTHERN CITIES 


Atlanta, Georgia 
Birmingham, Ala. 
Chattanooga, Tenn. 
Knoxville, Tenn. 
Lubbock, Texas 
Memphis, Tenn. 


Rochester, N.Y. Saginaw, Michigan ae . 
Springfield, Mass. Sioux City, Iowa Miami, Florida 
Syracuse, N.Y. Sioux Falls, 8. Dak. Nashville, Tenn. 
Utica, N.Y. South Bend, Ind. New Orleans, La. 
Washington, D.C. Springfield, Ill. Oklahoma City, Okla. 


Gerity-Michigan Corporation 


Springfield, Mo. 
Terre Haute, Ind. 
Wichita, Kansas 


Tampa-St. Petersburg, Fla. 


Tulsa, Oklahoma 


Many other smaller franchise territories are available. 


read as they will (or can) most people still find i easier to listen 





Once upon a time, the world was a much smaller 
place. And whenever someone had something to say, 
all he did was speak up. 

But soon people began to get out of earshot. 
And Communication became more and more difficult. 

Till one day one man sat down on his stone, 
and chipped out something called writing. Then 
someone else passed along, decoded this sculpture, 
and reading came into the world. Lo! The primitive 
one-step process of talking and listening had been 
replaced with something more complex. 

But it wasn’t replaced after all. For read as they 
will (or can) most people still find it easier to listen. 
And people who want to get a message across still 
find it easier, and more effective, to talk. 

Especially now that one medium of communica- 
tion can carry a message to everyone: Radio. In 
115 million places. The easiest, yet most forceful 
means of selling everybody that’s ever been devised. 

Radio is intimate, personal, persuasive. And 
when it’s the voice of an old friend, people respect 
what they hear. 

Radio is rhythm, music, sound effects—all the 
things that are fun to hear over and over. Things 


that are hard to forget. 


Radio, in short, is sound. And being sound, radio 


moves one 
step 
at 
a 
time. As soon as the entertainment 
comes toa stop, the sales message immediately begins. 
The message is hard to miss. And since radio moves 
one group of words at a time, the sales points can’t 
be skipped over. 

Today, there’s one place in radio where sound 
sells best, and that is CBS Radio. Presenting more 
of America’s top programs...over more of the 
nation’s best stations...CBS Radio is heard by 
bigger audiences than anywhere else in radio, 

And offering the lowest cost for every sales mes- 
sage delivered, it’s CBS Radio where more of the 
top national advertisers are heard. So many, with so 
much to say, that CBS Radio leads all other networks 


in billings for the fifth consecutive year. 


LAD GC 


CBS Radio Where America Listens Most 
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Teamsters’ Chief Asks Federal Inquiry .. . 
Beck Accuses Rails 


Of ‘Bribing’ States 


WASHINGTON.—The Independ- 
ent Advisory Committee to the 
Trucking Industry, under the chair- 
manship of Dave Beck, president of 
the AFL Teamsters Union, last 
week charged here that the na- 
tion’s railroads are “bribing” pub- 
lic officials in many states to in- 
fluence legislation against other 
forms of transportation. 


Beck, chief of 1,300,000 organ- 
ized teamsters, appealed on be- 
half of the committee to Attorney 
General Herbert Brownell to 
launch an immediate Federal in- 
vestigation of what he called “the 
secret subsidies to state and na- 
tional officials by certain rail- 
roads.” 

Beck said that the “secret sub- 
sidies” mentioned in his telegram 
to Brownell “definitely could be 

described as bribes.” 


States where the trucking indus- 


try allegedly has found links be- 
tween the railroads and public of- 
ficials, according to Beck, are New 
York, Maryland, Pennsylvania, 
New Jersey, Ohio and Indiana. 


“The railroads’ reach,” Beck said, 
“extends as high as the U. S. Sen- 
ate and as far as at least one gov- 
ernor’s office.” 

He said that Senator John 
Bricker, Ohio Republican, admits 
that he receives compensation 
from a law firm which represents 
the Pennsylvania Railroad, while 
serving as chairman of the Sen- 
ate Interstate and Foreign Com- 
merce, which handles railroad 
matters. 

Beck’s request that the Depart- 
ment of Justice make an investi- 
gation of railroad behind-the-scenes 
activities was the first official act 
of the new trucking industry ad- 
visory committee, which was ex- 
panded here last week through a 
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Mrs. Norman Frye, farm wife of Scott County, lowa, converted back 





room into an efficient and decorative home laundry. 


18 months, 7000 miles, 150 homes, 


8 picture | 





Laundry floor plan in house of the 
Harvey Starkeys, Buffalo Co., 





Neb. 


Low wall divides kitchen from laundry 
in Washington County, lowa, house. 


“How to welcome washday” was the 
title of a three-page article on new home 
laundry appliances, in the March issue 
of Successful Farming. Like most SF 
articles, it was based on case histories. 

Maurine Harris, home 
equipment editor, planned 
the article in September 
1952. In the following 
eighteen months, covering 
some 7000 miles in eight 
states, she loeked over the 
laundry facilities in more than 150 farm 
homes—to find installations that were 
well planned, efficient, and photogenic. 





merger with the Eastern Highway | 


Transport Conference. 

The board of directors of the new 
group includes Roy Fruehauf, pres- 
ident of Fruehauf Trailer Co.; Burt 
Seymour, chairman of the board of 
Associated Transport, and Walter 
Carey, board chairman of the 
American Trucking Assns. 

In his telegraphed appeal to At- 
torney General Brownell, Beck 
said: 

“By unanimous authorization of 
the board of directors, the Inde- 
pendent Advisory Committee of the 


Trucking Industry urges that you | 


direct an investigation into the se- 
cret subsidies to state and national 
officials 


officers, in an attempt to influence 
legislation inimical to other means 
of transportation and grievously 
damaging to the national economy 
and national security. 

“We respectfully recommend that 
such inquiry be undertaken at 
once.” 

Beck told Brownell that “evi- 
dence is in our hands of activi- 
ties by railroads in many states 
which in our belief violate both 
the law and the tenets of free, 
fair American competition.” 

“Use of railroad funds in this 
manner to preserve a monopoly on 
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by certain railroads, as-| 
sociations of railroads and their | 





shop and a lot. 


freight traffic is within the pur- 
view of the Department of Justice,” 
Beck added. 

He concluded his message to 
Brownell by offering to turn over 
to the Department of Justice all 
information gathered by his com- 
mittee. 

Beck told a news conference that 
the story of the railroads’ activity 
“is a scandal that will shock the 
nation” when it comes out. 

The alleged secret activities of 
the railroads extend to 19 States, 
Beck said. 
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Mrs. Ross Caldwell, of Green County, Wis., has washer, dryer and 


ironer in this attractive room. The 





dryer is vented. 


ocations—for one article! 


care, time, travel, and expense that go 
into most Successful Farming articles... 
to assure realistic, helpful service for 
the reader—and interested readership 
plus full confidence for the advertiser. 

With over 1,300,000 circulation mostly 
concentrated among prosperous families 
in the fifteen agricultural Heart States, 
and subscribers with an average income 
around $10,000 . . . Successful Farming 
by itself reaches a market equivalent to 
another national suburbia— unmatched 
in influence by general media. 

To balance national new car schedules, 
to find a huge new sales potential... learn 


more about SF. Ask our nearest office. 


Sue picked eight homes in four states, 
and assigned photographers. Of the eight 
pictures published, three were in color. 

This article is typical of the planning, 


MErepiTtH Pusuisuinc Co., Des Moines 
..« New York, Chicago, Cleveland, Detroit, 
Atlanta, San Francisco, Los Angeles. 

















Feld Motor Layout Remodeled— 


This night photo of the remodeled facilities of Ervin Feld Motor Co. (Dodge-Plym 
| Outh), Kansas City, shows the attractive layout of the new building. The area covers 


300 by 140 feet. In addition to the showroom, there are service facilities, a body 


Archambault J pins 
Stewart-Warner 
As President 


CHICAGO.—Election of Bennett 
Archambault as president and as a 
director of Stewart-Warner Corp. 
was announced 
last week by 
James S. Knowl- 
son, chairman of 
the board. Arch- 
ambault will as- 
sume his duties 
June 14. 

Knowlson, 
chairman since 
1934 and president 
since 1939, was 
reelected chair- 
man. Other in- B. Archambault 
cumbent officers of the corporation 
also were reelected. 


Archambault, 44, has been vice- 
president and general manager of 
M. W. Kellogg Co., New York and 
Jersey City, a firm with which he 
has been associated for nine years. 
During World War II, he headed 
activities in the European theater 
for the Office of Scientific Research 
and Development. 





7 
Bootlegging 
(Continued from Page 1) 
not attempting to “play both ends 
against the middle,” so to speak, 
but is joining in a well-thought-out 
legal program for helping all who 
may have to do with the antitrust 
laws—Congress, the Justice Depart- 

ment and business. 
* ” * 

y= NADA is ready to go to 

Congress, Bell feels that he 
would like to get the Justice opinion 
first. It may possibly point the way 
to a stronger—or altered—request 
to Congress. 

On the other hand, the opinion 
may be that the NADA proposals 
are puncture-proof and perfectly 
and safely suited to the emer- 
gency. 

Congressional action could then 
proceed with a view to strengthen- 
ing the NADA plan. 

Several members of Congress are 
ready to act for NADA when Beil 
gives the word. Two members of 
the Senate, Bell told Automotive 
NEws, are “eager” to introduce the 
NADA-sponsored amendment. They 
feel it has a lot of merit. 

And so does NADA President 
Charles Freed, General Counsel 
James Moore and, of course, Bell. 





Briggs’ Defense Jobs 
Shifted to Chrysler 


DETROIT.—Two defense con- 
tracts for aircraft parts and sub- 
assemblies have been transferred 
to Chrysler Corp. from Briggs 
Mfg. Co., John E. Brennan, gen- 
eral manager of Chrysler’s auto- 
motive body division, announced 
last week, 


Production on the Air Force 
contracts had been carried on by 
Briggs, as a subcontractor of Boe- 
ing Airplane Co., in two Detroit 
plants which were included in 
Chrysler Corp.’s purchase last 
December of all Briggs automo- 
tive body facilities. Because of 
certain questions between Briggs 
and Boeing at the time of the 
transfer of plants and facilities, 
the aircraft work had continued 
with Briggs in the two plants 
leased from Chrysler. 


Under current plans, both con- 
tracts will run through mid-1956. 
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PORCELAINIZE stands alone in the 


appearance maintenance field in devoting 
consistent, national advertising for 


the exclusive benefit of New Car Dealers. 
This MAY 27th promotion in 


Collier's 


helps you sell PORCELAINIZE every 
time you sell a new car. 





“Gqadec 











Bi. clad gles rocheont net eauing Taare’ 
was — D> nating to wesh off peel off-or soften from heat. 

i Easier to wash, easier to clean, ‘Porcelainize saves 
you time, | ey OD saves the Fete 






care. You therefore gain 


but in this added aaliite 


Write for FREE Booklet. 
“The Story of Porcelainize” 


n you sell your car. «- 










Under present conditions, it has been proven that 
97 out of 100 buyers of new cars welcome the 
beauty protection that only Porcelainize can give. 
It is the one added purchase over new car cost 
to which they readily accede. These added 


Porcelainize profits are yours for the asking! 


eeceeeee FREEMAN & FREEMAN, INC.°°°°° ) aoe hw le Car. INC., Oy by Hw a 
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1. To advise small business- 
men on laws administered by 


the commission. 

2. To explain to them the method | 
of initiating complaints they may | 
wish to make regarding practices | 
of their competitors. 

3. To inform them of the status 
of investigations in which they are 
interested. 

The overhaul, according to FTC) 
Chairman Edward Howrey, is ex- 
pected to save the taxpayers money 
and represents a broad change in 
both the concept and structure of | 
the agency, which is charged with | 
keeping tabs on 
both industry and 
trade. 

Howrey said 
the reorganiza- 
tion program 
was developed 
with these five 
objectives in 
mind: 

1. Simplification 

of the form of or- 

ganization. 

e Wathen Tamas 2. Grouping of 
related functions for most effective | 

administration. 

3. Provision for clear-cut centers 
of responsibility and control. | 

4. Development of the best use of 
manpower. 

5. Strengthening of various seg- 
ments of the organization in ac- 
cordance with present and probable 
future needs as dictated by esti- 
mated work load. 

The most significant change is 
abolition of two major commission 
bureaus—the Bureau of Anti-Mo- 
nopoly, which investigated and 
prosecuted monopolistic practices, 
and the Bureau of Anti-Deceptive 
Practices, which investigated and 
prosecuted misleading advertising. 

= * 


‘Needlessly Complex’ 


ae July 1 all investigative 
activities will be centered in 
the newly formed Bureau of In- 
vestigation: all trial work in a new 
Bureau of Litigation and voluntary 
compliance procedures in a new 
Bureau of Consultation. This latter 
bureau will take in all such work 
as trade practice conferences in 
which the FTC and an industry 
agree on the application of trade 
laws to the industry. 

The reorganization, Howrey 
stated, was based on recom- 
mendations made by an independ- 
ent management consultant firm. | 
The survey, he said, found FTC | 
organization “needlessly complex” 
and uneconomical; lines of auth- | 
ority and responsibility confused ; 
procedural methods “unduly com- 
plicated,” resulting in delay and | 
expense, and management con- | 
trols not responsive to top auth- | 
ority. 

In a memorandum to the com- 
mission staff regarding the reor- 
ganjzation, Howrey said: 

“The Federal Trade Commission 
should be one of the most impor- 
tant and vital agencies in Wash-. 
ington, It exercises a jurisdiction | 
which staggers the imagination. It) 
supervises the competitive practices | 
of our vast multibillion-dollar econ- | 
omy. It is charged with the basic | 
duty of preserving our private com- | 
petitive system.” . 








* 


Business Booklets 


T IRREGULAR intervals, the | 
+3 Small Business Administrution | 
here turns out publications designed | 
to aid businessmen. Some of these 
are wonderful for automobile) 
dealers. | 

Most of them are free upon re- | 

quest to the SBA here in Wash- 
ington, or any of its field offices. 
A recent free leaflet is “How to 
Analyze Your Own Business.” An- | 
other is “How the Federal Media- | 


AUTOMOTIVE WASHINGTON 


Dealers to Get Assist — 
From Revamped FTC 


By William Ullman 


. Washington Correspondent 

eae the major changes in the organization of the| Inc. Oakland, Calif., and its ores. | 

Federal Trade Commission scheduled to become effec-/| ident, Jess M. Ritchie, to dismiss 

tive July 1, none appears to be more interesting to the| the FTC complaint in which they 

retail automotive trade than the establishment of a Division 
of Small Business, whose purpose shall be: 


©o— Se 
tion and Conciliation Service Helps 


for the District of Columbia, is 
president of the association’s east- 
| ern wing. The American Automo- 
| bile Assn. and the Keystone Auto- 
|mobile Club will participate and 
| stage dinners and luncheons for the 
administrators. The conference will | 
last four days, June 1-4. 
*” a * 


| Additive Action 
EARING Examiner William | 
Pack of the Federal Trade| 
Commission has entered an order! 
denying the motion of Pioneers, 











As 


|are charged with false advertising 
of the battery additive AD-X2. 
Also Elvin P. Courant, trading as 
— poy Distributing Co., Kansas 
a ity, has filed a brief in su rt of | 
Small Businessmen.” Many busi- his appeal from a hearing aan 
a wa find om of these leaf- | er’s initial decision prohibiting false | Plaque for Luke 
ets wort ——s oy }and misleading advertising of the | Chrysler Corp. has awarded a plaque 
Vehicle Chi M battery additive “Sav-A-Battery,” | to Luke Motor Co., Inc., New Orleans, for 
ehicie iefs to Meet | the FTC announced. | attendance at monthly service schools for 
A aca elgep o right in the middle Forei “4 | five consecutive years. Examing the award 
of one of the Nation’s outstand- | foreign Return |are V. J. Luke (left), owner, and J. Bou- 
ing traffic tangles, members of the E General Services Adminis- | draux, service manager. 
American Assn. of Motor Vehicle | tration announced last week); = ~~ i 
Administrators will hold a confer-| that the U.S.-owned nickel plant at| use, but also has returned $1.1 
ence in Washington this week. Nicaro, Cuba, not only has pro-| billion to the U.S. Treasury. 
George Keneipp, traffic director| duced nickel for the free world’s 


* 





UNITED STATES RUBBER COMPANY PRESENTS 


the 





early in World War II for use in 
purchasing the mines, was one of 
the first in a series of investments 
which have mounted to about $50 
billion, the GSA said. 

The Nicaro plant, one of the 
world’s largest nickel producers, is 
soon to be expanded by 75 percent 
of its present capacity, it was 


_| stated. 


American Chain Opens 
Los Angeles Building 


LOS ANGELES. — American 
Chain & Cable Co., Inc., has opened 
its new office, warehouse and man- 
ufacturing facilities at 2216 S. Gar- 
field Ave. here. 

Designed to speed up shipments 
and service to customers in south- 
ern California, Arizona and south- 
eastern Nevada, the 12,000 square- 
foot building includes a unit for the 
manufacture of various cables, 
brakes and controls supplied to the 
automotive and aircraft industries. 

F. C. Mohr will be in charge of 
production for the Automotive and 
Aircraft division here. Allen L. 
Simms will serve as office manager 


That sum, advanced by the U.S./| of the warehouse. 




































































totally new 


o.. in a long, long time, something so good comes 
along that it almost beggars belief. 
Such a time is now—and such a thing is this new 
tire—the U. S. Royal 8. 
Born of fresh research, fresh 
ideas, fresh methods and de- 
signs, this beautiful brute 
of a tire is the first and only 
one to meet the totally 
new demands of today’s 
new cars. 
And in doing that, it also becomes 
the only tire that can impart a new- 
car feel to the ride of older cars. 
ger You sense this the moment you 
pull away from the curb and 
swing into the road. There’s a new sure- 
ness to your start—a new feeling of 
ease and response in your steering. 


As your toe presses the throttle, you 
pick up speed with a new sense of confi- 
dent readiness for the road. You travel 





pull or skid. 




















along in quiet, gliding mo- 
tion. Tire-squeal on the 
curves is smothered. Tire- 
hum on the highway is 
hushed. You stop, safe and 
sure, with straight-line 
quickness — without side- 


And when you park again 
at the curb and glance back 
at your car, it somehow looks 
longer and lower—sleeker 
and smarter—than ever before! 





tire. 






























THIS. ° ---NOT THIS 


There are, of course, sound reasons of design and con- 
struction that account for all this. And your U. S. Royal 
dealer will be glad to show them to you. 
He will show you that the tread design of 
this great tire actually reverses former 
patterns. The outer edges of the tread are 
narrower—not wider—than the riding ribs. 
This gives them greater nimbleness, 
greater response to your steering. It also 

























| AUTOMOTIVE NEWS, MAY 31, 1954_ ae 


Profit System Lauded 


Best Way to Serve Needs of Americans, 
Petroleum Industry Told for the security of the United 
| States, Gov. Dan Thornton of Colo- 


DENVER.—American businesses best products — and the most |rado told the meeting. Thornton 
should strive to prove daily that profits,” Petersen said, | also talked on what he said were 
people are best served by the eco-| He said he believed people under- the peacetime benefits of a healthy 
nomic freedom of the profit system, stand a report of good earnings | oil industry. 
the president of the Standard Oi] from a company means economic feonomic cooperation between 
Company of California said last health. And that, he continued, | 4i) companies and jobbers was dis- 
week. means the security of steady em-| cussed by W. Turner Clack, general 


ployment for more people. 
T. S. Petersen spoke at the mid- Petersen said 1954 probably will Siecinme = = ee See a 


year meeting here of the American| be the second-best year American | keter of oil products 
Petroleum Institute’s division of | business ever has had. 4 
FE | marketing. “And certainly none of us here 


“ . . will say that 1953 will stand for 
— sues want cetpeentere one very long as the high-water mark 


| Wiping machines and automo. | cf our economy,” Petersen said. It || LE¢eY tO Salesmen 


business can su them, and | Will be surpassed in time. From our | 
| that the best onal make the | "ational point of view, the best | By John O. Munn 


t . Se dana gees ____| years are always ahead of us.” | 
Manefecturers Mee Robert M. Bartlett, marketing || Dear Son: 


The two top award winners of Junior Achievement of Northwestern Ohio display Tax-Plate Fee Hiked vice-president of the _ institute, INSPECTION of 1954 
their products to prominent industrialists at the Toledo presentation. From left ore; ALBANY, N.Y.—Truckers who predicted that “the next several ‘ , 
Edgar F. Kaiser, president of Kaiser-Willys; Richard Gardner and Tanya Olson, winners, | lose their highway-use tax plates years will one day be regarded as cars will cause any observer 
and Byron A. Fay, vice-president of Electric Auto-Lite. |now must pay $2 for replacements. an ‘era of marketing’ in the oil to reach the conclusion that 

” . 
Wondering how new-car and truck production and sales are making out? AUTOMO- The former $1 fee —. doubled by | a from the stand- 


TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the the 1954 Legislature. The original | Bartlett said: “On all sides I see NO. 30 point of value 
automotive industry, every week throughout the year. permit and plate cost $5. |} evidence that oil marketers are IN A alone each repre- 


series sents a good in- 


a8 sh vestment. Keep 
ed 


that thought in mind, be- 








eagerly and enthusiastically at 
| work—at work to improve the tech- 
| nology of petroleum distribution.” 
| The object, he said, is to do the job 
| more efficiently and at lower cost. 


A healthy oil industry is essential 














cause if the delivery of any 
new car constituted its to- 
tal value, there would be no 
need for dealers or sales- 
men. Factories would sell 
direct to the consumer. 


The factories have long since 
recognized the need for the 
dealer and salesman, if the 
complete satisfaction of the 
owner is to be considered. It 
naturally follows, therefore, 
that the quality of the dealer 
establishment, which sells the 
car, is as important to any 
buyer as the make of the car. 
The importance of the dealer 
is further proved by the fact 
that dealers as a group em- 
ploy more workers and have 
more money invested than do 
the automobile factories. 


So, automobile buyers 
are buying motor car serv- 
ice and not just a car. It 
naturally follows that, if a 
buyer is going to get full 
|| value, he needs to be as 
careful as to the dealer 
from whom he buys the car 
as in the selection of the 
|| car itself. 

* * * 





THE EVIDENCE that 
the dealer has spent a large 
sum of money in buildings, 
cost-saving machines, tools 
and devices, manpower, 
parts and material for the 
sole purpose of serving au- 
tomobile owners, is proof 
of the importances of the 
dealer to the purchaser of 
a new car. 


Dealer responsibility is 
an effective sales appeal. 
The prospect knows that 
such a dealer’s purpose is 
to keep motor maintenance 
cost to a minimum because 
good service means fewer 
service bills. less operating 
expense and longer car life. 


Without the support of a 
dealer, by the manufacturer’s 
own admission in setting him 





tire gives you the new-car ride. That, you will have to 
feel for yourself. And you will feel it as you ride—for 
the first time—on tires that actually ‘‘envelop’’ road 
seams, ruts and ridges...tires that seem 

each slot and groove of the to ‘‘soak up’’ bumps, chuck holes and 

tread goes almost allthe © - eee §6even trolley tracks! 

way down. This gives you ed More thoroughly tested than any 
safe, sure traction for far new tire in history, the U.S.Royal 8 
longer mileage. has already been chosen as orig- 


@ It gives you, in fact, up to twenty- inal equipesat for many of 
five extra miles-for every hundred! America’s finest new cars. 


lets this tire ride in whis- 
pering silence around turns 
and on straight-aways. 

He will show you that 






















He will show you how the slim The simple truth is that this to- a» > ee has a 
o is i to ou 
white sidewalls and the smooth “‘pillow contour’’—free tally new tire sets totally new stan- of x eee és rd ‘o full pete 
of lumpy “shoulder pads” dards of riding ease, of the quality that was originally 
—give any car, new or old traction ability, of safety, built into it. ; 
TALLY di ill ili of long mileage—and of A reflection on such 
S. TO a) A — SCARE CORE OF FEES facts will convince any 
— = | along—that longer and — buyer not only that satis- 
= } lower ‘‘Continental’’ look. And, wonder of wonders, factory performance but 
But he can’t show you, it’s yours at no premium the investment value of any 
visibly, how this great new in price! 


the quality of the dealer 
who sells and services it. 


Sincerely yours, 


Dad 


| 
| car depends squarely upon 
| 
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DETROIT.—The Government will 
begin taking a closer look at the 
“stock-option” salary plans of many 
auto companies, it was indicated 
last week when a tax ruling cost 
Charles E. Sorensen $384,491, 

A. J. Friedman, assistant re- 
gional counsel for the Internal 
Revenue Service in Detroit, said, 
“The ruling will not necessarily 
jeopardize many of the remuner- 
ation plans, but some of them 
definitely will be reviewed.” 

In the recently released opinion 
of the case, which was tried in 
April, 1953, Judge Graydon G. 
Withey held that profit which So- 
rensen made from the sale of op- 
tions for 100,000 shares of Willys- 
Overland stock should be taxed as 


U.S. Eyes Stock Options 


Tax Court Ruling Costs Sorensen $384,491 ; 
Believed to Indicate Trend 


“ordinary income” rather than 
“capital gain.” 

Sorensen, former Ford Motor Co. 
executive and right-hand man of 
Henry Ford, was granted the op- 
tion to buy 100,000 shares of Willys- 
Overland stock at $3 a share when 
he signed a contract as president 
in 1944 at $52,000 a year. 

Similar “stock-salary” plans are 
now used by General Motors, 
Ford Motor Co., Chrysler and 
many other corporations to com- 
pensate top-flight executives. 

The five options, granted Soren- 
sen in 1944 and totaling 100,000 
shares, became exercisable annually 
in varying quantities between 1945 
and 1949. Soon after the options 








them to the Baird Foundation of 
New York for a total of $476,000. 


Friedman said the question in 
this case “hinges on whether the 
primary intention of the plan was 
(1) to provide the executive with 
added compensation or (2) to per- 
mit him to acquire a proprietary 
interest in the company and in- 
crease his incentive to help the 
firm, 


He said that if it were a me- 
thod whereby a man is given 
stock or stock options in lieu of 
salary, then the sum becomes or- 
dinary income, taxable up to 87 
percent. 

But if the stock or options are 
granted to develop a proprietary 
interest, the stock, when sold, or- 
dinarily will be considered as cap- 
ital gain and taxable at 25 percent. 

The principal criterion in this 
matter, Friedman said, was whe- 
ther there was a substantial spread 
between the market price and the 
option price of the stock. 

In this case the stock was op- 





$100,000 Charity Draw 
To Be Staged Tuesday 
TO 


designate recog- 
nized charities to share in a total 
of $100,000 will be announced to- 
morrow (June 1) on Auto-Lite’s 
television program, Suspense, at 
9:30 pm. (Eastern Daylight 
Time.). 

An estimated five million per- 
sons registered in 22,000 show- 
rooms of Chrysler, Nash, Stude- 
baker, DeSoto, Hudson, Willys, 
Plymouth, Packard, Kaiser and 
Dodge dealers during the three 
months the Auto-Lite Family 
Charity Drawing program was in 
progress. 





tioned to Sorensen at $3 a share 
while the market price was over 
$12 a share. 

Other factors influencing the rul- 
ing were: 

1. Sorensen asked the Bureau of 


became exercisable, Sorensen sold 


A Glass of Water Explains How 


Holley Engineers Took the 


Stalling Out of 


The simple thing you’ve seen a 
hundred times—a full glass of water 
spilling over the sides when carried 
—explains the reason for a common 
driving annoyance. Abrupt stops 
and fast starts frequently cause en- 
gines to miss or stall. The reason: 
the same spilling action in a glass 
of water occurs in ordinary carbu- 
retors with off-set fuel bowls. 
Abrupt stops and starts pull gasoline 
away from fuel intakes, starving the 
engine, or spill quantities of gas into 
the manifold, flooding the engine. 


Holley, working closely with 
automotive engineers, designed the 
first concentric type carburetor. 
Again, the basic theory comes from 
a glass of water. The depth of the 
water over the center of the bottom 
of the glass will remain the same 
even when the glass is tilted at ex- 


Sudden Stops 


treme angles. Thus, by locating all 
fuel intakes at the center line of the 
fuel bowl, the engine is always 
assured of the proper amount of 
gasoline during fast stops, fast starts, 
on sharp turns, or when starting on 
a steep grade. Similarly, the location 
of the fuel intakes close to the ven- 
turi in the Holley off-set bowl car- 
buretor has reduced this driving 
annoyance on volume cars. 


Holley’s proven experience in 
designing increasingly efficient car- 
buretors to meet the requirements 
of modern engines has produced a 
record of “firsts” unmatched in the 
industry. So—if you’re wondering 
how to do a job of fuel metering 
better and more efficiently, call 
Holley’s Carburetor Engineers. Let 
them listen, test, recommend and 
design. 


A glass of water explains engine 
stalling during quick stops and 
difficult starting when parked 
on angles. When tipped or 
carried, water spills over the 
edge of the glass. 


Much the same action takes 
place in the fuel bowl of a stand- 
ard carburetor. An abrupt stop 
or start changes the fuel level 
forcing gasoline into the mani- 
fold, flooding the engine, or— 
pulls gasoline away from fuel 
intakes, starving the engine. 


wil 


The solution to the problem is 
also graphically explained by 
the water glass. The depth of the 
water over the center of the 
bottom remains the same, no 
matter which way the glass is 
tilted. 


x 


By locating fuel intakes at the 
center line of the carburetor 
fuel bowl, the engine is always 
assured of the proper amount 
of gasoline for smooth, efficient 
performance. This is called true 
concentric carburetion. Holley 
Centrie Flo and Centri* Quad 
carburetors are true concentric 
design. 


wT 
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VAN DYKE, MICHIGAN 


WORKING WITH AUTOMOTIVE ENGINEERS TO 
INCREASE STANDARDS OF PERFORMANCE AND 
ECONOMY FOR MORE THAN HALF A CENTURY 





considered capital gain or ordinary 
income, But the BIR refused to 
make a ruling. 

2. When Sorensen left Ford Mo- 
tor Co., he was a $250,000-a-year 
man. When he agreed to take a 
position paying only $52,000, it was 
an indication that the stock was 
considered as compensation. 

3. Willys-Overland probably 
would have been unable to meet 
Sorensen’s previous salary in 
cash and, therefore, decided on 
this method of augmenting his 
compensation. 

4. Sorensen, himseif, by selling 
the options, strengthened the feel- 
ing that he lacked “proprietary in- 
terest” although, it would not have 
been considered a definite indica- 
tion of his proprietary interest if 
he had purchased the stock. 

Judge Withey, in his opinion, also 
wrote, “Sorensen never considered 
acquiring any stock in Willys. Aside 
from the options, Sorensen never 
owned or dealt in any corporate 
stock.” 

Sorensen testified that he ac- 
quired the options to become a 
stockholders but later changed his 
mind because of an argument over 
policy with James D. Mooney, board 
chairman. 

Beside the payment of $384,491 
in additional income taxes, the 
court also ordered Sorensen to 
pay $150,000 in interest for the 
years 1946 through 1949. The com- 
bined sum was a final settlement 
of all of Sorensen’s taxes for this 
=— not just a settlement of 


case. 

Friedman asserted, “Of course, 
every case stands on its own facts. 
We’ve won some and we've lost 
some.” 

Declaring that this case should 
not reflect any discredit on Soren- 
sen, Friedman said, “He was per- 
fectly justified in taking this case 
to court. It was just what any good 
businessman would do. 

Sorensen has not revealed whe- 
ther he will appeal. 


Falvey Is Named 
Auto-Lite Chief; 
Reports Upturn 


TOLEDO.—James Patrick Falvey, 
49, was elected president of Electric 
Auto-Lite last week at a regular 
meeting of direc- 
tors. Falvey had 
been named ex- 
ecutive vice-pres- 
ident May 6, 
shortly after the 
death of Royce 
G. Martin, presi- 
dent and chair- 
man of the board. 

Closely associ- 
ated with Martin, 
| Falvey had been 
vice - president in 
charge of employe and labor rela- 
tions for 11 years. 

Falvey announced that Auto-Lite 
was maintaining its quarterly divi- 
dend at 75 cents a share in spite 
of a downturn in sales in the last 
six months. 

Stating that the company’s posi- 
tion was sound, he cited a current 
upturn in the replacement market 
as well as an indicated improve- 
ment in the original equipment 
market during the last half of 1954. 


Hudson 


(Continued from Page 2) 


feet of floor space. In the postwar 
period, Nash added a new Rambler 
body plant at Kenosha. New ship- 
ping facilities and a new press shop 
building were also added; the en- 
gine plant was enlarged and nu- 
merous other improvements made. 
About 1,400,000 square feet were 
added. The plant can produce ap- 
proximately 250,000 cars a year. 
At Milwaukee, the company has 
a body plant with more than 1,600,- 
000 square feet of space. Another 
plant, on the south side of Milwau- 
kee, is used for plastics manufac- 
ture and Nash parts and service. 


Alloy Using New Mill 

PROSPECT PARK, Pa. — Alloy 
Metal Wire Co. division of H. K. 
Porter Co., Inc., is now using a new 
addition to its plant here. The re- 
cently acquired mill enables Alloy 
to roll stainless strip in widths up 
to six inches and in thicknesses 
down to .001 inch. 


Internal Revenue in 1945 for a rul- 
ing on whether this stock would be 





J. P. Falvey 
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A Monthly Section Describing and Interpreting Technical Developments 


TURNINGS 


by 


John T. Benedict 


Will a GM version of unitized 
body construction finally make its 
debut in one 1955 model? 

Despite denials, Detroit rumor 

persistently suggests the possi- 
bility of a major departure from 
conventional GM body construc- 
tion in a special model for one of 
the divisions (not Chevrolet). 

According to one version of the 
story, the long-range plan is for 
this division to evolve an individual 
body style and construction, en- 
tirely distinct from that of the 
other GM divisions. 


* * * 
Trade Speculating 


On Transmissions 

Speculation on the direction of 
automatic transmission develop- 
ment is a favorite topic when 
people “talk about cars.” 

We've heard talk around town 
that Hydra-Matic’s transmission of 
the future will silence those pure 
torque-converter boosters who now 
claim superior smoothness. 

It is said that, in 1956, Hydra- 
Matic will be ready with impor- 
tant new developments in a unit, 
combining the best operating 
characteristics of torque - con- 
verter transmissions with per- 
formance and economy qualities 
beyond those of even present 

Hydra-Matic types. 

The device will not be a torque 
converter. Instead, it will result 
from an entirely new approach, 





embodying new coupling designs 
that achieve efficient, smooth 
power flow while shifting through 


gears. 
* * * 


Experimental Work 

Carbide tools are being used in 
experimental work on high-veloc- 
ity turning operations, according 
to information disclosed at a 
panel discussion during the 
American Society of Tool Engi- 

neer’s Industrial Exposition. 
Results thus far indicate good 
surface finish and satisfactory 
tool life. Critical factors are nose 
radius and chip breaker design, 

(Continued on Page 21, Col. 1) 





OCTANE NUMBER (RESEARCH) 


1930 1940 


50 
1920 


Fuel, Compression Ratio— 


Moving along a reasonable growth curve, 
it is expected that premium gasoline will 
reach 98-octane number in 1960. At this 





98-Octane Fuel Could Provide Both... 








Zip Plus Economy? 


By John T. Benedict 
Engineering Editor 
B* 1960, the petroleum industry 
expects to be supplying premi- 
um grades of gasoline rated at 98 
octane number. 

Availability of 

fuels with steadily 
improving anti- 
knock quality will 
permit engine de- 
signers to con- 
tinue the upward 
trend of compres- 
sion ratios — with 
maximum values 
of 10 to 1 expect- 
ed within five or 
six years. 

Dr. Charles Thomas, of Sun Oil 
Co., and others in the gasoline 
and automotive industries gener- 
ally are in fair agreement on 
these forecasts. However, opinion 
differs considerably on just ex- 
actly how the motoring public 


Dr. Thomas 





level, the fuel will fulfill the octane requirements of engines having a 10-to-1 com- 
pression ratio. These graphs and the thermal efficiency curve are adapted from ‘Fuels 
and Lubricants for 1960," an SAE presentation by Dr. Charles L. Thomas, associate 
director of research and development of Sun Oil Co. 


‘D’ Making Inroads on ‘C’ in Foundries .. . 


Shell Molding Methods Evaluated 


duration. In 1951, Harry Dietert| molding equipment to produce low- 
started intensive research on the} cost precision castings. 


‘qua precision molding advan- 
tages without the heavy equip- 
investment and expensive 
resins required 
for the Croning 


ment 


is the 
promising hope 
for the new 
Dietert process, 
which currently is 
arousing wide- 
spread interest 
(and controversy) 
among  foundry- 
-_ men. 

Harry Dietert During World 
War II, the Germans found a way 
to meet their requirements for cast- 
ings of greater accuracy and better 
finish than previously had been pro- 
duced in the foundry. Croning’s so- 
called “C” process produced larger 
castings than the lost wax method, 
although it could not make them 
quite as accurate or as smooth. 


Since its introduction into the 
United States about four years 
ago, the “C” process has won 
rapid acceptance, because it filled 
an important need in the in- 
dustry. As the well-known “Shell- 
Moulding” process, it already is 
widely used on a production basis 
for such automotive parts as 
crankshafts, valves, governors, 
bushings and steering gear com- 
ponents. 

Although it probably was the 
most significant and talked about 
foundry development of the past 25 
years, the “C” process enjoyed an 
unchallenged reign of only brief 





“D” process, with the objective of 
developing a technique for pro- 
ducing shell molds at low cost. 

- ” - 


Winning Favor 
wae result was the Dietert proc- 
which has made rapid 
strides ‘since its release to foundries 
early in 1953. Already a strong rival 
of the original “C” shell molding 
process, it is winning favor with 
many foundrymen who would like 
to use their present green sand 





Core Blower— 


The shell mold is made from a 
metal pattern, regardless of wheth- 
er the Croning or Dietert process 
is used. The Croning “C” process 
uses a hot pattern, while the Die- 
tert “D” process uses a cold pat- 
tern. Both processes employ the 
principle of obtaining high permea- | 
bility with a fine grain silica sand | 
by using a thin mold. 

In the “C” process, the shell 
is formed over the hot pattern by 

gravity flow of the sand and resin 
binder that softens on heating. 
The essential difference in the 
“D” process is that a conventional 


blow the core sand mixture between 
the pattern and a drier. The shell 
core then is baked in the usual core 
oven, after which it is removed 
from the drier. Castings are made 
by clamping two shell cores to- 
gether for the pouring operation. 

In dozens of foundries through- 
out the United States, the status 
of “D” process work ranges from 
experimental to pilot operations. In 
a few cases, it has reached the pro- 
duction stage. 


* * * 


The Cost Factor 


AMTHOUGH they are secretive 
about any interest they may 
have in the process, there is little 


Demmler Core Blower adapted for “D'') doubt that all the major automo- 


process shell molding. Conventional found- 


bile manufacturers are experiment- 


ry equipment is used with a drier to blow| ing with it. Ford Motor Co. denies 


a@ contoured core around a pattern to form 
one-half of a mold. 


a report that some of its crank- 
(Continued on Page 20, Col. 1) 





will feel the effects of improved 
fuels and more efficient engines. 
In essence, the car manufactur- 
er’s problem involves a choice of 
boosting performance or increasing 
gasoline mileage. Inquiries designed 
to determine the probable course of 
action disclosed a variety of view- 
points, but also uncovered some in- 
formation that may help clarify 
the situation. 
+” = * 


What? Performance 


Or Mileage? 
VERYBODY is anxious to “find 
out what the public wants’— 
and build cars that conform to the 
popular ideal. Since this is difficult, 
opinions are found to vary between 
widely divergent extremes. 

It seems to this writer that people 
in the industry who may be classi- 
fied roughly as technical, scientific 
or “engineering” minded, tend to 
favor one of the following ideas: 

Either emphasize fuel economy 
by increasing gas mileage, while 
providing only slight improve- 
ments in performance ... or 
coordinate engine - transmission 
design to gain both economy and 
performance. 

In most cases, the opposing 
school of thought is favored by 
men who are extremely “sales- 
conscious.” They say: “Give us 
added economy along with better 
performance if you can—but if we 
have to make a choice of one or 
the other, we’ll take more perform- 
ance.” 

Although understandably reluc- 
tant to go on record as “opposing 
fuel economy,” these people say 
that the American public just isn’t 
interested in gasoline mileage. 
Their favorite theme is: 

“If economy were a Major con- 
sideration in a car-buying decision, 
the companies that feature unusu- 
ally high gas mileage would have 
enjoyed a tremendous sales boom. 
Instead, smart styling, with average 
performance and relatively poor 
mileage, were attributes of a make 
that experienced major sales gains 
in the past eight years.” 

* *~ 7 


Maybe We Can Have 


Both Attributes 


A™ automobile companies share 
the common objective of striv- 
ing to produce cars with maximum 
! sales appeal. So it may be antici- 
pated that the sales department 








@ What will be octane num- 
ber of 1960 gasoline? 


@ How far will compression 
ratio rise as a result? 

@ What will this do to en- 
gine efficiency? 

@ What will added effici- 


ency do for the motorist? 
@ Any sign of upward trend 
in fuel economy? 
@ What engineering devel- 
opment holds most prom- 


ise for improving per- 
formance while raising 
gas mileage? 


will have a strong voice in decid- 
ing what use is made of increased 
engine efficiency gained through 
higher compression ratios. 

Certain external forces must be 
considered in determining which 
way to push the Mileage versus Per- 
formance decision. Increasing traf- 
fic congestion caused by inadequate 
road systems certainly is an im- 
portant influencing factor. 

Provision of further accelera- 
tion potential and ability to sus- 
tain even higher cruising speeds 
may be wasted effort—unless the 
present rate of road-building and 
improvement is significantly in- 
creased, 
The state of the nation’s econemy 
will, of course, be another major 
influence. If, for any reason, a 
majority of the car-buying public 
becomes “economy-minded,” it is 
taken for granted that manufac- 
turers will devote greater attention 
to minimizing operating costs. 

* + * 


‘Ideal’ Transmission 
Now Big Goal 

ARL CARIS, head of the auto- 
motive engines department at 
General Motors’ Research Labora- 
tories, has an idea that may satisfy 
nearly everybody. In resolving the 
question of what to do with the 
better fuels coming along each year, 
he advocates development of the 
concept of a combined engine- 
transmission system in one package. 
Caris believes that future gains 
in performance and economy 
will be realized through better in- 
tegration of engine and transmis- 

(Continued on Page 19, Col. 1) 


Supply, Price Spur Use 


OST -CONSCIOUS' automotive 

equipment designers are taking 
another look at zinc die castings. 
Abundant supplies of zinc, coupled 
with an extremely favorable price 
level, are important factors in the 
re-appraisal. 

As shown on the accompanying 
graph, the average cost for zinc 
dropped to less than 11 cents a 
pound in 1953. This, however, 
probably is an unnaturally low 
level, since some zinc producers 
expect the price to turn upward 
and stabilize at about 13 cents a 
pound. 

Increased use of zinc alloy die 


ENGINEERING 
New Products 


Page 18 





‘Of Zinc Die Castings 


core blowing machine is used to) 


castings as a means of cutting 
product costs is predicted by Mar- 
shall L. Havey, president of the 
American Zinc Institute. 
ea * + 
ya engineers start to cut 
costs,” he explained, “they be- 

gin first to streamline production 
operations wherever they can with- 
out sacrificing product quality. It 
is quite natural that they will now 
turn to production processes like 
die casting which can produce ex- 
tremely accurate parts of almost 
limitless shapes with a minimum of 
machine operations,” he stated. 

“Zine-base alloy will be the 
material that will be selected for 
most of these die castings,” 
Havey reiterated, “because of its 
inherent high strength, ease of 


(Continued on Page 25. Col. 1) 
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Auto Makers Seeking 


Dreamer-Mechanics 


JF YOU have a favorite nephew with a good mechanical 

background who knows tooling and is one of those rare 
souls whose head is continually crowded with wild ideas, 
the automobile companies are looking for him. 


Actually, there has never been a time i in the history of 


the industry when the so-®—— 


called dreamer - mechanic — 


the fellow who believes in- 
stinctively that all processing 
methods can be improved—was so 
much in demand. 


The trend toward automation is 
responsible, of course. Probably 
there has never been a time when 
a@ man with new and promising 
tooling ideas has received so much 
courteous attention. 

Auto executives are eagerly 
looking around for such men. 
The order going down the line 
is, “Give ‘em their head; they 





may come up with something.” 
As a matter of fact, much of 
the progress in automobile manu- 
facturing through the years can 
be directly attributed to these rest- 





Darak Facilities to Grow 


CAMBRIDGE, Mass. — Plans for 
expansion of facilities for manu- 
facturing Darak automobile battery 
separators at the Acton (Mass.) 
plant have been announced by 
Robert M. Gill, division sales man- 
ager of Dewey & Almy Chemical 
Co. 


less mechanics. Most of the top 
manufacturing men in the industry 
are grown up mechanics who con- 
sistently refused to believe that 
the present method is the best 
method. The number of college 
graduates who make the decisions 
on automobile tooling is surprising- 
ly small, despite a growing trend 
toward college men. 

* oa ” 


Formed Own Outfits 


As’ MIGHT be expected, many of 
these talented mechanics have 
long since left the auto plants to 
form their own outfits. Tool and 
die shops, screw machine products 
shops and—more recently—automa- 
tion experts are in this group. The 
man who finds his ideas are not 
being accepted as fast as he feels 
they ought to be, often sets up his 
own shop and becomes a tooling 
supplier for the industry. 

This great interplay of talents, 
both from inside and outside the 
auto firms has set up an interest- 
ing situation. There was a time 
for example, when many of the 
automobile producers were con- 
tent to place most of their tool- 
ing with outside firms. This is 
quite understandable, Tooling is 
often seasonal and not a 12- 
month proposition. Also, many of 





More DURABLE than 
any — battery separator. “ 












Write to address be 
low for free 
informativ 
on the 
ance, low 
Peerless Rubber Bat 
tery Separators. 


UNITED STATES RUBBER COMPANY 


Electrical Wire and Cable Department ¢ 


aed: +29 


e booklet 
high-perform 


upkeep U.S 


Battery acid and plate material 
have a highly corrosive effect on 
ordinary separators, especially at 
high temperatures. Charring, pin- 
holing, pitting and disintegration 
are common results. But not with 
U. S. Peerless Microporous Rubber 
Separators. These durable battery 
protectors have greater resistance 
to oxidation than any other known 
separators. 
copy of tests proved this beyond the slight- 
est doubt. It’s a selling point no 
customer can resist. Your battery 
business will boom when you sell 





Ford Graduates Elect Officers— 


Division officials join newly elected officers of the Ford Merchandising School 


alumni society in Ford's southeast region 


at the annual meeting in Boca Raton, Fla. 


From left are C. E. Bowie, assistant general sales manager of field operations; J. R. 
Israel jr., alumni vice-president; L. W. Smead, general sales manager; A. B. Crowell 


jr, alumni president; 
Kephart, alumni secretary. 


the best tool designers are affiliat- 
ed with supplier firms. 
Automation, however, has intro- 
duced a new problem. Each tooling 
problem must be solved individu- 
ally. To design efficient equipment, 
a great deal of cut-and-try is neces- 
sary. Young, “eager beaver” mech- 








Peerless. 


Laboratory and road 


Rockefeller Center, New York 20, N. Y. 


U. S. Peerless Separators are so 
durable that the plates can never 
break through them. They will not 
get mushy or soft during battery 
life—will maintain original tough- 
ness. They cannot be harmed by 
battery acid, overcharging, or heat. 
They deliver 20% faster cranking 
speed because of high porosity. In 
cold weather, they deliver 10% 
more power when needed most. 
Cost per month is far less for Peer- 
less-insulated batteries than for 
batteries with ordinary separators. 





C. G. Johnston, southeast regional sales manager, and F. B. 


anics who have worked with a part 
for some time are ideal for con- 
ducting this kind of work. 


* * + 


Cost Conscious 


IHAT’S why each of the auto 
makers is building up a corps 
of: young, ambitious mechanics, 
giving them their head and letting 
| them conduct experiments on a 
scale that was previously unheard 
| of. 
What happens when a new 
| technique is developed? If the job 
is unique it will undoubtedly be 
built in the company tool room. 
If it is believed the design can 
be improved, it may be taken to 
an outside firm with known skill 
| in this field. But with rising prices 
| for labor, and the growing com- 
| plexity of all kinds of tools, costs 
| still will be carefully examined. 
The temptation to design automa- 
tion setups that are spectacular 
rather than profitable is always 
with the automobile industry. It 
should be emphasized, however, 
that the dollar sign still is firmly 
in control. The new gadget stil} 
must represent a substantial im- 
provement over the present method 
And it still must pay its own way. 


Ethyl Maps Action 
To Help Stations 


Attract Personnel 


DENVER. — A nationwide pro- 
gram to supplement the efforts of 
the oil industry in attracting and 
holding high-caliber service station 
attendants will be undertaken by 
Ethyl Corp. 

Announcement of the program 
was made to oil company repre- 
| sentatives attending the midyear 
meeting of the Division of Mar- 
keting of the American Petroleum 
Institute here. 

M. P. Murdock, sales vice-presi- 
dent, said that, as a basis for its 
program, Ethyl surveyed nearly 
5,000 service station dealers 
throughout the U. S., who employ 
more than 15,000 helpers. Fully half 
the dealers reported that it was 
difficult to hire competent men. 

More than 57 percent of their 
employes had been with them for 
not longer than one year, and 
nearly half of those who had left 
their jobs did so because they 
were “unsatisfactory employes,” 
dealers reported. 

A key feature of the recruitment 
phase of Ethyl’s program is a new 
motion picture. The film, which 
will be available for showing be- 
fore business groups, schools and 
dealer organizations, is intended to 
create a desire among young men 
to enter the service station field, 
and to stress the opportunities the 
work offers. 

A recruitment kit for the dealer 
| will tell him where to recruit, how 
|to hire and what to do with new 
employes. It also will include in- 
terview questionnaires for the 
dealer to use, as well as other aids. 

The training phase of Ethyl’s 
program will emphasize product in- 
formation. 


Malco Tool Rep Named 


CHICAGO. — Malco Tool & Mfg. 
Co., Chicago, manufacturers of 
solder lugs, terminals, socket con- 
tacts and small stampings, has an- 
nounced the appointment of Robert 
T. Murray & Co., 604 Central Ave. 
East Orange, N.J. to handle the 
company’s line of products. 











~~ . | Tor 











O. E. Williams has been named 
research and design engineer of 
the tool division of Bonney Forge 
¢& Tool Works, Allentown, Pa., 
according to Roger O. Bay, tool 
sales vice-president. 

A tool engineer for 16 years, 
Williams will supervise develop- 
ment of new tools at the factory 
and will be available to Bonney’s 
industrial customers to aid in the 
development of special tools, Bay 
said. 

He is a member of American 
Society of Industrial Engineers. 

* + * 


Acheson Picks Hartnett 


Richard G. Hartnett has been 
appointed Ohio service engineer for 
Acheson Colloids Co., Port Huron, 
Mich. He will work out of Acheson’s 
Cleveland office, 1010 Euclid Ave. 

* ++ + 


Dreyer, Gen. Gatchell Named | 


By American Machine 

Morehead Patterson, president of 
American Machine & Foundry Co., | 
has announced the appointment of | 

. T. R. Dreyer as 

manufacturing 
vice-president and 
Brig.-Gen. Oscar 
J. Gatchell as 
technical assistant 
to the engineering 
vice-president. 

Dreyer had been 
director of manu- 
facturing at the 
AFM factories in 
Buffalo; Boston; | 
Glen Rock, Pa.; | 
New Haven, Conn., and Brooklyn. 
Before joining the firm in 1952, he | 
was with American Type Founders. | 

Gatchell headed the department 
of mechanics at West Point from 
1942 until his appointment. He has 
also served as chief of the Army’s | 
procurement planning division and 
as executive officer to the Army 
chief of ordnance. 

* * * 


Estes, Perkins and Beltz 


Advanced at Oldsmobile 


Elliott M. Estes has been ap- 
pointed assistant chief engineer of 
Oldsmobile in charge of body and 
chassis design 
and engineering 
standards. 

He succeeds 
Donald C. Burn- 
ham, who has re- 
signed to take 
another position. 
Estes will be suc- 
ceeded as body 
engineer by Don- 
ald C. Perkins, 
experimental . 
engineer. John Elliott M. Estes | 
Beltz, engineering test supervisor, | 
has been advanced to experimental 
engineer. Lowell A. Kintigh will 
continue as assistant chief engineer 
responsible for motor and trans- 
mission design and experimental 
department. 

Estes has been with General Mo- 
tors since 1939, joining GM research 
Laboratories as a research engi- 
neer. 

Perkins joined the Oldsmobile 
engineering department in 1930, 





T. R. Dreyer 








Beltz joined Oldsmobile in 1947). 


in the dynamometer laboratory. 
= + 


Havey Reelected President 


Of American Zinc Institute 


Marshall L. Havey has been re- 
elected president of the American 
Zinc Institute. Havey is assistant to 
the president of New Jersey Zinc 
Co., New York City. 

Also reelected were three vice- 
presidents: Warren H. Leverett, 
National Zine Co., Inc., New York 
City; George W. Potter, Potter- 
Sims Mines, Inc., Joplin, Mo., and 
Frank A. Wardlaw jr., Interna- 
tional Smelting & Refining Co., 
Salt Lake City. Erle V. Daveler, 
American Zinc, Lead and Smelting 
Co., New York City, was reelected 
treasurer, and Ernest V. Gent con- 
tinues as executive wite-qoemitent | 
and secretary. 





* * 


Standard Pressed Steel 


Promotes 5 Executives 
Five promotions have been an- 








nounced by Standard Pressed Steel 
Co., Jenkintown, Pa. 

Edward H. Wheeler has been 
made manager of the forging divi- 
sion. Succeeding him as chief engi- 
neer is John M. Sherman, who was 
manager of quality control, Sher- 
man is succeeded by William J 
Park, former general foreman of 
quality control. 

William M. Briner moves up from 
supervisor of industrial relations 
services to supervisor of industrial 
relations, while William M. Kerri- 
gan, formerly supervisor of plan- 
ning and scheduling, has been made 
supervisor of production control, 
expediting and stock moving plan- 
ning. 


* * * 


Hahn Elected President 
Of City Auto Stamping 
William D. Hahn, former treas- 


urer of City Auto Stamping Co., 
Toledo, has been elected president 
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of the company 
and its subsidi- 
ary, City Machine 
& Tool Co., suc- 
ceeding Charles 
C. Bigelow, who 
died March 31. 
Hahn, a veteran 
of 20 years with 
the organization. 
became treasurer 
in 1946 and has 
been a director 
since 1947. 

Reelected as vice-president, sales 


*| manager and director was Joseph 


F. Howard, who has been with the 
firm 21 years. Reelected secretary 
was LeRoy E. Eastman, who is also 
general counsel and chairman of 
the executive committee. William 
H. Patterson, eight years with the 
firm, was elected treasurer. Peter 
Peterson was reelected executive 
vice-president of City Machine & 
Tool. 


Pennsalt Elects LaLande 


And Beale Vice-Presidents 


Dr. William A. LaLande jr. 
and Edward F. Beale have been 


ine performance 


elected vice-presidents of Penn- 
sylvania Salt Mfg. Co. 
LaLande will continue as man- 
ager of research and devolpment 
and Beale is treasurer of the 
company. LaLande joined Pen- 
salt in 1944 and Beale in 1946. 


* * * 


Stapleton Gets Promotion 


In GM’s Hydra-Matic Setup 
P. E. Cartwright, director of 
standards and methods at Gen- 
eral Motors’ Detroit Transmis- 
sion Division, has announced that 
Robert W. Stapleton has been ap- 
pointed general supervisor of 
methods engineering and the 
plant layout department. He will 
be responsible for the direction 
and coordination of the activities 
of the two departments. 
Stapleton started as a detailer 
in the engineering department in 
June, 1940, and worked up to as- 
sitant staff engineer, the position 
he held at the time of his most 
recent appointment. 
Norman Reighard, former De- 
troit Transmission contact engi- 


is combined with 


low cost in the 
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TORQUE CONVERTERS oe 
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DETROIT, MICH. AND WINDSOR, ONT. 


RADIATORS 


neer at Oldsmobile and Kaiser 
Motors, has been elevated to sen- 
ior project engineer and will as- 
sume the duties vacated by 
Stapleton. 

Charles Cline, former project 
engineer, and Detroit Transmis- 
sion contact with the proving 
grounds will assume Reighard’s 
former duties. 


+ * » 


Chrysler Moves Woodard 


To Auto Body Division . 

The appointment of Sheldon F. 
Woodard as master mechanic of 
Chrysler Corp.’s automotive body 
division has been 
announced by 
Jéhn E. Brennan, 
general manager 
of the division. 

Since August, 
1951, Woodard has 
been assistant 
general master 
mechanic at the 
Chrysler jet en- 
gine plant. Wood- 
ard began his 
automotive career 





8. F. Woodard 
with Cadillac in 1932 as a foundry 
inspector, 
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Air Control Valve 
Operates at 800 


Cycles a Minute 


A 5-BY-21/,-BY-2-INCH air control valve 
weighing 2% pounds operates at 800 or 
more cycles per minute. Called the Comet, 
it may be mounted on welding guns, small 
jigs and fixtures or benches. 

The Comet has only one moving part, 
and can be serviced by loosening four 
screws to remove the cover and discon- 
nect the electrical supply to the solenoid. 
The pressure rating is 250 psig air and 
the maximum temperature is 180 degrees 
Fahrenheit. Ross Operating Valve Co., 120 
E. Golden Gate, Detroit 3, Mich. 


* * * 
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Air Gauge Checks 
Six Dimensions 


On Piston 


A BENCH-TYPE air gauge for inspecting 
six critical dimensions on engine pistons 
works while the piston is in the air ring. 
The astembly consists of a chrome-plated 
air ring with two sets of matched gauging 
cartridges, two air spindles and two air- 
snaps for measuring the height between 
the centerline of the pin bores and the 
top of the dome. 

The air spindles are moved simultane- 
ously into and out of the pin bores by an 
electrically timed air cylinder. Pin bore di- 
ameters are classified into five size groups 
in increments of a .0001 inch, and skirt di- 
ameters are segregated into 16 classifica- 
tions of .0002 inch each. Sheffield Corp., 


Dayton 1, O. 


* * 





Materials Handling Tractor 
Has 3,000-Pound 


Drawbar Pull 


MODEL 460 is a four-wheel gasoline 
tractor for use in the trackless train system 
of material handling. The system is com- 
prised of tractor and trailers, side dump 
bodies for bulk materials, box bodies for 
small parts, low dollies for barrels, and 
platform trailers for general commodities. 
The standard model is rated at 2,300 
pounds maximum drawbar pull, while the 
heavy-duty model is rated at 3,000 pounds. 

it is powered by a four-cylinder Wavu- 
kesha engine. The syncromesh transmission 
offers three speeds forward and one re- 
verse. Pneumatic tires are optional. Mer- 
cury Mfg. Co., 4044 S. Halsted St., Chi- 


cago 9, lil. ics 


Meehanite Metal Parts 


Described in Booklet 


A 12-PAGE, illustrated booklet entitled 
“Meehanite Cams, Camshafts and Crank- 
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shafts” is available from Meehanite Metal 
Corp., 714 North Ave., New Rochelle, 
N. Y. 

It describes application problems solved 
by Meehanite machine components. In 
addition, the booklet reviews the metal- 
lurgy and engineering properties of the 
types of Meehanite metal most widely 
used for such service. 


* * * 





Soci. 


Warning Signals 


Work 30 Hours 


THIS PORTABLE warning signal consists 
of a flashing amber light that can be seen 
from any angle. It is powered by a stor- 
age battery which is automatically re- 
charged with a built-in charger. 

The signal light is said to operate for 
30 continuous hours. General Scientific 
Equipment Co., 2700 W. Huntingdon St., 
Philadelphia 32, Pa. 


Low Oil Level Halts 


Compressor Automatically 


Two new compressors are designed for 
industrial and automotive applications. 
Model 255 has a single-stage cylinder with 
a 4'%-inch bore and 3%-inch stroke. 
Model 350 is a two-stage compressor with 
a piston displacement of 51 cubic feet. 

Both models are equipped with Safe-Q- 
Lube which automatically unloads the 
compressors when the lubricating oil level 
is down. Quincy Compressor Co., Quincy, 
tH. 





Nylon Inserts Standard 
On Locknuts 


Nylon inserts, previously available only 
at extra cost, are now offered as stand- 
ard insert material in the line of anchor 
and gang channel nuts. 

The insert-type of locknut utilizes a 
non-metallic insert in the nut which has 
a smaller inside diameter than the boit 
thread diameter. As the bolt is turned 
through the insert, it impresses the thread 
in the insert material and brings nut and 
bolt threads into metal-to-metal contact. 
Elastic Stop Nut Corp. of America, Union, 
N. J. 





Engineering and Production 
Products 
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Meter Mechanism 
Provides Stability 
Approaching Gyro 


This unit, which is said to provide a 
gyro-like performance stability, is designed 
to develop maximum torque for a given 
volume of magnetic material. 

Operation of the moving coil in a 
magnetic field achieves substantial gains 
in torque and eddy current damping. It 
may also be used as the sensitive element 
in control devices to initiate control func- 
tion. Marion Electrical Instrument Co., 
Manchester, N. H. 


ia 


Electric Fork Truck 


For Narrow Aisles 


THIS MODIFIED straddle truck has four 
base legs which straddle the pallet while 
the seven-inch-wide elevating forks lower 
over another set of base legs. This ar- 
rangement assures maximum stability at 
heights up to 158 inches. . 

The truck has excellent turning char- 
acteristics and can right-angle stack pallet 
loads from aisles only six feet wide. Ray- 
mond Corp., Greene, N. Y. 


* * * 





Tungsten Hard-Surfacing 
Applied with Brush 


A new kind of metal-cladding, Tung- 
stide, not only imparts hardness almost 
equal to tungsten, but is self-lubricating 
as well. It may be applied by brush, dip 
or spray. 

Metallic tungsten is suspended in a 
hard liquid plastic. Incorporated in the 
mixture is a hardening form of Liqui- 
Moly, providing a dry, clean built-in 
lubrication. Photo shows two pieces of 
brass against each of which a steel rod 
was rotated at 1,725 r.p.m. under 75 
pounds pressure. The brass on the right 
is worn down to a depth of 1/16 of an 
inch, while that on the left, which was 
protected with a coating of Tungstide, 
shows no wear. Lockrey Co., Southampton, 
N. Y. 


* * * 


Oil Retains Properties 
Over Wide Range 
Of Temperatures 


RPM 10-30 SPECIAL, a ruby red oil, is 
claimed to flow like a 10-grade oil at cold 
temperatures and like a 30-grade oil at 
hot temperatures. 

It also is said te have shown in tests 





| that it increases gasoline mileage by 15 
percent, cuts noise and sticking of hydravu- 
lic valves, gives more power and permits 
easier starting. It is marketed by Stand- 
ard Oil Co. of California. 


* * * 


Metal Spray Unit 
Applies Hardfacing 


In Powder Form 


The Model C Spraywelder is adapted 
to application of Colmonoy nickel-base 
wear and corrosion-resistant hardfacing 
alloys to steel, stainless steel and some 
cast iron and copper alloy parts. After 
spray application, the powdered alloys 
are bonded to the part by heating with 
an oxy-acetylene flame. 


Metallizing operations using copper, 
nickel, stainless steel, brass, lead and 
zinc in powder form also can be handled 
by the unit. Wall Colmonoy Corp., 19345 
John R, Detroit 3, Mich. 


” * * 
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Master Unit Switches, 


Disconnects 8 Circuits 


The 8 P.D.T. Switch, which operates or 
disconnects eight primary circuits, may be 
applied to stop carriers, release machine 
loads, start or stop machines, shut off 
boiler feeds and dump fuel. 

Contacts handle five amperes, 28 V.D.C 
inductive; 10 amperes, 115 V.D.C. non- 
inductive, 60 to 400 cycles. Guardian 
Electric Mfg. Co., 1621 W. Walnut St., 
Chicago 12, Ill. 


* * * 


Hand Cream Reduces 
Skin Hazards 


KERODEX, a hand cream that is said 
to give protection from skin hazards, is 
being marketed by Ayerst Laboratories, 
Inc., 22 E. Fortieth St., New York 16, N. Y. 

According to the maker, the cream pro- 
tects the skin against initial contact and 
also prevents recurrence of dermatitis by 
providing a protective coating which is 
invisible yet strong and as elastic as the 
skin itself. 





Settling, Filtering Unit 
Permits Continuous 
Removal of Chips 


Designed for the filtration of small 
solids, this settling and filtering unit per- 
mits continuous removal of chips, heavy 
and relatively fine solids to .004-inch 
screening. 

The size of the unit is determined by 
the settling rate, which is governed by 
the gravity of the solids and the viscosity 
of the liquids. Industrial Filtration Co., 
lebanon, Ind. 









Centrifugal Pump Design 
Makes External 


Piping Unnecessary 


IMPROVED DESIGN of two models of 
Pioneer seal-type centrifugal pumps fea- 
tures an optional third outlet through the 
intake port, thus making external piping 
unnecessary. The pumps handle all types 
of liquids not too viscous or corrosive for 
corrosion-resistant alloys. 

The models, FB-VBA and F-VBA, are de- 
signed for flange mounting on the outer 
surface of a tank or reservoir, eliminating 
auxiliary inlet piping. Pioneer Pump Divi- 
sion of Detroit Harvester Co., 14300 Tire- 
man Ave., Detroit 28, Mich. 
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Air-Operated Presses 


For All-Purpose Use 


The Vi-Speed Power House Air Press 
(bench type) assembles, bends straightens, 
punches, stamps, trims, rivets, broaches, 
crimps and swages. 

Its power unit has a 50-to-1 ratio and 
features an adjustable air stroke limit 
control. Pressure adjustment ranges from 
feather touch to 24% tons. Van Products 
Co., 3736 W. Twelfth St... Erie, Pa. 





Rubberized Fiber Product 
Gives Car Seats 
Resilience, Durability 


Co-Ro-Tex is a rubberized cushioning 
material developed from coir, a product 
of the copra industry. It is said to be 
odorless, and dust and lintproof. 

Coating of each individual fiber with 
latex eliminates noise formerly created in 
coir fibers when they rub against each 
other. The fabric is produced in three 
densities—firm, medium and soft. Colum 
bian Rope Co., Avburn, N. ¥. 


Phenolic Plastic Finish 


Offers Greater Hardness 


Logo Force P-85 is a phenolic plasti 
finishing material offered by Logo, Inc 
13799 S. Ave. “O", Chicago 33, Ill. 

According to the manufacturer, the ma 
terial, which is made of polyester resin: 
features improved hardness and adhesior. 
It is available in both pigmented anc 
pigmented metallic form. 
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Zip Plus Economy 
Possible by 1960 


(Continued from Page 15) 


sion design. Up to the present time, 
automatic transmissions generally 
have been developed with the ob- 
ject of eliminating the clutch pedal, 
and thereby making driving easier. 

It is expected that the next phase 
of development will see further 
steps toward the co-called “ideal” 
transmission. Characteristics of 
such a unit are that it will auto- 
matically provide the proper ratio 
for every driving requirement. At 


key to increased engine efficiency. 
At 10 to 1 compression ratio, brake 
thermal efficiency may reach 30 
percent, which compares with pres- 
ent thermal efficiencies of about 
27% percent, 

Caris says that, theoretically, an- 
other 25 percent increase in fuel 
economy thus may be gained from 
the engine’s greater ability to con- 
vert the gasoline’s latent heat en- 


the same time, it will take full ad-| ergy into usable power. 


vantage of the inherent economy 
of the engine, while giving required 
performance. 

In other words, the unit will 
“read the driver’s mind” and cause 
the car to react in the desired 
manner while “reading the 
engine’s mind” and setting con- 
trols for operation with minimum 
fuel consumption at a given power 
output. 

Caris’ findings indicate that fuel 
economy gains of 25 percent theo- 

retically are possible with the 
ideal transmission. 


Higher compression ratios made 
possible by improved fuels are the 


Vacuum Process 
For Die Castings 
Cuts Reject Rate 


CLEVELAND. — Rear-view mir- 
rors, spotlights and other zinc die- 
cast parts may be produced with a 
reduced percentage of scrap by a 
new vacuum casting system. Ac- 
cording to Nelmor Mfg. Corp.’s de- 
velopment director, Alfred Feder- 
man, the method reduces internal 
porosity commonly associated with 
die castings. 

This improvement, combined with 
an increase of skin hardness and 
thickness and higher tensile 

* * + 








Comparative Test— 


Both sets of arms and nuts were heated 
from room temperature to 750 degrees for 
45 minutes. The difference between these 
zinc-base castings is that those shown 
above were produced by a vacuum 
method, while the parts shown below are 
standard die castings. Note that a con- 
siderable amount of gas was brought to 
the surface of the standard castings by 
heating. 


SSF ee 





x * * 


strength, is expected to enlarge the 
field of application for die castings. 

It is claimed that the process 
should be considered for any die- 
cast part now operating at a 10 
percent reject rate. 

Proposed applications include 
quality chrome-plated die castings 
and castings that must be heated 
in processing or in use, Other po- 
tential uses are for castings where 
finish-machining exposes porosity, 
and gas and oil pressure-proof cast- 
ings. 

The casting method seals a stand- 
ard die-casting die for high evacua- 
tion of the died cavities before in- 
jecting molten metal. A standard 
die-casting machine is operated by 
special semi-automatic electric con- 
trols. 





The industry is on the threshold 
of a new era in automatic trans- 
mission efficiency and performance. 
It is nearing the end of the initial 
development phase. And, in this 
period, there’s little doubt that 
most of the designs enabled the 
driver to gain convenience at a 
sacrifice of both economy and per- 


Eaton 2-Speed 


The Stakes Are High 
In Economy Battle 


HOWEVER, in 1955 and beyond, 
it is evident that the automatic 
transmission will become less of a 
handicap in these respects — and 
will, in fact, be a steadily increas- 








BRAKE THERMAL EFFICIENCY PER CENT 


6 7 6 


9 
COMPRESSION RATIO 


Increased Efficiency— 


Ninety-eight-octane gasoline will permit 
use of 10-to-1 compression ratio for auto 


engines. Thermal efficiency at this point 


is 30 percent. 





Axle Trucks 





10 " 12 3 


formance (for a given engine out-|ing asset. During the past seven 
put). 


or eight years, this writer has ob- 
served continued growth of the 
idea that, ultimately, engines and 
transmissions must be more closely 
mated. 

Belief in this principle has been 
encountered more and more fre- 
quently in the last several years. 
And it is most encouraging to note 
that the advantages inherent in 
these theoretical concepts have be- 
come well known to the design 
engineers, who determine the 
specifications of tomorrow’s engines 
and transmissions. 


Availability of fuels in the 95 to 
98-octane range opens fertile 
fields of development, with op- 
portunities now well recognized 
by the automotive engineer. But 
it should be realized that there’s 
a challenge implicit in any proper 
analysis of the economics of the 
high - compression engine and 
high-octane-number gasoline re- 
lationship. 

Masterful coordination of design 
effort will be required, along with 
outstanding individual contribu- 

tions by engine and transmission 
specialists. Y 

The stakes are high .. . for it’s 
likely that a distinct sales advan- 


make more 
ORL mT 
at lower cost 


Quicker trips with no sacrifice of payload. Lower operating and 
maintenance cost, because engines operate in their best speed 
range. Less wear and strain on engine and vehicle. More 
miles in the life of the truck. Higher trade-in value. Eaton 
2-Speed Axles lower hauling costs. Performance records prove it. 


EATON 





CLEVELAND, 


AXLE DIVISION 


MANUFACTURING 
OHIO 
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COMPRESSION RATIO 
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Slope Is Up— 


This curve summarizes the predicted 
effect of higher compression ratios on 
fuel economy. In these calculations, the 
effects of higher compression ratio were 
used entirely to reduce gasoline consump- 
tion. No change was made in car weight 
or acceleration performance. Chart is from 
SAE paper, “What Can We Get From 
Higher Octane Number Fuels?" by W. W. 
Holaday, director of Socony-Vacuum Lab- 
oratories. 


tage may be gained by the automo- 
bile that offers unsurpassed per- 
formance, plus most miles per 
gasoline dollar. 


Ned Jorcan—famous for the Jordan car, 
and the classic copy that advertised it— 
gives you an inspiring look at the world 
each week in Automotive News. 














COMPANY 


PRODUCTS: Sodium Cooled, Poppet, and Free Valves eTappets »Hydraulic Valve Lifters , Valve Seat Inserts ,Jet 


Engine Parts *Rotor Pumps « Motor Truck Axles «Permanent Mold Gray Iron Castings Heater Defroster Units Snap Rings 
Springtites «Spring Washers eCold Drawn Steel sStampings sLeaf and Coil Springs .Dynamatic Drives, Brakes, Dynamometers 
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‘D’ Maki 


Inroads on ‘C’ in Foundries .. . 





Shell Molding Methods Evaluated 


(Continued from Page 15) 


shafts are made by the “D” pro- 
cess—although it is well known 
that the firm has used the “C” shell 
technique for some time. 

The Process and Development 
people at Cadillac have worked 
with the “D” process, and feel that 
it competes favorably with the “C” 
process in certain applications. 


According to Clifford Hock- 
man, Cadillac foundry superin- 
tendent, they are well satisfied 
with the results of experimental 
work thus far. One of the parts 
being studicd is the engine intake 
manifold. 

Smoothness of interior passages 
and close dimensional control are 
the principle reasons for producing 
manifolds by this process. The pro- 
duction of manifolds in exact con- 
formance with design specifications 
is of vital importance in realizing 
maximum engine performance. 

At least one other automobile 
company is experimenting with 
manifold production by the “D” 


process. The results thus far look 
promising, with a possibility of 
gaining release for production soon. 
This company’s officials object to 
the “C” shell molding process be- 
cause they say that casting cost is 
too high. The “D” process looks 
attractive, because it may enable 
them to produce precision castings 
at a cost that compares favorably 
with that for castings made by the 
conventional green sand molding 
methods. 

Considerable work on the “D” 
process at Minneapolis-Moline Co. 
has been done under the direction 
of foundry superintendent, L. M. 
Williamson. A 50 percent labor sav- 
ing was gained by casting core 
boxes to size to eliminate machin- 
ing. 

Williamson has done some ex- 
perimental work on shells. But he 
feels that stacks are more econom- 
ical when they can be used. All of 
his “D” process production jobs use 
stack molding. Yield has increased 


50 percent, with substantial savings 


in direct labor. Some dies also have 
been cast, with the result that all 
or part of the machining has been 
simplified or eliminated. 
” + * 

Dissenting View 
a opinon is far from 

unanimous among foundrymen 
who have investigated the “D” proc- 
ess. For example, one company 
with a record of extensive experi- 
mentation and production runs of 
several hundred thousand parts by 
the “D” process, would prefer to 
have nothing further to do with it. 

In other words, this firm’s of- 
ficials are not soliciting any new 
contracts for this type of produc- 
tion. The conclusion is that this 
work has over-complicated their 
operations, as well as being a 
constant source of production 
troubles and heavy expense. 

An official of this company shares 
the widely held opinion that the 
“D” process typically will give 
somewhat less precision than the 
“C” process—and that the dimen- 


... like many other leading engine manufacturers, 


selects and distributes PERFECT CIRCLE 
2 in 1 chrome piston ring sets for authorized replacement service 


>k chrome plated 
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Manifold Experiment— 

Indications are that finish and accuracy 
of this automotive manifold may be im- 
proved through production by the ‘D” 
process. 


sional control achieved with both 
methods is a bit overrated. 


Growth Predicted 


HE same individual also voiced 

another opinion, frequently en- 
countered among  foundrymen, 
when he said that, for the same 
amount of effort and expense, green 
sand operating techniques and sand 
control can be refined to achieve 
precision results comparable to 
those of either the “C” or “D” shell 
molding process. Current problems 





= 


a 
Perfect Circle sistos sing 


THE STANDARD OF COMPARISON 








in the “D” process include mixing 
cycle time, a tendency to low green 
strength, troubles with hot 
strength, and sand sticking in the 
core box. Difficulties such as these 
are by no means insurmountable, 
but they have discouraged some 
foundrymen from immediate use of 
the “D” process. 

Other foundries have mas- 
tered these problems and antici- 
pate ever-increasing future bene- 
fits from the availability of a 
precision molding technique 
which is adaptable to the bulk 
of existing green sand foundry 
equipment. 

Despite its brief history, the “D” 
process has made a sufficient im- 
pression to cause many foundry- 
men to predict that its uses will 
continue to grow, with potential 
applications approximately the 
same as those for which the “C” 
shell molding technique could be 
considered. 


Here are typical parts now un- 
dergoing experiment: exhaust 
manifolds, rocker arms, gears, 
sprockets, levers, brackets, hous- 
ings, water pumps, brake shoes, 
camshafts and crankshafts. 

+o * ~ 


Taking Fresh Look 


eo the process may 
be used even for accurate 
casting of cylinder blocks to fin- 
ished size, to minimize machining. 
Cylinder heads would seem to be 
a good bet also, because of the 
need for smooth, intricate water 
passages. 

As evidence of his confidence in 
the future of the “D” process, one 
foundry superintendent predicted 
that castings may develop to the 
point where combustion chamber 
surface finish and dimensionai 
tolerances could be produced en- 
tirely without machining. 


Profound changes are under 
way in the foundry industry. 
Many new ideas and methods 
have been introduced recently to 
alter time-honored ways of doing 
things, and there is much con- 
troversy about who is on the 
right track. 


This may be a healthy state of 
affairs in stimulating progress. Al- 
though opinions are sharply di- 
vided on the relative merits of 
the various new processes, there’s 
no denying that the introduction 
of practical precision molding 
techniques for medium-sized cast- 
ings has been beneficial in many 
ways. 

Competition has promoted prog- 
ress. Green sand molders are tak- 
ing a fresh look at the potential 
inherent in their traditional meth- 
ods, and often find that they can 
sharpen up their techniques to 
| give the new shell molding meth- 


'ods a good run for their money. 
* - e 
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Stacked Gears— 


These stack-moided parts are held to 
a 0.006 inch tolerance in “D” process 
production at Minneapolis-Moline Co. 


—_,——_—-_—— 


Industrial-Truck Leasing 
Held Popular Newcomer 


CHICAGO.—Wide acceptance of 
a new plan for leasing industrial 
trucks is reported by John A. Bal- 
dinger, general manager of Auto- 
matic Transportation Co., 149 W 
Eighty-seventh St. 

Sales of industrial trucks to 
M.H.E. Corp., Automatic’s leasing 
subsidiary, accounted for a _ sub- 
stantial part of total sales in the 
first six months of the leasing pro- 
gram, Baldinger said. 

He said that the leasing plan 
“makes possible mechanized ma- 
terial handling for less cost than a 
daily light bill.” 
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Turnings 


(Continued from Page 15) 


which must be altered to suit | how doors are given a “permanent 


the material and depth of cut. 
* * + 


Automotive Turbine Output 


In Far-Distant Future 


We will not see extensive use of 
gas turbine engines in automobiles 
during the next ten years, accord- 
ing to Sir Walter Puckey, president 
of the British Institution of Pro- 
duction Engineers, and outstanding 
authority on aircraft jet engine 
production. 

Despite the promising experi- 
mental automotive gas turbine in- 
stallations running in both England 
and the United States, Sir Walter 
believes that the magnitude of 
present problems in turbine manu- 
facturing cost and fuel economy, 
combined with the tremendous 
scope of the production change- 
over involved, place widespread use 
of the automotive turbine at least 
10 years in the future. 

* * + 


Theoretically Fine, 
But Is It Used? 


On the question of automation 
tool control and programming: D. 
E. Hawkinson, vice-president, 
Greenlee Bros. & Co., says that, 
although the systems are theoret- 
ically fine and fully capable of 
doing a useful job, the potential 
benefits seldom are attained, be- 
cause production people just don’t 
use the control boards. 

In other words, although the 
equipment is well designed, 
proper utilization is lagging. 

A continuous program of educa- 
tion is needed for personnel who 
are expected to use the program- 
ming boards. 

* * * 


Corvette Test Run 
Steams Chev Official 


Even its staunchest admirers 
probably would not claim that the 
Corvette is the driest place to be 
found in a heavy rainstorm, It’s 
said to be for those rugged sports 
car enthusiasts who love the wind 
and rain in their hair. But noth- 
ing is said about the feet! 

It seems that rain was coming 
down in sheets on the day select- 
ed by a certain Chevrolet execu- 
tive engineer to make a personal 
road-test of the Corvette. Al- 
though the development program 
was nearing completion, he found 


that a defective seal on a for- | 


ward joint produced a funnel 
effect, which channeled large 


quantities of water to the interior | 


of the cockpit (as they love to 
call the driver’s compartment). 
He didn’t mind too much when 
water reached a depth of three 
inches on the floor. But the wind- 
shield steamed up. So he reached 
into the side-door storage compart- 
ment for a rag. The explosion came 
when he found about six inches of 
moisture in this pocket—which also 


contained his very expensive} 


camera! 
P.S.—I assume the trouble’s been 
long since fixed. 
* 


Cusibtiaiton ites 


For Cutting Tools 

Here’s a tip for small shops, or 
others who may want the benefits 
of carbide cutting tools, but do 
not find it desirable to convert 
entirely to such tooling. 

A. R. Sparrow, Brown & Sharpe 
Mfg. Co., says that operations can 
be arranged to combine the use of 
carbide tools with high speed steel 
tools. 

The trick is to locate the cutters 
so that carbide tools are used for 
large outer diameters, where sur- 
face speeds are high. Then, carbide 
cutters are withdrawn and stand- 
ard cutting tools automatically ap- 
plied at a stage where the surface 
speeds are lower. 

This technique also avoids any 
tendency to cause chipping on 
the smaller radii. 

Sparrow indicated that the car- 
bide tools should not be used for 
cutting to dead center. The idea 
is to go as far as you can with 
carbide tools, then apply high-speed 
steel tools for the final cut. 

*” a» * 


Fewer Fitting Problems 
In Plastic Auto Bodies 


In answer to a question about 





set” to remove misalignment at in- 
stallation on the Corvette, Jim 
Premo, Chevrolet assistant chief 
engineer, said that such fitting 
problems are practically non-exist- 
ent. 

Precise dimensional control and 
consistent uniformity of doors and 
bodies as they come from the molds 
is such that the parts usually fit 
body openings— with no need to 
twist or hammer them for align- 
ment. 

Extensive growth of such pre- 
cision practices would cause a 
famous figure to pass from the 
automotive scene. We've all 
grown accustomed to the mythi- 
cal (sometimes not so mythical) 
man with the large hammer and 
crow-bar, who moves along the 
assembly line gently tapping and 
prying doors into place. 


Plastic Body 
Design Problems 


Electrical insulating qualities of 






the plastic material used in Cor- 
vette bodies provided Chevrolet 
engineers with several interesting 
design problems. 

In installing various lights such 
as those for body interior, instru- 
ment panel, taillight and license, it 
was found that the conventional 
one-wire system could not be used. 
The body material would not func- 
tion as an electrical “ground.” The 
solution was to use a two-wire 
system resembling that used in con- 
ventional house wiring. 

The engine ignition system acts 
as a radio transmitter to broad- 
cast static, which is received by 
nearby antennas. In conventional 
cars, a beneficial shielding effect 
is gained from such metal parts 
as hood, fenders, body, etc. But, 
for the Corvette plastic body, it 
was found necessary to install a 

large shield over the spark plugs, 
distributor, coil, etc. 

A desirable feature also was 
found in the plastic’s insulating 
characteristic. 

This was in the feasibility of at- 
taching the wire mesh screen radio 





4 | 
Da 






| vol | no 


a 
> 
— 





“Fenstrup, I want you to de- 
velop a paint that won’t come off, 
and Denwith ... you work out 
something to remove it.” 





antenna directly to the inside of 
the rear deck lid 
+ * + 


Cost Comparison: 


Plastic vs. Steel 


How would you compare costs of 
plastic and stec! bodies, exclusive 
of die and tooling costs? One way 
to do it is to base the comparison 
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on relative costs per square foot 
of body area. 

The plastic material costs about 
35 cents per square foot for basic 
materials, which comes to about 75 
cents per square foot after fabrica- 
tion (bonding, etc.). In steel, the 
same body would cost about 15 
cents a square foot for basic ma- 
terials, which comes to about 22 
cents per square foot when welding 
costs are added. Note that some 
plastic molded parts actually are 
equivalent in shape to welded as- 
semblies of metal parts. 


So you see that the comparison 
is 75 cents plastic with 22 cents 
steel . . . and you would use 
plastic only because of the ex- 
tremely low tooling costs. 


The balance point, at which the 
body could be made for about the 
same cost in either plastic or metal, 
is about 15,000 units production. 
This would be 15,000 plastic bodies 
from a single set of matched metal 
dies—or the same quantity of steel 
bodies made from low-cost kirksite 
dies, or plastic tooling for this low 
production volume. 


The comparison also may be 
made on a cost per pound basis, 
with about the same result. 





Will you spend 3¢ 
to make DOLLARS of extra profit 


on every new car sale? 


Invest a 3¢ stamp today for facts about 3M’s ‘“‘UNDERSEAL” 
Program guaranteed to increase your undercoating sales! 


INCOME STAYS UP when your serv- 


ing 





ice department pushes 3M “UN- 
DERSEAL” Rubberized Coatin ee 
You also please customers by ad 


life, riding comfort and value 


to new cars you sell. Coupon brings 
facts on the only complete pro- 
gram guaranteed to increase your 
undercoating sales. 


SELL “UNDERSEAL” TO 9 OUT OF 10 





new car buyers! We show your 
men how with a sound slide pres- 
entation. Explain why “UNDER- 
SEAL” is a long-profit maker for 
dealers, a commission-booster for 
salesmen, a must accessory for 
every new car owner. Mail coupon 


below for facts. 


MAIL THIS COUPON NOW! 3¢ GETS YOU DOLLARS OF PROFIT! 


Dept. AN-54A, St. Paul 6, 


NAME — 


ADDRESS___- 


Surfa: 
fan teat 


Made in U.S.A. b piiomanete | oa and Recording 
Pressure- a Bie bh” Sound 


MINNESOTA MINING AND Mre. Co. 
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Yes! I want all the facts about 3M’s ‘“‘Underseal’’ Program 


COMPANY. 
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RUBBERIZED 
COATING 


Company. © SS Paul 6, Minn. — also makers 
cng Tape, ” Reflective Sheeting, “Safety 
xport: ra E 42nd St., New York 17, NY 


enacting IN rine 





“Walk Non- ae 
Canada: 


FREE SELLING HELP! The 3M Com- 
pany supplies potent direct mail 
pieces — imprinted with your com- 
pany name. You also get booklets, 
posters, demonstration easels to 
help you sell 3M “UNDERSEAL” 
show-room and _ service 
department. Mail coupon today. 
Start making extra profit now. 


HOW TO DO IT ADVICE! Our 3M Serv- 
ice Program shows your under- 
coating applicators how to care for 
equipment, explains better spray- 
ing methods and the best car 
techniques — all helping 
e more profit. Have a 3M 
man show 
men. Send coupon off right now! 


program to your 


Minn. 


“‘Seotch”’ Brand 
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“I’m Rex Marshall for Auto-Lite, and I can tell you 
the 5 million registrations in the Auto-Lite Family 
Charity Drawing was a tribute to the enterprise of 
the American people. As a matter of fact, a com- 
parison of the records shows that the overwhelming 





On another “Suspense!” TV Program, General George 
C. Kenney of the Arthritis and Rheumatism Founda- 
tion appeared to tell of his group’s work. He expressed 
his appreciation of the Charity Drawing. 






Charity Leaders Expr 





Auto-Lite 


* 


Attracts 


DEALERS. 











public response was one of the greatest in history. Scores came to register at the showrooms of Cc 
“This great force for good was the result of the their friendly neighborhood Auto-Lite fi 
combined efforts of members of the world famous Family car dealers. The universal appeal of d 
Auto-Lite Family and gave everyone 18 years of age charity brought in a high percentage of car v 
and over an opportunity to help his community.” owners and prospective buyers. st 
_ 
ess Appreciation 
” 2 
4» 
y } 
Mr. E. Roland Harriman, Chairman of the The United Defense Fund Chairman, Mr. 
American National Red Cross, appeared on H. Bruce Palmer spoke of the accomplish- 
‘“Suspense!”’ TV to express great interest in ments of his group in national defense, and 
the Auto-Lite Charity Drawing. expressed interest in the Charity Drawing. 


Auto-Lite serves the great 





‘Family Charity Drawing — 
5 Million to Showrooms 


9. APPLAUD TRAFFIC INCREASE 





Once in the showrooms, visitors naturally registered Some dealers carried on special activities on their own to stimulate the public to participate. 
first, then spent much time looking over each dealer’s Reports of painted windows, radio spots, newspaper advertisements and direct mailings were 
display of new cars. In many locations, dealers pro- received from all parts of the United States. Local and national charity organizations requested 
vided opportunity for their visitors to take demon- the cooperation of their members so these organizations could take advantage of the opportunity 
stration rides and sales activity was reported as brisk. to share in $100,000. 


AMERICAN AUTOMOBILE ASSOCIATION IS SUPERVISING 
REGIONAL AND NATIONAL DRAWING 


Clubs affiliated with the American Automobile Association are 
supervising regional drawings held in nearly every state. From 
these drawings, names will be forwarded to the National Drawing 
’ ; jy | ; . Committee who in turn select the names that will be announced 
p on the Auto-Lite ‘“Suspense!”’ program on TV June 1. 
Individuals whose names are selected by the National Drawing 
s ; Oe Committee win the opportunity to determine recognized charities 
to share in a huge total of $100,000.00. 
‘ , a7 The first individual selected will have an opportunity to name 
7» Z one or more charities to receive $50,000.00, the second $20,000.00, 
third $5,000.00, fourth $3,000.00, fifth $2,000.00, the next 20 
$1,000.00 each. 

The Auto-Lite Family Charity Drawing was first announced to 
the public on January 19. Everyone eighteen and older could 
register at Auto-Light car dealer showrooms. 

Dealers pong in this gigantic promotion were those 
representing: De Soto, Hudson, Plymouth, Studebaker, Dodge, 

illys, Nash, Packard, Kaiser, Chrysler. 





itest names in the industry 








Parts 


_ Dry Clime Lamp 
| Plan to Lease Paint Ovens 





WHEEL BALANCER — The Alemite bal- 
ancer is designed for use on cars, trucks 
and buses without removing wheels. Every- 
thing that rotates is balanced as a unit. 
The device includes chassis, electronic 
dual-range meter and strobe light, plus 
a vibration pickup unit. The amount of 
unbalance is relayed by the pickup and 
recorded on the meter which will record 
vibrations up to 2/1000 of an inch. Stew- 
art-Warner Corp., 1826 Diversey Parkway, 
Chicaao 14, Ill. 





TERMINAL WRENCH—This tool is for 
use on Chevrolet and, GMC distributors. 
Named DRT-90, the tool is chromium 
plated. Standard Motor Products, Inc., 37- 
18 Northern Bivd., long Island City 1, 
N. Y. 





PICK HAMMER—Sixteen clustered picks 
enable the body mechanic to hit the low 


spot without stretching the metal sur- 
rounding it. Pruden Tool Co., 310 W. 
Sixty-eighth St., New York 23, N. Y. 

ns SS 


LUXURY 
N LUGGAGE 






s\ | 









LUGGAGE—The new Contempo catalog, 


“Luxury in Luggage,” shows a wide 
variety of women's luggage. Many models 
have men’s cases to match. Every case 
features the Absorb-a-Shok edge. Con- 
tempo Luggage Co., 170 Fifth Ave., New 
York 10, N. Y. P 


Offers 


A plan to lease DriQuik infrared 


‘paint-baking ovens to auto dealers 


and paint and body shops at 50 
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cents a day has been announced by 
Dry Clime Lamp Corp., Greensburg, 
Ind. 

According to the firm, the lease 
cost is deductible for tax purposes. 
The lease charge covers delivery of 
the equipment from the factory to 
the shop and any maintenance that 
might occur. 





RECORDER ADAPTER—The ATR Inverter 
is a device which makes it possible to use 
a tape or wire recorder in the car. It is 
equipped with plug-in vibrator and four- 
point voltage regulators which make 
possible the correct output voltage for 
minimum to maximum loads. The inverter 
is available with mounting brackets for 
under-dash or truck mounting. American 
Television & Radio Co., 300 E. Fourth St., 
St. Paul, Minn. 


+ * 


Impactools for Pontiac 

Repair of Pontiac cars through 
use of air or electric Impactools is 
described in a new bulletin issued 
by Ingersoll-Rand Co., 11 Broad- 
way, New York, N.Y. The booklet 
describes savings found in com- 
parative tests with and without 
Impactools.. 





HOIST EXTENSION — This telescopic 
“bazooka” mounts on top of crane en- 
abling operator to lift bulky objects at 
various distances from rear of truck under 
power. Heavier models are available with 
extensions up to 10 feet, permitting ob- 
jects to be lifted as high as 12 feet. 
Weld Built Body Co., Inc., 59-03 Preston 
Court, Brooklyn 34, N. Y. 





CLEANING MACHINE—This Upholstery 
Deterger shampoos car upholstery and 
then vacuums the suds off along with dirt, 
soil and stains, it is said. The cleaned 
upholstery is ready for use in a couple 
of hours. The synthetic detergent leaves 
no sticky alkali to cause re-soiling and 
cannot damage fabric, according to Von 
Schrader Mfg. Co., Sixteenth St. and Junc- 
tion Ave., Racine, Wis. 


' 





MUFFLER SLOT—The V-shaped slot is 
said to make installations faster and easier 
and give a more rigid connection. The 
V-principle also is said to be effective with 
tail or exhaust pipes which require 


notches. Arnold Haviland Co., Defiance, O. 
a a 














PROPANE TORCH—This portable unit 
can be used for leading fenders; loosen- 
ing mufflers, tailpipes, king pins and 
springs; freeing frozen fittings, bolts and 
nuts, and installing exhaust pipes. The 
torch requires no pumping or priming. A 
self-sealing device in the top of the re- 
placeable cylinder prevents gas leakage 
and permits the use of interchangeable 
burner tips. Otto Bernz Col, Inc., 280 


Lyell Ave., Rochester, N. Y. 


* + * 





CORROSION INHIBITOR—Sola-Cell is a 
catalyst which is said to reduce rust and 
corrosion in auto and truck engines. When 
immersed in the water of the radiator, its 
catalytic properties disperse the elements 
in the liquid which cause scale, corrosion 
and rust. It is enclosed in a brass metal 
container. Sola Catalytic Co., 520 Browder 
St., Dallas 1, Tex. 





CAR SCREENS—Designed for insect-free 
comfort, Gig custom screens are made of 
transparent nylon. D. J. Manning, 120 W. 
Fifty-sixth St., Bayonne, N. J. 


* * * 


Oil Filter Refill Offered 


For Use in Trucks, Diesels 

An oil filter refill, which is said 
to have unusually long life and 
dirt-stopping capacity, has been 
added to the Champ filter refill 
line, for use in trucks and diesel 
engines. 

Named Super-Kleen, it filters out 


coarser particles near the entry and 
finer ones near the discharge point, 
according to the manufacturer, 
Champion Laboratories, Meriden, 
Conn. 





TRANSMISSION JACK—This 
ally operated unit comes with a pumping 
swivel handle which rotates into any de- 


hydraulic- 


sired position. One universal cradle is 
adjustable for all automatic transmissions 
except Powerglide. A special adapter is 
furnished for the latter. Edmund J. Wudel 
Mfg. Co., 6082 Ferguson Drive, Los 
Angeles 22, Calif. 


HEADLIGHT REPLACEMENT—Offered 
a line of five headlight replacement units 
which, according to the maker, fits 85 per- 
cent of all cars. Each package contains 
one headlight and two sealed-beam bulbs. 
Buffalo Weaving & Belting Co., Alliance, 
oO. 


* . * 


| St. Louis Firm Offers 


New Sealing Tape 


A new sealing tape, extruded in| 


ribbons or beads, with adhesion to 
most materials, is offered by Press- 
tite Engineering Co., 3798 Chouteau 
Ave., St. Louis 10, Mo. 


The tacky, fibrous mastic, known 
as No. 579.6, is said to protect 
metals from corrosion, water and 
dust, not to swell rubber parts, to 
be non-staining and non-bleeding 
and remain permanently soft. 


* * * 





CEMENT APPLICATOR—The Vulca-Spray 
vulcanizing cement applicator cements a 
tire for recapping. It is claimed that 
cement can be sprayed on to a buffed 
tire in five to seven seconds. Camelback 
reportedly can be applied immediately 
afterwards, thus eliminating 30 to 90- 
minute drying time. A spinner rotates the 
tire at the exact speed needed for cement 
saturation. Reading Tire Machinery Co., 
1100 S. Hawthorne Bivd., Hawthorne, Calif. 





SPRING TENSION GAUGE—Model STG 
10, for use in installing point sets, comes 
in a plastic tube which contains instruc- 
tions on how to correct the tension on 
points if it does not agree with specifica- 
tions. A metal mirror on the gauge per- 
mits the mechanic to examine points for 
misalignment and wear. Standard Motor 
Products, Inc., 37-18 Northern Blvd., Long 
Island City 1, N. Y. 





DEGREASING GUN—Dee-Tee, a vapor 
degreasing gun, and Dee-Tee solvent are 
said to remove automatically old oil and 
sludge from differential, transmission and 
overdrive units. The gun vaporizes the 
solvent which, in turn, loosens the de- 
posits, leaving gears dry and ready for 
new lubrication, according to Currier Co., 
710 Seventy-third Ave., Oakland, Calif. 





POWER BRAKES—This new unit for cars 
is compact, easily installed and never 
needs lubrication, according to Midland 
Steel Products Co., 6660 Mt. Elliott Ave., 
Detroit, Mich. 





OIL WARNING—Filtr-Gard warns the 
motorist when oil is not being filtered 
properly. When oil filter becomes dirty so 
that oil begins to by-pass it, the device 
flashes a bulb. Filtr Gard Co., 1515 McGee 
St., Kansas City 8, Mo. 











Given Design Consideration .. . 


Price Dip, Supply Hike \ 
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Zinc Die Casting Use 


(Continued from Page 15) 


finishing with finishes like chro- 
mium plate and increased avail- 
ability.” 

Some automobile companies 
avoided widespread specification of 
zine die castings for a period until 
as recently as_the 1954 models, be- 
cause of an unwarranted uncer- 
tainty about material supply, Havey 
explained, but now they are giving 
zinc die castings major design con- 
sideration. 

Aluminum is not being substitut- 
ed for zinc in industrial die cast- 
ing applications, according to 
David Laine, secretary of the 
American Die Casting Institute. 

. * * 
| 


AINE said stories that aluminum 
substitution for zine in die 
* + . 





Buick Defroster Duct— 


When made of a zinc die casting, this | 
automotive part was found to be less ex- | 
pensive than a steel stamping assembled | 
by welding. Integrally cast rivets make it 
unnecessary to use additional fasteners at 
assembly. Supplied to Buick by the 
Doehler-Jarvis Division of National Lead 
Go., as a completely finished part, the duct 
is delivered with zinc die cast mounting 
brackets for attachment to the auto. Thin 
wall sections contribute to minimum part 
‘weight. 

= * : 
castings have been responsible for 
the unsatisfactory 1953 sales vol- 
ume of zinc alloy die castings, are 
unsupported by the sales figures. 

Laine cited figures showing 1953 
shipments of zine die castings were 
512 million pounds, compared with 
aluminum 1953 die casting ship- 
ments of 236% million pounds. In 
1950, die casters made 534 million 
pounds of zinc die castings and 144 
million pounds of aluminum die 
castings. 

Laine broke these figures down 
into various markets, evaluating 
fields of application to determine 
if substitution of aluminum for 


zine did occur. For example, in 
® * * 


“CENTS PER POUND 


46 47 48 49 50 51 52 53 
Zine Price Drop— 


in an 18-month period, zinc prices fell | 
from an average 18 cents per pound to| 
below 11 cents. Smelters’ zinc stocks cur- | 
rently are at an all-time high. 





Wayne Foundry 
Expands Kirksite 


DETROIT.—Doubled capacity for 
the casting of Kirksite dies at the| 
Wayne Foundry & Stamping Co. is| 
announced by Charles Todd, exec- | 
utive partner. 

The alloy can be cast at the rate | 
of 40,000 pounds per day in the ex- 
panded facilities, which include a 
new melting furnace. Kirksite is a 
zinc-base alloy, which’ can be cast | 
from ‘wood or plaster patterns to} 
form dies that are ideally suited for | 
experimental work and short pro- | 
duction runs. 


motor vehicles, which is the larg- 
est field of applications for both 
die casting materials, increasing 
use of automatic transmissions 
with aluminum torque converter 
units accounted for most of the 
rise of the use of aluminum die 
castings. This was not a case of 
substitution, according to Laine, 
who explained that zinc could not 
be used in these applications be- 
cause of its greater weight. 


The unsatisfactory sales volume 
for zinc die castings in 1953 was 
mostly due, Laine said, to supply, 
price, plating and tariff matters 
that caused industrial design en- 
gineers, purchasing agents and 
procurement executives to be reluc- 
tant to specify zinc as a die casting 
material. 
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Southern L-M Region Fetes Sales Leaders— 


A number of Lincoln-Mercury dealers in the southern region qualified for member- 
ship in the region's “Hundred a Month" Club by selling 100 or more new cars during 
April. Show (from left) are Cliff Peck, Dallas; C. F. Turbiville, Houston; Walter Windsor, 
San Antonio, Tex.; W. A. Toms, L-M regional sales manager; J. C. Doyle, sales and 
advertising manager of Ford Motor Co.; T. W. Skinner, Miami, and A. M. Luke, 
Atlanta. 





are broached at the rate of 480 per 
hour with the semi-automatic ma- 
chine, which features two adjust- 


Bearing Cap Broach 
DETROIT. — High speed broach- 
ing of the locating faces on auto- 
motive bearing caps is being done | able stationary insert-type broaches. 
on a special horizontal broaching| A special fixture guides the cap as 
machine built by the Colonial|it is pushed through the 12-inch 
Broach Co., Detroit 13, Mich. Parts! broaching stroke. 


your 
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—dust free interiors. 









GM Sets Tests 
On Secrets of 
Uphill Driving 


DENVER.—Motorists that have 
had a hard time coaxing their car 
up Pikes Peak will be glad to learn 
that General Motors is all set to 
find out why. Two GM automobiles 
have been assigned to the new 
engineering test headquarters in 
Manitou Springs, Colo., which di- 
rects the test. 

Fred Fredericks, assistant to 
Dale R. Johnson, head of the lab- 
oratory, said that most details of 
the tests are secret. However, it 
is known the cars will be driven up 
the 18-mile route from Cascade 
to the peak’s 14,110-foot top — a 
climb of 6,686 feet. 

In the process, drivers will check 
engines, cooling systems, brakes, 
carbyretors and automatic trans- . 
missions on grades and in altitudes 
that can’t be duplicated anywhere 
else. 

The cars will be brought back to 
Manitou Springs to be checked and 
then be sent back to GM’s main 
proving grounds in Milford, Mich., 
for further testing. 
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CLEANLINESS ... YOUR KEY TO VOLUME SALES! 
Take a good look. Utility Bodies have flush mounted doors 
Yes, a laundry or drycleaner can 
deliver a fresh, clean parcel every time in a Utility. 
There is far more in the Utility 54. Headroom allows 
routemen to work easily within the body, for loading and 
delivery. 180° vision prevents accidents caused by the usual 
blind-spots in truck windshields. Saf-T-Trak in the cab and 
on the step-up helps prevent slipping or falling even on the 
wettest days. Now available in optional equipment: smooth, 


1l gauge floor and inlaid linoleum for smooth floor. 


ice. 
your laundries and 









UTILITY TRUCK DISTRIBUTORS, INC. 
Union City, Indiana 
Phone 424 


Yes, you can sell all these features 
. . . plus the most beautiful body 
ever manufactured. It’s a mobile ad- 
vertisement of the product or serv- 
Get in on volume sales! Tell 


drycleaners 


about the exciting new Utility. It’s 
the truck with control tower vision. 


a g™ 


eae 


ane,* 6 ee 
THE TRUCK witn(ontio€ lotion vision 
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JUST ONE OIL 


iv) 
* FAT ore 


for peak power 
and performance 


for sure, thorough 
lubrication 


for real protection 
against wear 


for more miles 
from every quart 








and youre set for summer! 


USE GUARANTEED 
QUAKER STATE MEDIUM HD OIL 


with the 





Vache Film 





IT MEETS EVERY SUMMER DRIVING NEED! 


Quaker State Medium HD is the one oil that 
meets every summer driving need... the oil 
that forms a Miracle Film on moving engine 
parts...a pure, free-flowing, heat-resisting, 
cleansing film that protects as it lubricates. 


-Skillfully refined from 100% Pure Pennsylvania 


Grade Crude Oil—the result of over 50 years of 


leadership in the field of automotive lubrication! 


So good that Quaker State says: Regardless of 
claims or mystery ingredients, no motor oil made can 
surpass Quaker State for performance, lubrication, 


and oil and gas consumption qualities . . . Try it! 


— AND FOR THE MORE SENSITIVE DESIGNS OF 
MODERN HIGH COMPRESSION ENGINES — USE 


1. Overcomes Engine Ping and Knock 
Quaker State 2. Frees Sticking Valve Lifters 
MULTIPLE VISCOSITY 3- Prevents Camshaft and Lifter Wear 


4. Increases Gas Mileage 


Unique among 5W-20 motor oils! Skillfully refined from 
100% Pure Pennsylvania Grade Crude Oil. Fortified 


Motor Oil 


5W-20 HD with finest detergent and anti-wear, anti-corrosive and 
anti-oxident additives. It minimizes combustion cham- 
ps=-zy. 


ber deposits, and has low oil consumption qualities. 
For use where SAE 5W, 10W, 20W or 20 grades are 
recommended by the car manufacturer. 


The oil of the future! Stock it and sell it now! 





QUAKER STATE ... YOUR SIGN OF QUALITY 


QUAKER STATE OIL REFINING CORP., OIL CITY, PENNA. 


MEMBER PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 




















By Marty Whitmyer 
Staff Writer 

Advertising today suffers from a 
“sort of spiritual vagrancy and 
fright,” according to Julian L. 
Watkins, vice-president of Camp- 
bell-Ewald Co. 

Speaking at the fifth annual 
Distribution and Advertising 
Forum of the Chicago Tribune, 
Watkins said: 

“Spiritually, all too much adver- 
tising has lost its soul. Economical- 
ly, it seems scared to death. Tech- 
nically, it is excellent. Visually, it 
looks too much alike, and a lot of 
it reads as if it had been written 
in the bookkeeping department.” 

He said the advertisers who want 
to put more “sell” in their copy are 
“just scared.” He said further that 
they “have little faith in advertis- 
ing that really sells, and very little 
knowledge of it.” 

Declaring that “ideas” instead of 
“sell” is needed in advertising, 
Watkins said the “theme of the ad 
must be presented with originality, 
enthusiasm and belief.” 

The advertising for Overland cars 
that appeared 40 years ago, he said, 
was the first really constructive 
consumer benefit campaign in the 
automotive industry. 

“It was long copy,” Watkins 
said, “but very persuasive because | 
whoever wrote it believed in what | 
he was writing. He had faith and | 
it s through.” 

Watkins cited General Motors in- | 
stitutional copy among examples of 
the kind of advertising that will 
raise the standard of living. Others 
cited were the American Dairy 
Assn., Kraft Foods, Hathaway Shirt 
advertising, Pond’s Cream, Wal- 
lach’s in New York and Gillette 
razor and blade advertising. 

* * * 


Plymouth Ad Splurge 

Plymouth today (May 31) ended 
the heaviest May concentration of 
advertising in its history, with the 
biggest single gun in the general 
magazine field being a six-page ad- 
vertisement in the May 15 issue of 
Saturday Evening Post. The auto) 
trade saw the same ad in the Apr. 
19 issue of Automotive News. 

Headlined “Only Plymouth 
Dares ‘to Compare,” four pages of 
the ad pictured chassis, engine, 
body and other parts of a Plym- 
outh and two other cars in the 
low-price field. 

Signalling a return to the “com- 

? x * 


Plymouth Compares— 

A six-page advertisement by Plymouth 
featured a part-by-part comparison of the 
Plymouth car with its competitors. Three 
weeks after the ad first appeared, dealers 
had ordered over a million reprints. Sat- 
urday Evening Post said the ad was the 
largest auto ad in its history. Jack Mader 
(left), assistant sales manager of Jalovec 
Motors, Inc. (Dodge-Plymouth), Cleveland, | 
and John J. Jalovec, president, discuss 
the ad in preparation for the dealership's 
morning sales meeting. | 
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Affecting Factories and Dealers .. . 


Auto Advertising 


| 





| 


pare” advertising launched by the | 
late Walter P. Chrysler, 





the ad | 
compared the three cars under the 
general headings—frame construc- 


tion, comfort and _ convenience, 
safety features and under the 
hood. 


Newspapers throughout the coun- 
try carried ads based on the same 
comparison theme on six different 
dates in May, and the recently or- 
ganized Plymouth dealer coopera- 
tive ad program used a heavy 
schedule of advertising in news- 
papers and other local media for 
the entire month. 

Four-color pages depicting the 
1954 Plymouth line also were used 
in Life, Time, Newsweek, Town & 
Country, Vogue, House & Garden 
and U. 8. News. A black-and-white 
page was used in Country Gentle- 
man. 


In addition to its Saturday even- 
ing television show, “That’s My 
Boy,” Plymouth also participated 
in radio shows on both NBC and 
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CBS networks for three weeks in 
May. 

The lineup on NBC included 
sponsorship of Fibber McGee & 
Molly three times a week for three 
weeks, John Cameron Swaze twice 
a week for three weeks, plus “Road 
Show” and “Weekend” twice. On 
CBS, Plymouth sponsored 19 broad- 
casts of Robert Trout’s newscasts. 

+ * * 
Fram Goes for Color 


The May 29 issue of the Saturday 
Evening Post carried the first four- 
color advertisement ever employed 
by Fram Corporation, East Provi- 
dence, R. I. It, however, marked the 
corporation’s 100th advertisement 
in the Post. The first was a black- 
and-white page in the issue of 
March 18, 1939. 

* 


* * 


New Ford Film Released 


“American Farmer,” documentary 
film which illustrates the changes 
in American farm life brought 
about by science and mechaniza- 
tion, has been released for distribu- 
tion by Ford Motor Co. 

The picture won first prize at the 
1954 American Film Festival in 
Chicago. 

“American Farmer” is one of 27 
films produced by Ford for distri- 
bution without charge. Any of the 
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Media Men Fete Detroit Advertisers— 


The Detroit chapter of the American Assn. of Newspaper Representatives holds its 
annual party for Detroit space buyers. From left are Frank W. Pennock, Hearst Adver- 
tising Service; Irving H. MacKenzie, J. Walter Thompson Co.; Wallace E. Bates, Chi- 
cago Tribune; Charles A. Miller, vice-president of the chapter and party chairman; 
Tom R. Maynard, Young & Rubicam, and Ed Charney, Branham Co. 





movies may be obtained by writing 
Ford Motor Co.’s film libraries, 
16400 Michigan Ave., Dearborn, 


Mich.; 15 E. Fifty-third St., New 
York, or 1500 S. Twenty-sixth St., 
Richmond, Calif. 








Get The Facts! 


Mail to your nearest Fruehauf Branch or Truck Body Division, 


Fruehauf Trailer Company, Detroit 32, Michigan 


Please send me a Fruehauf 
Truck Body Catalog and 


Dealer Price 


Name 


Company 
Address 


List. 


Protected Prices — Guar- 
anteed Profits — Promotion 
Materials Furnished Free 


Please have a Fruehauf sales- 
man call, with more infor- 
mation about extra profits. 


Over 500 Body Options 
At Low Prices — All Popu- 





lar Sizes And Door Choices 


immediate Delivery — Painting And 
Mounting Included — All Makes Re- 
painted At Special Prices To Dealers 
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Highways & Safety $00 
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API Urges Road Plan 
Of ‘Common Sense’ 


By Gerhardt Neumann 
Staff Writer 


OMMON sense is the foundation 

of the oil industry’s highway 
program, according to Lloyd F. 
Thanhouser, gen- 
eral counsel] of 
Continental Oil 
Co 


MATIONAL SAFETY 
COUNCIL'S 


eed 
2 


Speaking at the 
mid-year meeting 
of the American 
Petroleum _Insti- 
tute’s marketing 
division in Den- 

NEWS ver, Thanhouser 
ee urged gasoline 
marketers to support the API high- 
way policy. 

This policy, he explained, deals 
with four basic questions: 

1. How should we plan to meet 
present and future highway 
needs? 


re) 
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2. How should highways be fi-|! 


nanced? 
3. How can highway funds be 
spent to the best advantage? 
4. How should the highway sys- 
tem be regulated most effectively? 
* oa am 


Fair Allocation of Costs 
ho are the answers as given 
by API: 

Highways should be planned not 
only for today but future needs. 
They should therefore be improved 
in accordance with a priority sched- 
ule, and building should balance 
the taxpayer’s needs with his ability 
to pay. 

As to the costs, API suggests 
that they should be fairly allocated 
among the various classes of high- 
way users. Fuel and use taxes 
should be reserved to the states, 
and Federal excise taxes should be 








New Ford Building Rising in Dearborn— 


This is an architect's model of the 12 story administration building of Ford Motor 


Co., 


for which the first steel work has been started. The structure will be at South- 


field and Michigan Avenues, Dearborn, and is scheduled to be completed by the 


summer of 1956. 


repealed, without affecting Federal 
highway aid. 

Furthermore, API wants high- 
ways built and maintained on a 
pay-as-you-go basis, but acknowl- 
edges that under certain circum- 
stances toll roads and other meth- 
ods of term financing are justified. 


API wants the highway funds 


administered on a_ business-like 
basis and believes that 10 percent 
of the annual highway bill could 
be saved through stepped-up effi- 
ciency—a saving of $550 million. 


API also urges a policy of road 
conservation instead of relocation, 
in order to protect service stations. 


Finally, API says that sound 














N EXTRA PROFIT would look mighty good on your books at the end of 1954 
wouldn't it? Did you know that by selling Fruehauf Truck Bodies to your truck 
chassis customers, your organization can realize a tidy additional income every year? 
Truck dealers, and no one else, receive a special, lower price on Fruehauf Truck 
Bodies — a protected price that means a guaranteed profit on every sale. And because 
the retail price is so low, too, you can expect the full price, and your full profit, on 


every 


sale. Fruehauf does the mounting and painting at no extra cost, and offers a 


choice of 500 body features. It’s a decided advantage to you to be able to give your 


chassis customers this convenient extra service, right from your own salesroom. 


backed by Fruehauf. Why 


All displays, literature, and promotion materials are furnished free. Fruchauf 
Truck Bodies are easy to sell, because they're low in price, high in quality, and fully 
let this extra profit slip by, especially as competition 


increases? Send in now for the Dealer Price List and illustrated Truck Body Catalog. 


Truck Body Division 


FRUEHAUF TRAILER COMPANY 


DETROIT 32, MICHIGAN 


road engineering, supplemented by 
a vigorous program of safety edu- 
cation and law enforcement, is 

needed to reduce accidents. 
Highway transportation, it says, 
should be free of unreasonable re- 
strictions, and commercial service 
facilities along toll roads should be 
permitted to operate on a com- 
petitive basis. 
* 


* * 


Habits as Danger Source 
gestae gee mind drivers were the 

target of some remarks re- 
cently by J. Maxwell Smith, presi- 
dent of the Keystone Automobile 
Club, Philadelphia, 

Smith analyzed fixed attitudes of 
drivers, which lead to highway 
tragedy. 

Among these habits are the “su- 
perior” scoff-law attitude as well as 
discourtesy and disregard for the 
rights of other motorists. 

Smith also included in his list 
hotrodders with souped-up jalo- 
pies, and drivers who disregard 
mechanical defects in their cars. 

Then, of course, there is the 
drunk driver who imposes upon 
innocent victims and invites disas- 
ter to himself. Also, there are too 
many incompetent drivers on the 
roads who never learned the basic 
rules of safe driving and find them- 
selves unable to cope with the 
problems of modern traffic. 

There are also trained drivers, 
who normally would be classed as 
safe but whose physical deteriora- 
tion constitutes a hazard. Smith 
| concludes his list with operators 
| who are convinced that “it could 
| not happen to them,” and thus be- 
come careless in their driving 


| habits. 

| Disregard of speed limits and 
thoughtless violations of traffic 
rules are additional dangers, in 


Smith’s opinion. 


Wis. Crusaders 


Aim at 40% Cut 
'In Accident Toll 


Announcing what he called a 
“vigorous crusade,” Gov. Walter J. 
Kohler of Wisconsin has named a 
seven-member Governor’s Commit- 
tee for Highway Safety to devise 
ways to cut the state’s highway 
accident toll by 40 percent. 

More than 800 persons yearly are 
killed in Wisconsin road accidents. 
The governor said he intends to 
make a rigorous highway safety 
| program his principal objective in 
the next Legislature, if he gets the 
| third term for which he has de- 
| clared his candidacy. 

The committee was told to or- 
ganize an effective safety campaign 
| and to explore all existing Wiscon- 
| sin laws, policies and regulations 
that may be improved for that 
| goal. 
| “Our goal in this program is a 40 
| percent reduction in highway acci- 
dents during the coming year,” 
Kohler said. “This goal can be 
| achieved only with the fullest co- 
operation of all enforcement agen- 
cies and more particularly, of the 
motoring public.” 





|GM Highway Film Shows 


Progress, Calls for Action 


The General Motors Club of De- 
troit held a preview for its mem- 
bers of the new General Motors 
film, “Give Yourself the Green 
| Light,” a sequel to an earlier movie, 
“Let’s Get Out of the Muddle.” 

The film is both a progress report 
jon what is being done to improve 
highways and an attempt to mo- 
| bilize public opinion into a cam- 
| Paign of action. 


Kraus Names Rebinesss 


Warren A. Robinson has been 
| speetabes sales manager of Kraus 
Motor Co. (Porsche - Volkswagen), 
| Pasadena, Calif., according to Karl 
| Kraus, president. Robinson has 
| been active in sports car events 
| and is chief starter for the Sports 


| Car Club of America. 
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New Orleans 
Cars titled in New Orleans to- 
taled 1,789 in April, 173 fewer than 
in March. 


Of the April total, 1,635 were sold 
through authorized dealers and 154 
through nonfranchised dealers. 


For the first four months of this 
year, registrations amounted to 6,- 
852, compared with 5,818 for the like 
period last year. 

Sales by makes through au- 
thorized dealers were: Chevrolet, 
501; Ford, 365; Pontiac, 138; 
Oldsmobile, 121; Buick, 104; 
Plymouth, 92; Mercury, 65; Stu- 
debaker, 56; Nash, 44; Cadillac, 
82; Chrysler, 30; DeSoto, 29; 
Dodge, 28; Packard, 11; Lincoln, 
8; Kaiser, 3; Volkswagen, 2; Aus- 
tin, 2; Hudson, 1; MG, 1; Willys, 
1, and Renault, 1. 

Sales through unauthorized deal- 
ers were: Chevrolet, 99; Plymouth, 
20; Pontiac, 12; Oldsmobile, 7; 
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Sales Conditions in Various Areas... 


Auto Market Reports | 





Buick, 7; Cadillac, 3; Ford, 2; De- 

Soto, 1; Willys, 1, and Lincoln, 1. 
Truck sales totaled 285 for April, 

compared with 296 in March. 


Individual makes sold were: 
Chevrolet, 113; Ford, 96; Interna- 
tional, 25; Dodge, 14; GMC, 14; Stu- 
debaker, 9; Diamond T, 7; White, 
3; Mack, 3, and Reo, 1.—(Gordon 
Hebert.) 


Denver 


April new-car sales in Denver 
totaled 1,304, compared with 1,226 
for March. New-truck sales, how- 
ever, declined to 129 in April from 
the March figure of 200. 


In the first four months, Den- 
ver dealers sold a total of 4,356 new 
cars and 619 new trucks. In the 
same period of 1953, the totals were 
4,563 and 639. 

Dealers feel the 1954 figures are 
satisfactory, since they are oper- 
ating under “normal market” 


conditions. They expect a good 
summer. 

April sales of new cars by make 
were: Ford, 341; Chevrolet, 300; 
Oldsmobile, 140; Buick, 110; Mer- 
cury, 84; Pontiac, 74; Plymouth, 59; 
Dodge, 37; Lincoln, 26; Nash, 25; | 
Chrysler, 23; Cadillac, 22; Packard, | 





18; DeSoto, 11; Hudson, 11; Stude-| 


baker, 9; Willys, 7; Jaguar, 2; Al- 
lard, 1; Hillman, 1; Kaiser, 1; Land 
Rover, 1, and Volkswagen, 1. 
New-truck sales were: Ford, 46; 
Chevrolet, 40; International, 15; 
GMC, 9; Dodge, 7; Reo, 4; Divco, 
2; Diamond T, 1; Studebaker, 1, 
and White, 1—(Ira R. Alexander.) 


* * * 


Chicago 

April new-car sales totaled 20,- 
520 in Chicago, compared with 20,- 
801 in March. 

Chevrolet continued in first place 
with 4,934 sales, compared with 4,- 
354 for Ford. 

Other sales by make were: 





Two Corvettes— 

Ed Pickell, sales manager of Chris-Craft 
Corp., Algonac, Mich. displays his Chev- 
rolet Corvette alongside his firm's newest 
36-foot Corvette cruiser. 


Buick, 2,359; Oldsmobile, 1,825; 
Plymouth, 1,406; Pontiac, 1,138; 
Mercury, 1,011; Cadillac, 605; 
Dodge, 527; Chrysler, 393; Nash, 
379; DeSoto, 283; Studebaker, 278; 
Hudson, 224; Packard, 181; Lin- 
coln, 151; Willys, 45; Kaiser, 38; 
Henry J, 2, and miscellaneous, 
387. 


New-truck sales in April were 








WELL EQUIPPED 


with Factory Designed, 


Tested and Approved Tools by MANZEL 


As another step in a long list of progressive moves 


toward the closest possible cooperation with its dealers, 





Lincoln-Mercury now brings service training right to your shop. 


These new field training units, equipped with MANZEL 


time-saving Service Tools, will give your mechanics 


“on-the-spot” instruction in the most efficient servicing procedures. 


Precision manufacturers since 1898, MANZEL is proud 


to be associated with this new Lincoln-Mercury service program. 
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DIVISION OF FRONTIER INDUSTRIES, Inc. 


BABCOCK STREET, BUFFALO 10, NEW YORK 


1,065, compared with 1,372 in March. 
Sales by make were: Chevrolet, 
390; Ford, 310; International, 141; 
Dodge, 66; GMC, 56; Diamond T, 
33; White, 23; Studebaker, 17; 
Willys, 12; Autocar, 3; Reo, 3; Div- 
co, 2; Mack, 2; Federal, 1, and 
miscellaneous, 6. 

7 * * 


Pittsburgh 

New-car registrations for the 
week ended May 15 were more 
than double the number of the pre- 
vious week, according to the Bu- 
reau of Business Research of the 
University of Pittsburgh. 

After allowing for seasonal 
changes, the index of overall busi- 
ness stool at 148.9 percent of the 
1935-39 average. It was 147.9 a 
month earlier and 192.3 in mid-May 
of last year.—(Leon M. Leffingwell.) 

* ” * 


Columbus, O. 

The first 15 days of May saw 930 
new cars sold in Columbus, com- 
pared with 979 in the first 15 days 
of April. 

Sales by make in the May pe- 
riod were: Ford, 225; Chevrolet, 
222; Buick, 90; Oldsmobile, 87; 
Pontiac, 58; Mercury, 57; Plym- 
outh, 55; Dodge, 29; Studebaker, 
25; Cadillac, 20; DeSoto, 17; Nash, 
18; Chrysler, 12; Lincoln, 6; 
Packard, 6; Triumph, 4; Hudson, 
3; Austin, 1; MG, 1, and Willys, 1. 

New-truck sales were 116, com- 
pared with 112 in the April period. 
By makes, early-May truck sales 
were: Chevrolet, 54; Ford, 25; 
Dodge, 10; International, 10; Auto- 
car, 4; Divco, 4; Federal, 4; White, 
2; T M GMC, 1; Studebaker, 1, and 


miscellaneous, 1.—(Bert Strang.) 
° : * 


Cleveland 


The overall auto market in the 
Cleveland area showed little change 
from the previous week in the 
seven-day period ended May 15. 

New-car sales in the most re- 
cent period totaled 1,530, com- 
pared with 1,561 in the preceding 
period, But used-car sales were 
up slightly, reaching 1,343, com- 
pared with 1,822. 

Commenting on automotive move- 
ments, the Federal Reserve Bank 
of Cleveland said sales are closely 
paralleling year-ago trends.—(San- 
ford Markey.) 

* 


Indianapolis 

April new-car sales in Marion 
County (Indianapolis) ran slightly 
ahead of March, totaling 2,961 as 
compared with 2,900. 

Chevrolet outsold Ford, 746 to 737 
in April, Buick maintained its 
third-place standing by outselling 
Plymouth, 242 to 232. 

Other sales in April include: 
Oldsmobile, 199; Pontiac, 186; 
Studebaker, 147; Mercury, 103; 
Cadillac, 75; DeSoto, 72; Dodge, 
71; Chrysler, 57; Nash, 42; Willys, 
15; Lincoln, 13; Packard, 10; 
Hudson, 3; Kaiser, 1, and miscel- 
laneous, 10. 

Truck sales in April amounted to 
216 units, with Ford taking first 
place with 98 sales. Other sales 
were: Chevrolet, 59; International, 
29; White, 10; Dodge, 9; Stude- 
baker, 5; Willys, 3; GMC, 1, and 
miscellaneous, 2.—(C, L. Kern.) 

- of * 


Providence 

New-car registrations in Provi- 
dence totaled 1,342 in April, com- 
pared with 894 in March. 

Trucks also were up sharply, to- 
taling 120, compared with 76 in 
March. 

Car sales by make were: Chev- 
rolet, 307; Ford, 249; Plymouth, 
154; Buick, 140; Pontiac, 103; 
Oldsmobile, 92; Mercury, 65; 
Dodge, 42; Chrysler, 40; Cadillac, 
32; Nash, 31; Studebaker, 25; 
Hudson, 18; DeSoto, 16; Lincoln, 
9; Packard, 6; Kaiser, 3; Henry 
J, 2; Willys, 1, and miscellaneous, 
7 


Truck sales were: Chevrolet, 39; 
Ford, 38; Dodge, 21; International, 
4; Autocar, 3; Diamond T, 2; Divco, 
1; Mack, 1, and Studebaker, 1. 


Refrigair Maker Sets Up 


2 Texas Sales Centers 

FORT WORTH. — A.R.A. Mfg. 
Co., producer of Refrigair automo- 
tive air conditioners, has estab- 
lished sales and service centers at 
Lubbock and Odessa, Tex. 

Both centers will be under the 
supervision of D. A. Brown, west 
Texas division manager, according 
to G. W. Derby, A.R.A. sales man- 
ager. 





Bandi” *\ow pedal 


POWER brake 


Specified by more car manu- 
facturers than any other make, 
Bendix Low Pedal Power Brake 
makes possible quick, sure 
stops by merely pivoting the 
foot from stop-and-go controls. 
No need to lift the foot and 
exert leg power to bring the 
car to a stop. Result—more 
driving comfort, less fatigue 
and greater safety! 
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POWER steering 


Because Bendix Power Steer- 
ing is of the linkage type, it 
may be adapted to any manu- 
facturer’s model without ex- 
tensive engineering changes in 
present steering designs. Meet 
the increasing demand for 
power steering more efficiently 
and more economically with 
Bendix Power Steering. 


: STEERING AND BRAKING 


customers 


Bondi” HYDROVAC* 


POWER brake 


With over four million in use, 
the Bendix Hydrovac is by 
all odds the world’s most 
widely used power brake for 
commercial vehicles. This 
overwhelming preference for 
Hydrovac is a result of sound 
engineering design, excep- 
tional performance, low orig- 
inal cost and minimum serv- 
ice upkeep. 
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Beet” NR-PAK* 
POWER brake 


With one simple compact unit, 
Bendix Air-Pak combines all 
of the well-proven advantages 
of hydraulic brake actuation 
with an air brake system. An 
important advantage of Air- 
Pak is that brakes can be ap- 
plied by foot power alone 
when braking is required be- 
fore air pressure builds up or 


if it should fail for any reason. 
*REG. U.S. PAT. OFF. 


Bendix 
We Lak) 
Division 
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NASCAR Pace Car— 


Fred Hall (right), Flat Rock (Mich.) Chev- 
rolet dealer, hands over the keys to the 
official pace car for the Flat Rock Speed- 
way to its manager, Harry Maynor. Hall 
donated the Bel Air convertible for the 
NASCAR-sanctioned racing season. 


215-Mile Claim 
For Carburetor 


Called a Myth 


PHILADELPHIA. — Sun Oil Co. 
last week reported that it tracked 
down the most famous of all rumors 
about “magic carburetors” and 
found it to be false. 

Sun’s investigation was of the 
carburetor patented in 1936 by 
Charles Pogue of Canada, which 
allegedly produced 215 miles to a 
gallon of 

When the 1 story was revived last 
fall, with oil companies again pic- 
tured to a nationwide radio audi- 
ence as brigands who put pressure 
on an obscure inventor to suppress 
his patents, the company decided 
to check the story. 


The result was published in the, 


company publication in an article | has been appointed general man-_ 


called “The Truth About a 215-Mile 
Carburetor,” which was submitted 
to Pogue for review before publica- 
tion. He read the article and found 
no inaccuracies in any of the state- 
ments made, the firm said. 

When asked if any oil company 
ever tried to buy him out or sup- 
press his invention in any way, 
Pogue was quoted as saying: 

“That's absolutely ridiculous! No 
oil company nor anyone else tried 
to suppress it.” 

The article quotes Pogue as say- 
ing: 

“Tt tried to suppress the wild 


rumors. I told them all that I had! 
made none of the wild claims for) 


my carburetor and was, in fact, 
still trying to develop it.” 

Later Pogue commenced work on 
a more conventional carburetor and 
dropped the controversial and un- 
proved 215-miler. 

Pogue is quoted as saying that 
his original carburetor is not ap- 
plicable to the present-day auto- 
mobile. 





The following advertised - delivered 
prices includs the retail list price sug- 
gested by the factory, provision for 
Federal taxes, and suggested delivery 
and handling charges. They do not cover 
transportation costs, state and local 
taxes, optional equipment or any other 
charges that may be passed on to the 
retail buyer. 

BUICK — Special—4-dr. sed., $2,265.32; 
2-dr., sed., $2,206.86; Riviera, $2,305.43; 
conv., $2,563.17; stat. wag., $3,163. Cen- 


tury—4-dr., sed., $2,520.17; Riviera, §$2,- 
533.56; conv., an stat. wag., $3,470. 
Super—4-dr., sed. aoe 711.17; Riviera, §2,- 


625.56; conv., $2,963 Roadmaster—4-dr. 
sed., $3,269.36; Riviera, $3,373.05; conv., 
$3,520.56; Skylark conv., $4,483. (Dyna- 
flow standard on Roadmaster, optional at 
$192.50 on all other models.) 


OADILLAC—Series 62—4-dr. sed., $3,- 
934.70; cl. cpe., $3,837.77; Coupe deViile, 
$4,261.01; conv., $4,404.31. Series 60 Spe- 
cial—4-dr. sed., $4,683.32. Series 75—8- 
pass. sed., $5,874.78; lim., $6,090.17. El- 


dorado—conv., $5,738. (Hydra-Matic stand- | - 


ard on all models. ) 

CHEVROLET — One-Fifty — 4-dr. sed., 
$1,900; 2-dr. sed., $1,623; utility sed., $1,- 

; 6-pass. stat. yet $2,020. Two-Ten 
—4-dr. sed., $1,771; 2-ar. sed., $1,717; 
cl. cpe., $1,782; 6-pass. stat. wag., $2,133. 
Bel Air—4-dr. sed., $1,884; 2-dr sed., $1,- 
830; hardtop, $2,061; conv., $2,185; 8-pass. 
stat. wag., $2,283. Corvette—conv., $3,523. 
(Powerglide standard on Corvette, optional 
at $178.35 on all other models.) 

CHRYSLER—Windsor Deluxe—4-dr. sed., 
$2,562 (8-pass., $3,492.25); cl. cpe., §$2,- 

540.50; Newport, $2,830.75; conv., $3,- 
045.75 stat. wag., $3,321. New Yorker— 
4-dr. sed., $3,228.75 (8-pass., $4,368); cl. 
cpe., $3,202; Newport, $3,503; stat. wag., 
$4,024.25. New Yorker Deluxe—4-dr. sed., 
$3,433; cl. cpe., $3,406.25; Newport, $3,- 
707.25; conv., $3,938.25. Custom Imperial— 
4-dr. sed., $4,259.50; lim., $4,797; New- 
port, $4,560.25. Crown Imperial — 8-pass 
sed., $6,921.50; lim., $7,043.75 (PowerFlte 
standard on ail eight-cylinder models, op- 
tional at $189 on Windsor Deluxe.) 


DeSOTO — Powe 
$2,385.75 (8-pass., $3,281); cl. cpe., $2,- 
364; stat. wag., $3,107.75; Fire Dome V-8 
—4-dr. sed, $2,673 (8-pass., $3,558.75); 
cl. cpe., $2,651. 50; Sportsman, 
conv., $3, 144.25; stat. wag., $3,381. (Pow- | 
erFlite optional at $189 on all models.) 


DODGE—Meadowbrook Six—4-dr. sed., 





Keller Joins Jacobs 


As Chief Manager 


DETROLIT.—Joseph: A. Keller ir., | 


ager of F. L. Jacobs Co., according 
wm: h omas J. 
Riggs jr., pres-— 
ident. 

Keller resigned 
as vice - president 
of production 
services with 


sociates to accept 
the Jacobs post. 
si He will be in 
eee charge of the five 
1a & Jacobs divisions, 
J. A. Keller with plants in 
Detroit, Traverse City, Holly, Grand 
Rapids, Mich., and Danville, Ill. 


Keller previously held positions 
with Highway Trailer Co., Bethle- 
hem Steel Corp. and Carnegie- 
Illinois Steel Corp. At the Fry or- 
ganization he acted in consulting 
and administrative capacities for 





| automotive, automotive supply and 


machine - fabricating companies in 
this country and abroad. 


rmaster Six—4-dr. sed., | 


$2,922.50; | 


George Fry & As- | 


2,024.75; 
-8 — 4-ar. 


el. a , 


4-dr. 


on all models. ) 


FORD — Mainline Six — 4-dr. sed., $1,- 
700.50; 2-dr. sed., $1, 651; bus. cpe., $1,548; 
Customline Six. 


eg stat. wag., $2,029 


4 ‘9. | 550. Rambler Super—4-dr. sed., $1,795; 2- 
ddr. sed., $1,703; ‘2-dr. sed., $1,743.50; | Gr. ‘sed., $1,700; hardtop, $1,800; Suburban, 
cl. cpe., $i, 753; 2-dr. stat. wag., $2,121.50; $1,800. Rambler Custom-—4-dr. sed., $1,965: 
oan =< $1,808: coeae $2,054.50; Sky- hardtop, $1,950; conv., $1,980; 2-dr. stat. 
bs -» $1,898; P, 901 004.00; SKY-) wag., $1,950; 4-dr. stat. wa: $2,050. 
liner, $2,164; conv., $2,164; 4-dr. stat. | Goo. eae “4 4 Sise: Sar 
wag., $2,338.50. (For V-8 models, add | Sa "eo sah ie Geeks a 


$76.50. Fordomatic optional on all models 


at $184.) 


$1,566.18. 


ix aan, hee dr. sed., $1,858; 2-dr. 
$1,621; 2-dr. utility, $1,836.75. Super 
$1,954; 2-dr. 


bet = 4-Grs sed., 


» $2,175. ves el. 
154.25. Covenee Six—4-dr. 
cpe., $2,109; 2-dr. stat. con, $2,228 
2-seat stat. wag., $2,719.25; 
3-seat stat. wag., $2,790.25. Coronet 
= sed., $2,244.50; el. cpe., $2,223; ae. | 
bs $2,380.25; conv., $2,513.75; 2-dr. stat. 
we. $2,517; 4-dr. 2-seat stat. wag., $2,- | 
960.25; 4-dr. 3-seat stat. wag., $3,031.25. | 
Royal "V-8—4-ar. sed., $2,372.75; cl. 
$2,349; spt. cpe., $2,503; conv., 
(Flaid Drive optional at $20.40 on Mead- 
owbrook Six and Coronet Six sedans and 
club coupes. PowerFlite optional at $189 


932.75. Jet-Liner — 4-dr. sed., 


2-dr. sed., 
$2,256.11; 2-dr. sed., 
$2,256.11. Super 


Hornet Special 

sed., $2,570.60; cl. 
4-dr. sed., $2,768.86; 
Hollywood, $2,987.75; 


all other models. ) 


KAISER — Special—4-dr. sed., 
2-dr. sed., $2,334. Manhattan—4-dr. sed., 


el. 


$2,045.85. Wasp — 4-dr. 
$2,209.43; 
Waep — 4-dr. 

465.84; 2-dr. sed., $2,413.28; cl. 
465.84; Hollywood, $2,704; conv., $3,004.20. 
— 4-dr. sed., 


conv., 


$2,632 


sed., 


el. 


$2,389; 
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$1,983. Meadowbrook $2,670; 
cpe., $2,- | conv., 
bs $2,136; el. 


| 


cpe., 


HENRY J — Corsair Four — 2-dr. sed., 


$1,404. Corsair Deluxe Six—2-dr. sed., 


$1,- 
$2,056.60; 
sed., 
cpe., 
sed., $2,- 
cpe., $2,- 


$2,619; 2-dr. 
cpe., $2,619. Hornet— 
cpe., $2,741.99; 
$3,287.70. 
(Hydra-Matic optional at $178.03 on all 
modeis in Jet catagory. Borg-Warner auto- 
matic transmission optional at $178.03 on 


2-dr. 
$3,668. 


sed., 


265.50; 2-dr. sed., 


hardtop, 
conv., 


models. ) 


365. Am! 


politans. ) 


$2,337.09; 2-dr. sed., 





dr. sed., 


$3,04 
PACKAR. 


Clipper Super — 4-dr. 
sed., $2,765; 
Packard 


sed., 

Panama hardtop, 
Cavalier 4-dr. 
Patrician 4-dr. sed., $3,890; Pacific hard- 
top, $3,827; conv., $3,935; Caribbean conv., 
thee 8-pass. sed., $5,610; lim., $5,960. 

Ultramatic standard in Patrician, Pacific, 


Current Prices on New Cars 


wag., 


NASH—Metropolitan — Hardtop, 
conv., $1,469 (both prices at coastal ports 
of entry). Rambler Deluxe—2-dr. sed., $1,- 


sed., 





$2,617. Darrin 161—_ 
(Hydra-Matic optional at | 
$178.20 on all models except Darrin, which 
.50; | carries overdrive as standard equipment.) | 

LINCOLN—Lincoin — 4-dr. sed., $3,537; 
hardtop, $3,640. Lincoln Capri—4- ~dr. sed., 
$3,726; hardtop, $3,884; conv., 


$4,045.50. 


(Hydra-Matie standard on all models. ) 
MERCURY — Custom — 4-dr. 


sed., 


$2,688.39; | 


3 
5 
= 
€ 
‘= 


(Hydra- 


sed., 


$2,- 
$2,208.50; sport cpe., 
$2,330. Monterey — 4-dr. sedan., $2,347.50; 
$2,466.50; Sun Valley, $2,596.50; 
$2,624.50; stat. 
(Mere-0-Matic optional at $189.77 on all 


$2,791. 


$1,445; 


sed., $2,332; hardtop, $2,423. Ambassador 
Super—4-dr. sed., $2,417; 2-dr. sed., §$2,- 

bassador’ Custom—4-dr. sed., 
600; hardtop, $2,735. (Hydra-Matic optional 
at $178.85 on all models except Metro- 


OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,271.62; Holiday, 
$2,449. Super 88—4-dr. sed., $2,476.71; 2- 
$2,410.25; Holiday, 
conv., $2,867.59. Series 98—4-dr. sed., $2,- 
805.82; Holiday, $2,826; Deluxe Holiday, 
-75; Starfire conv., ’$3, 248.84. 
Sineio’ optional at $178. '35 on all models.) 


D—Clipper Special—2-dr. 
$2,544. Clipper Deluxe—4-dr. sed., $2,695; 
2-dr. sed., $2,645; Sportster cpe., $2,830. 
$2,815; 2-dr. 
$3,125. 
$3,344; 


convertible and Caribbean; optional at $199 
| on other models.) 


PLYMOUTH—Piaza—4-dr. sed., $1,765; 
sed., $1,727.25; bus. cpe., $1,617.50; 
stat. wag., $2,064. Savoy—4-dr. sed., $1,- 
872.50; cl. sed., $1,835; cl. cpe., $1,842.50; 
spt. cpe., $2,064; conv., $2,220; stat. wag.. 
a ane Belvedere—4-dr. sed., $1,953.25; 
spt. cpe., $2,145; conv., $2,301; stat. wag., 
| $2,288. * niy-Detve optional at $145.80 on 
all models, PowerFlite at $1589.) 


PONTIAC — Chieftain 6 Special — 4-<dr. 
sed., $2,026.64; 2-dr. sed.. $1,968.36; 2-seat 
stat. wag., $2,364; 3-seat stat. wag., $2,- 
419. Chieftain 6 Deluxe — 4-dr. sed., $2,- 
| 130.53; 2-dr. sed., $2,072.28; 2-seat stat. 
wag., $2,504. Chieftain 8 Special — 4-dr 
sed., $2,101.62; 2-dr. sed., $2,043.45; 2- 
seat stat. wag., $2,439; 3-seat stat. wag., 
| $2,494. Chieftain 8 Deluxe 4-dr. sed., 
| $2,205.51; 2-dr. sed., $2,148. 32; 2-seat stat. 
wag., $2,579. Star * Chief 8—Deluxe 4-dr. 
| sed., $2,301; Custom 4-dr. sed., $2,394; 
conv., $2,630. Catalinas—Chieftain 6 De- 
luxe, $2, 316.30; Chieftain 6 Custom, §$2,- 
382.43; Chieftain 8 Deluxe, $2,391.99; 
Chieftain 8 Custom, $2,458; Star Chief 8 
Custom, $2,557. (Hydra-Matic optional at 
| $178.35 on all models.) 


STUDEBAKER — Champion 
| 4-dr. sed., $1,801.11; 2-dr. sed., 
Champion Deluxe — 4-dr. sed., 
| 2-dr. sed., 
971.93; stat. 
Regal — 4-dr. sed., 

$1,983.29; 5-pass. cpe., $2,080.04; hardtop. 
$2,241.29; stat. wag., $2,295.33. 
|mander Deluxe —4-dr. sed., $2,179.13; 
2-dr. sed., $2,136.13; 5-pass. cpe., $2,- 
| 232.88; stat. wag., $2,447.88. Oommander 
Regal—4-dr. sed., $2,287.23; 5-pass. cpe., 
| $2,340.98; hardtop, $2,502.23; stat. wag., 
| $2,555.98. Land Orutser—4-dr. sed., $2,- 
438.28; Regal 4-dr. sed., $2,533.28. (Auto- 
matic Drive optional at $216 on Cham- 
| pion, $266.50 on Commander and Land 
| Cruiser. ) 


WILLYS—Lark—4-dr. sed., $1,823; 2-dr. 
sed., $1,737. Ace—4-dr. sed., $1,968; 2-dr. 





Custom — 
$1,758.07. 
$1,918.18; 


sed., $1,892. Ace Deluxe—4-dr. sed., $2.- 
023; 2-dr. sed., $1,947. Eagle—Hardtop. 
$2, 167; Deluxe hardtop. $2,222; Custom 


| hardtop, $2,411. Station Wagon—Deluxe 6- 
cyl., $1,973.00. (Hydra-Matie optional at 
$178. 55 on all models except Larks. ) 





New Commercial Car Registrations, 
28 States for April, 1954-1953 
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Who’s in the driver’s seat? 





1, When you stop to think that nearly a third of 3 


all the drivers on the road today are women, it’s easy to see that 
a woman is a powerful force behind the wheel—and a powerful 
force behind the sale of your car. 
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4, Ever since the cut glass, splash-proof 
flower holder was invented for the Model T, 
the power of a woman has never been un- 
derestimated in Detroit. Behind such mus- 
cle-saving devices as power brakes and 
power steering, you’re apt to find a wom- 
an’s hankering. 


3. Women want fashion news about 
cars. You don’t have to tell her when a 
model is out-of-date. Best place to 
show her what’s new about your car 
is in her No. 1 magazine—Ladies’ 
Home Journal. 


2. Still, technical mumbo-jumbo about 
cars leaves a woman cold as a clam. But 
advertising that speaks a woman’s lan- 
guage, in her own magazine, can tell her 
more about a car than umpteen diagrams 
on a dealer’s wall. 
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The Journal is No. 1 in circulation and 
advertising revenue among magazines 
edited for women. 

The Journal is No. 1 in newsstand sales 
among all magazines carrying adver- 
tising. 










6. A women’s mind is like an auto- 
matic transmission—because it shifts 
so quickly and smoothly into high 
gear. Especially under the stimulus of 
the Journal. It’s the No. 1 advertising 
medium for women! 


5. Choosing which make—as well as 
which model and color—is often a woman’s 
job, as any car salesman can tell you. And 
among families buying new cars, nearly 
half the women read the Journal. 


Never underestimate the power of a woman! 


JOURNAL 


A CURTIS PUBLICATION 
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Reverse Recent Trend .. . 
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Dealers Gain in Union Struggle 


(Continued from Page 1) 


ployes on jury duty, less what 
they earn as jurors; time and a 
half for Saturday work, and a 40- 
hour week with the understand- 
ing that the workers can agree to 
work 36 hours a week to avoid 
layoffs. 

In a letter to the union, the deal- 
ers strongly declared that financial 
conditions prevented wage increases 
now and warned that the dealers 
were ready to endure a strike of 
“any length.” 

* * * 
MT. VERNON, N.Y., the Na- 
tional Labor Relations Board has 
certified an election at Brennan's 
Motor Corp. (Cadillac) in which 
shop employes voted 20 to 6 against 
being represented by the UAW 
Auto Workers, Local 259. Later the 
union filed objections to the elec- 
tions, but the NLRB upheld the 
election. 

The NLRB has also upheld the 
findings of an NLRB trial exam- 
iner, who recommended dismissal 
of charges brought by the UAW 
Auto Workers, Local 259, that 
Cirlin Motors (Lincoln-Mercury), 
of New York City, had engaged 
in “acts of interference, restraint 
or coercion, or discriminatorily 
discharged an employe or refused 
to bargain” with the union. 

A victory of another sort for 
management occurred in Joplin, 
Mo., where the NLRB permitted 
the AFL Machinists to withdraw 
their petition asking for an elec- 
tion. Because the action was taken 
“with prejudice,” the union cannot 
file again for an election for six 
months. 

* a * 

WN WICHITA FALLS, Tex., an 

election petition was dismissed 
at Monoghan Jones Motor Co. 
(Oldsmobile) after the business was 
sold to Roberts Brashear Motor Co. 
and the AFL Teamsters, Local 47, 
disclaimed any further interest. 

The Connecticut State Labor Re- 
lations Board has ruled that em- 
ployes of Loehmann Chevrolet Co., 
of Waterbury, are entitled to hold 
an election to decide if they want 
to repudiate the CIO Auto Workers 
as their bargaining agent. 

By a vote of 14 to 5, Loehmann 
employes voted for the union in 
March,- 1958. Union officers main- 
tained unsuccessfully that the 
workers could not vote to de- 
certify the union because oral 
agreement on contract terms had 
been reached in March this year. 
The election is being held this 
week. 


The Automobile Dealers Assn. of 
North Daketa reports that, in four 
decertification elections in Valley 
City, employes of two dealerships 
voted to decertify the union and 
two groups voted to retain the 
union. 


Bu: in Valley City, as in many 
other sectors, the decisions did 
not all go against the unions. 

Shop employes of Duffy Motors 
(Dodge-Plymouth) and Pegg Ga- 
rage (Chevrolet), both of Valley 
City, voted in favor of the AFL 
Auto Workers as their bargaining 
agents. The vote at Duffy was eight 
to seven and, at Pegg, it was 10 
to five. 

In St. Louis, approximately 1,- 
500 shop employes of 100 new- 
car dealers in the Greater St. 
Louis Automotive Assn. have 
voted, 1,186 to 18, to strike after 
turning down a 10-cent-an-hour 

reduction. 

The dealers had also proposed a 
four-hour reduction in the weekly 
guarantee for flat-rate men, the 
elimination of sick leave and the 
elimination of one of seven paid 
holidays. The union, whose mem- 
bers now earn $1.87% per hour, had 
asked for a 25-cents-an-hour in- 


AMES W. MUELLER, represent- 

ing the dealers, said: “We are 
confronted with a difficult problem 
in negotiating this year because of 
wider economic differences among 
different lines of cars. Some are 
much harder hit than others, eco- 
nomically, but all are hit consider- 
ably.” 

Meanwhile, the AFL Retail 
Clerks, Local 775, have extended 
their strike in the San Francisco 
Peninsula to four dealerships in 


an effort to get a contract for 
about 200 salesmen employed by 

57 dealers. 

Pickets have been posted at 
Crestwood Pontiac and Hagen Mo- 
tors (Mercury), both of Palo Alto, 
Calif. The union had previously 
struck Bray Motors (Oldsmobile) 
and Towne Motors (Ford) in Red- 
wood City. 

. However, all the dealers report 
that shop personnel and some 
salesmen are working and that op- 
erations are continuing as usual. 

* * * 


N ANOTHER San Francisco-area 
dispute, the AFI, Auto Salesmen 
of Local 1095 have filed unfair labor 
practice charges against the East 
Bay Motor Car Dealers Assn., 
claiming that the dealers failed to 
give a 60-day notice of intention to 
terminate the contract. 
A new contract proposed by the 
dealers contained these provisions: 
1. A drawing account of $400 is 
provided each salesman with no 
provisions for “wipe off.” In other 
words, if a salesman only earns 
$50 a week in commission, he’ll 
be paid $100, but he'll owe the 
dealer $50. Previously the con- 


Tax Fraud Laid 
To St. Paul Firm 


ST. PAUL.—A Federal Court jury 


is hearing a case involving the 1947 | 


Federal tax return of Hayden Mo- 
tors Sales, Inc. (Ford), St. Paul. 


The Government charges that the | agent, returned from Washington 


firm reported a net income of $71,- 
275 with a tax of $27,084, whereas 
a net income of $90,125 should have 
been reported with a tax of $34,247. 


The Federal grand jury did not| 
indict the firm, but instead named | 


two individuals: David H. Hayden, 
58, president, charged with prepar- 
ing the false return, and Herbert 
V. Imholte, 55, Lakeland, Minn., 
former general manager, charged 
with aiding in the evasion of taxes. 

Imholte, who was not an officer 
of the firm, has pleaded innocent. 
Hayden has pleaded guilty, and the 
Government has dismissed an ad- 
ditional indictment charging him 
with falsifying his personal income 
tax for 1947. Hayden has until June 
12 to pay a $10,000 fine levied by 
Judge Robert C. Bell. 


Rubin Reopens Firm 


chairman of the Cleveland Used 
Car Dealers Assn., has reopened 
Universal Motors at 8810 Euclid 
Ave. He purchased the lot from 
Ben Hart. 








tract provided a $75-weekly guar- 
antee. 

2. Commissions will be upped from 
4% to 4% percent, but they will be 
based on the factory delivered 
price, rather than on the local re- 
tail price. 

a * 
FOUR new and four used-car 

* house deals will be allowed 
each month. Formerly, the contract 
called for new-car house deals only. 

4. Seven percent commission on 
used-car sales with trades deducted. 

The union has also applied to the 
Central Labor Council of Alameda 
County for permission to put the 
dealers on the unfair list. 

On the Detroit dealership labor 
front, the AFL Salesmen’s Union, 
Local 376, has petitioned the 
NLRB for elections at four new 
dealerships, bringing the total in 
Detroit to seven. 

* * + 
'— dealerships and the dates of 
their NLRB hearings are Bob 
Ford (Ford), June 1; Southwestern 
Motors (Ford), June 2; Don Homer 
Chevrolet, June 3, and Buick Re- 
tail, June 7. 

As a result of the firing of 
Salesman Robert Morand, a union 
steward, the union has filed an 
unfair labor practice charge 
against Bob Ford, claiming that 
Morand was fired because of 
union activities. 

But management contends that 
Morand was discharged for failing 
to attend sales meetings. 

Henry Lower, union business 


last week where he urged the NLRB 
to expedite their decisions on hear- 
ings already held because of their 
nature as “pilot” cases. 

* oa ” 


Lows said Ogden Fields, associ- | 


ate executive-secretary for 
NLRB, had assured him that the 
cases would be processed by the 
end of this week. 

Elsewhere on the national labor 
scene, the peaceful negotiations 
predicted for U.S. Steel ran into 
a storm when the union abruptly 
came forth with demands that 
added up to about 50 cents an 
hour. 


Apparently, the sweet talk flow-| 
ing recently between David Mac- | 


Donald, Steelworkers president, and 


| Benjamin Fairless, U.S. Steel pres- 
ident, had lulled both sides into be- | 
|lieving that the other would “lie 
CLEVELAND.—Irv Rubin, board | 


down” on the negotiating table. 
Storm warnings also went up in 


New York City, where the CIO) 
Electrical Workers turned down a! . 
2.68 percent increase offered by | 


General Electric Co. 


Oldsmobile Dealer Couneil 
Scrutinizes Sales, Output 


LANSING. — Twenty-four Olds- 
mobile dealers, representing the di- 
vision’s 24 sales zones, attended the 
12th meeting of the Oldsmobile 
Dealer Council held here last week. 
Presiding over the two-day session 
was J. F. Wolfram, Oldsmobile gen- 
eral manager. 

Prime topic for discussion was 
the division’s advance in retail 
sales and production. Other sub- 
jects included used-car merchan- 
dising, customer relations, prefer- 
ences for optional equipment and 
accessories and installation of 
new GM service centers in vari- 
ous sections of the nation. 

A tour of Oldsmobile’s main, 
forge and Saginaw St. plants, and 
a factory-sponsored dinner at the 





Car Seller Convicted 


For Delivery to Drunk 

MINNEAPOLIS.—(UTPS) — A 
used-car salesman who delivered 
a car to an intoxicated man has 
been convicted of driving while 
drunk. The charge was made un- 
der a 1950 ordinance which makes 
anyone found “aiding and abet- 
ting” a drunken driver equally 
guilty. 

The motorist, who is serving a 
60-day term in the workhouse, 
was brought into Traffic Court as 
the chief witness against the 
salesman, Robert G. Schumacher. 








of the conference. 

Factory personnel, in addition to 
Wolfram, who participated in the 
parley were: G. R. Jones, general 
sales manager; T. C. Downey, works 
manager; H. N. Metzel, chief en- 
gineer; L. F. Carlson, general mer- 
chandising manager; E. W. Schu- 
on, comptroller; R. E. Griffin, exec- 
utive assistant to Wolfram; J. J. 


| Dobbs and M. J. O’Connor jr., exec- 
| utive assistants to Jones. 


Dealers who attended the par- 
ley were: Gustave Schaller, New 
Britain, Conn.; Arthur Gaines, 
Brooklyn, N.Y.; Raymond P. 
Scott, Richmond, Va.; Joseph B. 
Manarina, Tonawanda, N.Y.; 
James L. Adams, Cincinnati; Jo- 
seph W. Vogt, Lorain, O.; David 
J. Griffith, Detroit. 

H. P. Akins, Wilkinsburg, Pa.; 
R. W. Fincher, Miami; Burke H. 
Taylor, New Bern, N.C.; Claude N. 
Baker, Paducah, Ky.; Curt Taylor, 
Danville, Ill.; Anthony W. Ryan, 
West Allis, Wis.; Wilbur C. Oster- 
berg, St. Paul; S. C. Starnaman, 
Omaha, 

Ray E. Nolting sr., Warson 
Woods, Mo.; Harlan Lane, Hous- 
ton; E. E. Douglas, Springfield, 
Mo.; Melvin R. Roberts, Wichita 
Falls, Tex.; Ray E. Lundahl, Idaho 
Falls, Id.; Irvin Kaiser, Los An- 
geles; A. J. Muirhead, San Fran- 
cisco, and Russell Dunmire, Oregon 
City, Ore. 





'study of the car manufacturers’ | 


| ularly General Motors’, 





| through local jobber groups and 
| their retail accounts. 
Hotel Olds were other highlights 








WHAT CONSUMERS EXPECT AS TO PRICE CHANGES 


Percentage of those 
responding to survey 
early this year 


EXPECT 
STEADY PRICES 


4 


EXPECT 
FALLING PRICES 


36 


EXPECT 
RISING PRICES 


16 


UNCERTAIN 


1% 


PREPARED BY NAM RESEARCH DEPARTMENT FROM FEDERAL RESERVE BOARD STATISTICS 





Survey on Consumer Thinking— 


According to a recent survey by the Federal Reserve Board, 41 percent of con- 
sumers expect prices to remain substantially unchanged during the rest of the year, 
while 36 percent expect falling prices. Another 16 percent believe prices will rise, 
while 7 percent said they were uncertain. The National Assn. of Manufacturers poinis 
out that in a similar survey of 1951 about 77 percent expected prices to rise, and 


in 1952 the percentage of this group was 


53. In summary, NAM believes that while 


consumers are not likely to be scared into buying in the near future, they can be 


enticed into buying. 


By Jack Weed 
Service Editor 
BUFFALO.—The CAS budget 
plan for car repairs and accessories 
on credit terms now has been in- 
corporated and has the sanction of 
the four national jobber associ- 
ations, it was announced last week 
at the 32nd annual convention of 


| the Automotive Engine Rebuilders 


Assn. 

The plan now will be known 
under its corporate status as 
Certified Automotive Service, Inc. 

As one of the principal speakers 
of the convention, Harold Half- 
penny, of Halfpenny & Hahn, re- 
iterated the statement that his 
parts-merchandising plans, partic-| 
had the 
backing of present Government 
laws and that the jobbers and in-| 
dependent parts makers will have, 
to find a way to live with the one, 
price program or get the law) 


| changed. 


He pointed out that several prom- 
inent independent parts makers| 


' currently are being cited for giving 


indirect discounts. 

Jobbers now backing the CAS 
plan are the Automotive Engine 
Rebuilders Assn., Motor & Equip- | 
ment Wholesalers Assn., National 
Automotive Parts Assn. and Na- 
tional Standard Parts Assn. have 
united in sponsoring CAS as an 
industrywide program. 

They plan to promote CAS) 


CAS, a non-profit organization, 
will be financed by the sale of mem- 
berships to all segments of the 
trade and participating finance 
companies. Collecting and dissemi- 
nating pertinent information and 
market data, and assisting in sales 
training and organization of job- 
ber-dealer groups will be the new 
corporation’s prime functions. 

Professional advertising and sales | 
promotion service and materials 
will be made available to all par- 
ticipants on a continuing basis. 

The CAS budget plan operates 
in approximately 150 cities in 45 


Jobbers OK Budget Plan 


Rebuilders Join MEWA, NAPA and NSPA 
In Sponsoring Credit Program 





states, Canada and Hawaii. More 
than 1,000 jobbers, serving about 
20,000 franchised retail outlets, 
are participating. 





Current officers of CAS, Inc., 
are George W. Yount, president 
(Eagle Machine Co., Indianapolis— 
AERA jobber representative on the 





Trailer Shipments Up 


15 Pct. in Month 


WASHINGTON. — The Depart- 
ment of Commerce reported last 
week that factory shipments of 
truck trailers during March to- 
taled 4,859 units valued at $19.7 
million. This represents an in- 
crease of 15 percent over Feb- 
ruary both in units shipped and 
in value. 





board of directors); R. W. Miller, 
vice-president (P. & M. Accessory 
Co., Galesburg, Ill—MEWA jobber 
representative); Walter C. Witt, 
secretary (Central Motor Parts Co., 
Ine., Indianapolis—NAPA jobber 
representative), and A. P. Johnson, 
treasurer (Cummings & Emerson, 
Peoria, Ill.—NSPA jobber repre- 
sentative). 

Robert F. Grubb, partner, Grubb 
& Petersen Advertising Agency, will 
serve as general manager with of- 
fices at 111 N. Market Street, Cham- 
paign, Il. 

R. G. Patterson, executive vice- 
president of AERA, said last 
week’s meeting was by far the 
largest convention the association 
had ever held and it had enjoyed 
its greatest support from the 
parts manufacturers in their use 
of conference booths. 

James H. Templin, Motor Car 
Supply, Chicago, was elected presi- 
dent of the association. L, J. 
Messer, L. J. Messer Co., Inc., Lin- 
coln, Neb., was elevated to first 
vice-president; H. A. Torgis, A. L. 
Torgis & Son, Toronto, was elected 
second vice-president, and G. W. 
Yount, Eagle Machine Co., Indian- 
apolis, was retained as treasurer. 

New directors elected were Robert 


| Egly, Reliable Motor Supply Co., 
| Battle Creek, Mich.; Leonard Con- 
| nett, Piston Ring Service Co., New 
| Orleans; H. B. Eldridge, Universal 


Parts & Service, St. Louis, and 


| Dave E. Wilson, Holden-Wood, Inc., 


Miami. 


| White Net, Sales 


Climb Sharply 


In First Quarter 


CLEVELAND.—Higher sales and 
net earnings have been reported by 
White Motor Co. for the first quar- 


| ter of 1954. 


Robert F. Black, president, an- 
nounced last week that the total 
dollar volume of sales for the first 
quarter of 1954, including parts, 
accessories and service sales was 
$40,594,230, an increase of about 12 
percent over the $36,258,667 reported 
in the corresponding quarter of 
1953. He said the gain resulted pri- 
marily from sales derived from the 
company’s Autocar division, ac- 
quired in August, 1953. 

Net income for the first quarter 
of 1954 amounted to $1,213,367, com- 
pared with $982,436 for the corre- 
sponding 1953 quarter. The increase 
in earnings, Black said, was due 
principally to certain non-recur- 
ring income and tax benefits re- 
sulting from the Autocar transac- 
tion. 

The company Black said, con- 
tinues in a strong financial condi- 
tion. As of March 31, current as- 
sets were $58,267,120 in excess of 
current liabilities. 

All officers of the company were 
re-elected last week at the organi- 
zation meeting of the directors. 
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Market Trend 


The wholesale auction market 
overall average price unchanged 
News’ index, 


held steady last week, with the 
at $847, according to Automotive 


On an individual basis, three models gained in price and five de- 


clined. 


Gaining were: ’54s, up $9; ’48s, up $5, and ’50s, up $3. 
Declining in price were: ’53s, down $5; ’51s, down $5; 49s, down $3; 


47s, down $2, and ’52s, down $1. 
The drop in price on ’53s, ’52s 
new low figures. 


and '49s brought those models to 


Market activity was increased considerably last week, jumping to 
a ratio of 68 percent from the previous week’s 64 percent. At nine 
representative auctions last week, 1,864 cars were offered and 1,268 
were sold. At 10 auctions the previous week, 1,249 cars were sold out 


of 1,950 offerings. 


Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive, and (ps) indicates power steering. 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 
Wednesday. Prices are for sale of May 19.) 
(Our best sale percentagewise. How- 
ever, prices were down about $70 under 
last week. Sold 72 cars out of 98 offer- 
ings.) 
BUICK -— ‘51 Super Riviera, $1,025*. '50 
Super 4-dr., $560. '49 Super 4-dr., $400. 
CADILLAC—'48 (62) 4-dr., $910*. 
CHEVROLET—'53 Bel Air conv., $1,620*; 
(210) 4-dr., 2 at $1,185, $1,170, $1,165, 
$1,155; (150) 2-dr., $1,140, $1,110, $1,- 
100, $1,075, $1,065, $1,050. "52 SL Deluxe 
4-dr., $970*, 2 at $800. ‘51 SL Deluxe 
4-dr., $810*, $775, $755, 2 at $670. '49 
SL Deluxe 4-dr., $410. ‘48 FM 2-dr., 
$330. 
CHRYSLER—'17 NY conv., $300*. 
DeSOTO——’50 Custom station wagon, $760*. 
FORD—'53 Custom (8) 4-dr., $1,310, $1,- 
300, $1,200; Main (6) 2-dr., $1,050. ‘52 
Main (8) 4-dr., $910, $860. "51 Crest (8) 
Victoria, $975*; Custom (8) 2-dr., $890, 
$810, $780, $770. "50 Custom (8) 2-dr., 
$580, $565, $480, 2 at $425. ‘49 Custom 
(8) 4-dr., $410, $400, $370, $350. '47 De- 


luxe (8) 2-dr., $200. '46 Deluxe (8) 4- 
dr., $115. 
LINCOLN—'49 Cosmopolitan 4-dr., $575*. 


MEROURY—’51 Custom 4-dr., $820*. 
OLDSMOBILE—’53 (98) Holiday, $2,230*; 
Super (88) Holiday, $2,070*. ‘51 (88) 
Super 4-dr., $900*. ’50 (88) Super 4-dr., 
$675*. °49 (88) Super 4-dr., $575*. 
PACKARD—’51 (200) 4-dr., $745*. 
PLYMOUTH—’53 Cranbrook 2-dr., $1,000. 


"50 Special Deluxe 4-dr., $530. °49 Spe- 
cial Deluxe 2-dr., $330. 
PONTIAC—’'49 Chieftain (8) 4-dr., $515; 


(6) 2-dr., $370. 
STUDEBAKER—’51 Champion 2-dr., $420. 


FLINT 


(Flint Auto Auction, Inc., Sale every 
Wednesday. Prices are for sale of May 19.) 

(Prices steady to slightly higher on 
clean and sharp merchandise. Market 
very poor on rough autos. Sold 77 cars 
out of 147 offerings.) 

BUICK — ’'54 Special 2-dr., $2,350*. '53 
Special Riviera, $1,875*, $1,800*, $1,- 
340*; 4-dr., $1,500*. ‘52 Special conv., 
$1,500*; RM 4-dr., $1,300*; Riviera 2- 
dz., $1,300, $1,170*. '51 RM Riviera, $1,- 
170*; 4-dr., $935*, $885*. "50 Special 2- 
dr., $480. '47 RM 4-dr., $145. 

CADILLAC—’53 (62) club coupe, 
(ps), $3,185* (ps); (60) 4-dr., 
(ps). ’51 (62) 4-dr., $1,510*. 
conv., $870*. 

CHEVROLET — '54 (210) 2-dr., $1,405*. 
°53 (210) conv., $1,400*; 2-dr., $1,175*; 
4-dr., $1,155*; club coupe, $1,200; Bel 
Air 2-dr., $1,385*. '52 SL Deluxe 2-dr., 
$835, $735; 4-dr., $830. '51 SL Deluxe 
club coupe, $750; 4-dr., $735; 2-dr., $690. 
‘50 SL Deluxe 4-dr., $520; 2-dr., $505; 
%-ton panel, $175. °49 SL club coupe, 
$295. "48 SL 4-dr., $300. '47 FL 4-dr., 
$105. 

DeSOTO—’51 Custom 4-dr., $640. 

DODGE—’51 Coronet Diplomat, $735. 
Coronet Diplomat, $620. 

FORD — '53 Custom (8) 4-dr., $1,200*; 
Main (8 4-dr., $825. °52 %-ton Ex- 
press, $700. '51 Custom (8) 4-dr., $645, 
$635; Custom (6) 2-dr., $625. ‘50 Cus- 
tom (8) 2-dr., $565, $430, $425. '49 Cus- 
tom (8) 2-dr., $260. 

HUDSON—’'49 Commodore coupe, $240. '47 
Commodore conv., $135. 

MERCURY ’51 4-dr., §700*. ‘50 club 
coupe, $380. °49 4-dr., $310. °48 conv., 
200. 


$200. 
OLDSMOBILE—'52 (88) conv., $1,560°. 
PACKARD—’49 Clipper 4-dr., $200. 
PLYMOUTH — ’53 Cranbrook club sedan, 
$1,085; 4-dr., $980. ’51 Cranbrook 2-dr., 
$590; 4-dr., $530; club coupe, $580, $575. 
‘50 Special Deluxe club coupe, $435; 2- 
dr., 2 at $305. ’49 Special Deluxe club 


$3,465° 
$3,405* 
"48 (62) 


ss 


o 


coupe, $305. 

PONTIAC—’52 Chieftain (8) Catalina, $1,- 
100*; 4-dr., $1,065*; 2-dr., $1,010, $1,- 
005°. 

STUDEBAKER—’51 Champion conv., $460. 
‘50 Champion 2-dr., $400. 


HORSEHEADS, N. Y. 


(Horseheads Auto Action. Sale every 
Friday. Prices are for sale of May 21.) 
BUICK—’51 Super Riviera sedan, $935"; 

Special sedan, $815. ‘50 Super Riviera 

sedan, $740*, $625. ‘49 Super sedan, 

$440; RM sedan, $350. 

CADILLAC—'53 (60) Special sedan, $3,- 
200* (ps). '51 (62) club coupe, $1,990*. 

'49 (61) club coupe, $895*. 

CHEVROLET "54 (210) sedan, $1,555; 
Corvette, $3,200*. "52 SL Deluxe sedan, 
$980. '51 SL Deluxe sedan, $800, $705*. 
‘50 SL Deluxe sedan, $605. 49 SL De- 
luxe sedan, $515, $475. ‘46 FL Aero- 
sedan, $215. 

CHRYSLER—’53 Windsor sedan, $1,500*. 

DeSOTO—’50 Custom sedan, $600. '49 Cus- 
tom sedan, $535*. ‘48 Custom sedan, 
$245. 

DODGE — '52 Coronet. sedan, $890°. 49 
Coronet conv., $515*. °47 Custom club 
coupe, $270. 

FORD—'52 Custom (8) sedan, $1,080, $1,- 
015; Custom (6) sedan, $900. '51 Custom 
(5) sedan, $755*. ‘50 Custom (8) sedan, 
$945, $510; Custom (6) sedan, $410; 
conv., $575*. '49 Custom (8) sedan, 2 at 


$425; Deluxe sedan, $350, $200. ‘47 Spe- 
cial Deluxe (8) sedan, $275. '46 Special 
Deluxe (8) sedan, $200, $100. 


HUDSON—’'52 Commodore (6) conv., §$1,- 
100. 50 Pacemaker (6) sedan, $370. '48 
Pacemaker (6) sedan, $255. 

KAISER—’48 sedan, $185. 

LINCOLN—’51 sedan, $800*. 

MERCURY—’52 sedan, $1,115*. °49 club 
coupe, $380. 

OLDSMOBILE—’51 (88) sedan, $850*. ‘48 


(98) sedan, $395*. 
PACKARD—’'49 sedan, $465*. 
PLYMOUTH — ’50 Special Deluxe sedan, 

$585. '49 Special Deluxe sedan, $505. '46 

Special Deluxe club coupe, $195. 
PONTIAC — '54 Chieftain (8) sedan, §$2,- 

170*. '53 Chieftain (8) sedan, $1,315*. 

*50 Chieftain (8) Catalina, $795*. °49 

Chieftain (8) sedan, $550*, $500*, $480*. 

"48 Torpedo (6) sedan, $240. 
MISCELLANEOUS—'50 Hillman Minx 

dan, $255. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of May 19.) 

(Retail good in this area. Excellent 
sales with buyers active. Sold 57 cars 
out of 84 offerings.) 


BUICK—’51 Super 4-dr., $980. 
conv., $370. 
CHEVROLET—’52 SL Special 2-dr., $1,010, 
$715, $695; SL Deluxe 2-dr., $1,015, 
$980, $905, $785, $755. '51 SL Special 2- 
dr., $775, $690; SL Deluxe coupe, $595. 
°49 SL Deluxe 4-dr., $375. '47 FM 4-dr., 
$245. ’41 Deluxe coupe, $130. 
DeSOTO—’51 Custom coupe, $850. 
DODGE — '54 Meadowbrook 4-dr., $1,395. 
*49 Meadowbrook 4-dr., $460. 
FORD—’53 Custom (8) 2-dr., $1,220, $1,- 
175. ’52 Main (6) 4-dr., $700, $640; 
Custom (8) 2-dr., $1,005, $915, $745, 
$710. 51 Deluxe (8) 4-dr., $750, $615; 
Custom (8) 2-dr., $805, $765, $705, $600. 
’50 Deluxe (8) 4-dr., $635; Custom (8) 
2-dr., $670, $660, $560, $490, $470, $405, 
$340. °49 Custom (6) 4-dr., $330. '47 De- 
luxe (6) 2-dr., $240. ’46 Deluxe (6) 2- 
dr., $115. '40 Standard (8) 2-dr., $230. 
HUDSON—’49 Special 2-dr., $155. 
MERCURY—’51 coupe, $555; 4-dr., $685. 
’50 coupe, $455. °'49 4-dr., $470. 
OLDSMOBILE—’51 (88) 4-dr., $905*. 
PLYMOUTH — ’52 Cranbrook 2-dr., $800. 
*50 Deluxe 4-dr., $325. 
PONTIAC—’49 Chieftain (8) 2-dr., $580. 
WILLYS—’49 Jeepster, $240. 


CHICAGO 


(Arena Auto Aucticn. Sale every Tues- 
day. Prices are for sale of May 18.) 

(Market remained tirm with a large 
demand for sharp cars. Sold 306 cars out 
of 472 offerings.) 


BUICK—’54 Super conv., $2,935*; Riviera 
2-dr., $2,750*; Special 2-dr., $2,655*. '53 
Super conv., $2,250* (ps); Riviera 2-dr., 
$1,760*; 4-dr., $1,750*; Special 4-dr.; $1,- 
480*; Riviera 2-dr., $1,780*; RM conv., 
$2,155* (ps). 

CADILLAC—’54 (60) Special 4-dr., $5,- 
380° (ps). '53 (60) Special 4-dr., $3,715* 
(ps). "52 (62) 4-dr., $2,750* (ps), $2,- 
050*; coupe, $2,450* (ps); (60) Special 
com $2,600* (ps). '51 (62) conv., §2,- 

. 

CHEVROLET—’53 Bel Air Sport coupe, 
$1,550*, $1,480; 4-dr., $1,450*, $1,390*; 
(210) 2-dr., $1,245*, $1,180*. ’52 SL De- 
luxe Bel Air, $1,165*; 2-dr., $985*, $900*, 
$880*, $860; 4-dr., $900*, $835. '51 SL 
Deluxe 2-dr., $810*, $730, $700; FL De- 
luxe 4-dr., $765*, $700, $670. 50 SL De- 
luxe Bel Air, $715; 4-dr., $590; 2-dr., 
$525; SL Special club coupe, $505. °49 
SL Deluxe 2-dr., $480, $395, $375, $300. 

CHRYSLER—'54 NY 4-dr., $2,640* (ps). 
*52 Saratoga 4-dr., $1,265*. ’51 Saratoga 
4-dr., $950*. '50 Windsor 4-dr., $675*, 
$665*. °49 NY 4-dr., $260*. ’°48 Windsor 
conv., $355*. 

DeSOTO—’53 Fire Dome Sportsman, $1,- 
825* (ps). ’'52 Custom 4-dr., $1,000*. '51 
Custom 4-dr., $705*, $615*. 

DODGE—’54 Coronet conv., 


» 


"49 Super 


$2,175*. °53 











se- | 


Average Used-Car Prices 


(Compiled by Automotive News) 


May 1954 Apr. March 

Model To Date 1954 1954 
BE escsnsvsscazed $2,063 $2,125 $2,174 
1953 1,459 1,481 1,521 
BE scteitacseas 1,084 1,080 1,069 
SS « Sccacisetatude 7163 V7 794 
BR -acasrhcces inte 567 584 583 
BN aa cesscontiens 397 415 433 
BED | sckivibtcedese 282 268 285 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 


















Coronet Diplomat, $1,300*. ‘52 Coronet 
Diplomat, $1,105*; conv., $970*; 4-dr., 
x . "51 Coronet 4-dr., $745* 

(8) Victoria, $2,115; 
conv., $1,970. '53 Crest (8) Victoria, $1,- 
715*; Country Squire station wagon, $1,- 
590*; Custom (8) conv., $1,500*°; 4-dr., 
$1,240; Main (8) 2-dr., $1,045, $1,030. 
’52 Crest (8) Country Squire station wag- 
on, $1,420; Victoria, $1,220*, $1,215*; 
Custom (8) 2-dr., $1,090*, $1,040*; 4- 

dr., $1,015*. 

HUDSON—’52 Hornet 4-dr., $1,135*. ‘51 
Hornet 4-dr., $655*, $630*; Pacemaker 
4-dr., $550; Commodore 4-dr., $535. 

KAISER—’51 4-dr., $340; 2-dr., $315. 

LINCOLN — '52 Cosmopolitan coupe, §1,- 
775*. '49 Cosmopolitan 4-dr., $335, $295*, 
$195, $150. 

MERCURY—’'54 Monterey coupe, $2,340* 
(ps); Sun Valley, $2,330*. '52 Monterey 
coupe, $1,340*; 4-dr., $1,055. ‘51 Mon- 
terey coupe, $1,055*, $9u5*; 2-dr., $970*, 
$905*. 

NASH—’53 Rambler club coupe, $1,200*, 
$1,190. ‘52 Ambassador 2-dr., $1,360*; 
4-dr., $1,340*, 2 at $1,250*; Statesman 
4-dr., $970, $940*; Rambler station wag- 
on, $700. °51 Statesman 2-dr., $550, 

30* 


$530*. 

OLDSMOBILE—’54 (88) 2-dr., $2,7&5*; 4- 
dr., $2,775* (ps). ’53 (98) Holiday, $2,- 
350* (ps), $2,205* (ps). "52 (98) conv., 
$1,850*; Holiday, $1,650*; 4-dr., $1,440*, 
$1,400*, $1,330*; (88) Holiday, $1,490*; 
4-dr., $1,120*. 

PACKARD—’51 4-dr., $1,200*, $1,160*. 

PLYMOUTH — ’'53 Cambridge Suburban, 
$1,360; 2-dr., $1,075. ‘52 Cambridge 4- 
dr., $770, $620, $560. ‘51 Cambridge 4- 
dr., $575. ’50 Special Deluxe 4-dr., $585; 
Deluxe 4-dr., $465, $450; Concord 2-dr., 
$455. °49 Special Deluxe 4-dr., $355, 


265. 

PONTIAC—'54 Star Chief (8) conv., §$2,- 
565*; 4-dr., $2,285*, $2,195*; Chieftain 
Deluxe (8) Catalina, $2,440* (ps). ’53 
Chieftain Deluxe (8) conv., $1,960*, $1,- 
955*; 2-dr., $1,610*. "52 Chieftain Deluxe 
(8) 4-dr., $1,105*, $1,090*, $850*. ‘51 
Chieftain (8) Catalina, $1,150*, $1,120*. 

STUDEBAKER — '53 Commander club 
coupe, $1,310*; Land Cruiser, $900*; 
Champion 2-dr., $785, §$770*, $675*. ‘51 
Champion 4-dr., $590, $550; 2-dr., $480; 
Commander 4-dr., $560*. 

MISCELLANEOUS ‘52 Henry 
$400. 


OAKLAND, CALIF. 


(Pollock’s Used Car Auction. Sale every 
Wednesday. Prices are for sale of May 19.) 


(Market strong on ’49s, ’50s and 5is. 
Somewhat lower on late models. Sold 
110 cars out of 145 offerings.) 


BUICK — ‘54 Super Riviera, $2,135*. '52 
RM Riviera, $1,470* (ps). '51 RM conv., 
$1,120*. '50 RM 4-dr., $685*; Super 4- 
dr., $885*, $695*. °49 RM 4-dr., $400; 
conv., $460*. °47 RM 4-dr., $200. 


CADILLAC — ’54 (62) 4-dr., $4,850*. ‘53 
(62) conv., $3,495*; 4-dr., $3,220*; coupe 
de Ville, $3,710* (ps); (75) Fleetwood 
4-dr., $3,800* (ps). ’52 (62) conv., $2,- 
835* (ps). ’51 (62) coupe de Ville, $2,- 
300°, $2,175*. '47 (61) 4-dr., $425*. 

CHEVROLET—’54 Bel Air 2-dr., 2 at $1,- 
825, $1,820. '53 Bel Air 4-dr., $1,535*, 
$1,375. °52 SL Deluxe 4-dr., $1,010, 
$965*; FL Deluxe 2-dr., $980; conv., 
$990. '51 SL Deluxe club coupe, $760*; 
%-ton pickup, $695. 50 SL Deluxe 4-dr., 


J sedan, 


$600, $565; 2-dr., $655*. "49 SL Deluxe 
4-dr., $470; conv., $495. ‘47 FM 2-dr., 
$300. '46 FL 2-dr., $160. '41 club coupe, 
$135. 


CHRYSLER—’53 Windsor Deluxe Newport, 
$2,140*; 4-dr., $1,100*. 

DeSOTO—’53 Fire Dome (8) 2-dr., $1,800. 
’52 Custom club coupe, $1,100*. '49 Cus- 
tom 4-dr., $690*. 

DODGE—’50 Coronet 4-dr., $620*; Way- 
farer 2-dr., $495. ‘49 Wayfarer 4-dr., 
$150*. 

FORD—'54 Crest (6) Ranch Wagon, §2,- 
115; Custom (6) 2-dr., $1,725; Crest (8) 
Victoria, $2,210. '53 Main (8) 2-dr., $1,- 
225, $1,205; Main (6) 2-dr., $1,170. °52 
Crest (8) Victoria, $1,475*; 4-dr., $1,- 
185*, $1,050; Custom (8) 4-dr., $870; 2- 
dr., $1,070; Main (8) 2-dr., $940. "51 %- 
ton panel, $590; Custom (8) club coupe, 
$730; Crest (8) Victoria, $905*. "50 Cus- 
tom (6) 2-dr., $520; %-tom panel, $415; 
Custom (8) 4-dr., $690. °49 Custom (8) 
4-dr., $420. '48 Deluxe (6) %-ton pick- 
up, $385. ’47 Deluxe (8) 2-dr., $270. '46 
Deluxe (8) 2-dr., $285; club coupe, $315; 
%-ton pickup, $250; Flatbed, $190. 

HUDSON—’52 Commodore Hard Tep, $1,- 
085*. °51 Commodore 2-dr., $780. ‘50 
Pacemaker 2-dr., $375. '49 Super (6) 4- 
dr., $320. 

KAISER—’52 Deluxe 4-dr., $765. 
luxe 4-dr., $420. 

MERCURY—’'54 Monterey Sun Valley, $2,- 
610*; sport coupe, $2,425; 2-dr., $2,175. 
’53 Monterey sedan, $2,015*. °52 Mon- 
terey sedan, $1,575. '49 4-dr., $520, $465. 


"51 De- 


'47 4-dr., $220. 

NASH — ’50 Ambassador 4-dr., $445. ‘49 
(600) 4-dr., $405; 2-dr., $260. ‘47 club 
coupe, $155. 

OLDSMOBILE—’53 (98) Holiday, $2,620*. 
"52 (98) 4-dr., $1,575; (88) 2-dr., $1,- 


385*. ’51 (88) conv., $1,310*; 2-dr., $1,- 
275*; (98) Holiday, $1,350*. '50 (98) 4- 
dr., $750*; Holiday, $940*; (88) Holiday, 
$900*; 2-dr., $840*. '49 (88) 4-dr., $475*. 
"48 (98) conv., $450°*. 
PACKARD—’46 Clipper 4-dr., $140. 
PLYMOUTH — '52 Cambridge 4-dr., $775; 


(Continued on Page 36, Col. 4) 
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The RED BOOK 
can turn his interest 
into a SALE 
RIGHT THEN 
AND THERE! 


You can stop that shop- 
per and strike while his 
buying mood is hot! 
The RED BOOK en- 
ables you to quote a 
trade-in price imme- 
diately — turning 
shoppers into buy- 
ers by clinching a 
deal on the spot! 




























































Quote him 
On the Spot 
aC Timer 
ey 


The Nation’s 
_ Standard of Used 
Car Values for 
43 Years! 


Fortify Every Salesman with this Sales Tool 


A copy of The RED BOOK in the pocket of each salesman con- 
firms their knowledge of used car values and aids them in 
closing deals. That fraction of time in quoting a trade-in price” 
may mean the difference between closing a sale and losing 
a sale—but with a copy of The RED BOOK at their fingertips 
they have all this important and necessary information: Cash 
value or finance figures; average base or wholesale figures; 
average market values; factory prices on all cars; serial num- 
bers; motor numbers; weights; detailed specification data, and 
insurance symbols. Also truck appraisals on vehicles up to 1% 
tons inclusive. And you are kept up-to-date on fluctuating 
values—a new guide is sent regularly. 


Pocket 
Size 



























There’s an edition for your Region 
Single yearly subscriptions (all editions) , $7.00; 
two to four subscriptions, each $6.50. Additional 
quantity prices on request. 


Also available is The BLUE BOOK (Execu- 
tives Desk Size Edition) for all regions—$15.00. 


2 Weeks Pree “rial! 


You may receive the benefits of The RED BOOK for two weeks without 
cost! Merely subscribe by mailing the coupon today.-If you don’t find 
The RED BOOK of value, merely return the book with the bill marked 
“cancel”. Subscribe now and see for yourself. Just clip and fill out cou- 
pon below! 

$L YOUR GUARANTEE OF MARKET VALUES—INDEPENDENTLY PREPARED! 


NATIONAL MARKET REPORTS, INC. 
900 S$. Wabash Avenue, Chicago 5, Illinois 


Please send RED BOOK for one year: 
(J Single Yearly Subscriptions .. $7.00 [] 2 to 4, each, . 
() BLUE BOOK EXECUTIVES EDITION, Yearly, _. 

Please send information on: 

(1 Blue Book Truck Appraisal Guide 
() Check Enclosed for $ ... 

































----- $15.00 


(0 National Parts & Labor Manual 


(0 Prefer to Pay Postman on Delivery 
plus C.0.D. Charges. 


FIRM NAME __. 

STREET ADDRESS ..... ; 
CITY, ZONE & STATE . gsc : siastssacupbuanalation 
Ordered by ............... <vuseeu Name of Car Handled ................... 


SATISFACTION GUARANTEED — Our Policy for 43 Years 


NATIONAL MARKET REPORTS, Inc. 


WABASH AVE 















900 S$ CHICAGO 5 
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ATTENTION! Automotive Tradecmen 


1d MONEE A LIE Lae 


THIS TITLE MAY BE 
USED OR DELETED. 


SERVICE MANAGER 


ROY-ELLIS MOTOR SALES 
200 HAVER ROAD 


DAYTON, OHIO 
CAR MAKE CODE. CAN : 
BE PRINTED OR DELETED. PROSPECT LISTS 


THIS List {tS UP FO BATET 


NEW CAR DEALERS NAMES AVAILABLE FOR MAILING 
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INTERNATIONAL LIST SERVICE ° 43 West Apple St., Dayton 2, Ohio 


s CLIP THIS ADVERTISEMENT FOR YOUR FILE * 








YOU MUST BE 
AWFULLY 


J SMART TO 
- 2 HAVE A CAR 
FoR A COMPLETE : 1 LIKE THIS. 
SERVICE JOB BY THEIR \ " - 
PERT 


SPEEDY whips to the offensive in your bout for a purse full of profits. With one rip- 
roaring wallop after another, SPEEDY gives your sales message muscle for the old 
one-two. 

This two-fisted, copyrighted campaign is furnished on an exclusive basis and your 
name is spotlighted in each strip, giving the ads plenty of personalized ‘‘Socko.”” Mail 
in the coupon for full details. 


‘ 


ADVERTISING SPECIALIST 


€ AA. , Une. 


87 MADISON Aree ~«- NEW YORK fb, nY. 


Rush details about Speedy to me! 
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Used-Car Auctions 


335*, 2 at $2,100, $2,075, $1,950; conv., s 
$2,280*; 4-dr., $1,925; 2-dr., $1,885, $1,- ie 
715; Custom (6) Ranch Wagon, $2,015; 


4-dr., $1,700; Crest (8) Victoria, $2,- 


250*; Crest (6) 4-dr., $1,890*; Main (8) 
4-dr., $1,660; Main (6) 2-dr., $1,630. 


| HUDSON—’52 Wasp sedan, $815*. '51 Com- 


(Continued from Page 35) 


Cranbrook 4-dr., $880. '51 Cranbrook 4- 
dr., $620. '50 Deluxe 2-dr., $465. 
PONTIAC—’52 Chieftain aa (8) Cata- 
lina, $1,375*; 4-dr., $1,055*. '50 Chief- 
tain (8) 4-dr., $575. 
STUDEBAKER — '54 Champion station | 
wagon, $1,925. '50 Champion 2-dr., $425. | 
Te 48 Hillman Minx 4-| 


| 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. | 
Prices are for sale of May 14.) 
(Sold 346 cars out of 507 offerings.) 


| BUICK —”54 Century 4-dr., $2,610*. '53 


Special Riviera, $1,940*, $1,675; RM 4- 
dr., $1,885*, $1,870*. °52 RM Riviera, 
$1,450*; Super 4-dr., $1,270*, $1,220*, 
$1,150*. °51 Super 4-dr., $1,075*, $980, 
2 at $840*, $720*; Special 4-dr., $925, 
$865*. ‘50 Super 4-dr., $690*; Riviera, 
$385". 

CADILLAC—’53 (62) conv., $3,595*; (60) 
Special 4-dr., $3,500*. °52 (62) conv., 
$2,582*; °51 (62) coupe, $2,890*; 4-dr., 
$2,120*, $1,810*, $1,800*. '50 (61) 4-dr., 
$1,525*, $1,390*. 

CHEVROLET—’54 Bel Air coupe, $1,945. 
*53 Bel Air 2-dr., $1,460*, $1,400*, $1,- 
400, $1,395; club coupe, $1,250; conv., 
$1,520*; (150) 2-dr., $1,005, $970; (210) 
4-dr., $1,310*, $1,300, $1,240. '52 SL De- 
luxe station wagon, $1,200; Bel Air 4- 
dr., $1,325*; 4-dr., $1,000, $925*, $920, 
$870, $735, $695. °51 SL Deluxe 2-dr., 
$735, $700*, $590, $565. '50 %-ton pick- 
up, $560; 2-dr., $615, $585*, $545, $540, 
$515, $510, $485. ‘49 SL Deluxe 2-dr., 
$525, $405, $380, $355, $290. 

CHRYSLER — '53 Windsor Newport, $1,- 
580°. °’52 Saratoga 4-dr., $1,158*. '51 
Windsor Deluxe Newport, $840*; conv., 
$780; NY club coupe, $804*; Saratoga | 
club coupe, $1,015*. °50 Saratoga 4-dr., 
$690. 


| DeSOTO—’'52 Custom (6) 4-dr., $800. '51 


Custom (6) conv., $875*; 4-dr., $580. '50 
Custom 4-dr., $630. °47 Custom 4-dr., 
$185. 

| DODGE- ‘53 Coronet Diplomat, $1,440*. | 
"52 %-ton pickup, $725. °51 %-ton pick- 
up, $650. '50 Wayfarer 4-dr., $455, $450; 
coupe, $365. ‘49 Coronet 4-dr., $280. 

FORD—’'54 Custom (8) conv., $2,450*; 2- 
dr., $1,750. ’53 Custom (8) 4-dr., $1,- 
305*, 2 at $1,200, $1,195, $1,190; Crest 
(8) conv., $1,490; Victoria, $1,675*, $1,- 
650*, $1,600*, $1,530; Main (8) 2-dr., 
$1,005, $995. °52 Custom (8) conv., $1,- 
235*; 4-dr., $1,100, $915*. 

HUDSON—’53 Hornet 4-dr., $1,190*. ’51 
Commodore 4-dr., $620. ‘50 Pacemaker 
bp coupe, $340. °48 Super (6) coupe, 
145. 

KAISER—’51 Deluxe 4-dr., $450. '49 De- 
luxe 4-dr., $200. 

LINCOLN—’51 4-dr., $760*. '49 club coupe, 


$290. 

MERCURY —-’'54 Custom coupe, $2,185*, 
$2,125*. "53 Monterey 4-dr., $1,700*, $1,- 
555*; coupe, $2,095*, $1, 865°, $1,695. 52 
coupe, $1,350*, $1,295*. ‘51 club coupe, 
$735*, $655*, $400; 4-dr., $925*. °50 club 
coupe, $575*, $510. 

NASH—’53 Rambler club coupe, $1,155*, 
$1,140; Statesman Super 2-dr., $1,175. 
‘52 Rambler station wagon, $885, $825; 
$700; Statesman Super 4-dr., $995, $895. 
’51 Rambler club coupe, 2 at $660. 

OLDSMOBILE—’54 (98) Holiday, $3,600*; 
(88) 4-dr., $2,800*. '53 (98) 4-dr., $2,- 
365*, $2,090*, $2,075*, $1,990*; Holiday, 
$2,345*; (88) Holiday, $1,895*. 52 (98) 
conv., $1,800*; Holiday, $1,715*. ‘51 
(98) conv., $1,195*. 

PACKARD—’53 Clipper 4-dr., $1,470. '49 
Clipper 2-dr., $170. 48 2-dr., $185*. 
PLYMOUTH—’54 Belvedere 4-dr., $1,800. 
’53 Cranbrook conv., $1,590; 4-dr., $1,- 
235, $1,170; club coupe, $1,185*; Cam- 
bridge Suburban, $1,355, $1,330, $1,300. 
"52 Cambridge 4-dr., $850; Cranbrook 4- 
dr., $820, $800. '51 Cranbrook Belvedere, 

$1,075, $705. 

PONTIAC—’54 Star Chief (8) 4-dr., $2,- 
235*. '53 Chieftain Deluxe (8) 4-dr., $1,- 
590*, $1,520*. '52 Chieftain Deluxe (8) 
conv., $1,400*; 4-dr., $1,230*, $1,140*; 
Chieftain Super (8) Catalina, $1,450*, 
$1,380, $1,235*. '51 Chieftain Deluxe (8) 
Catalina, $1,090*; 4-dr., $870*. 

STUDEBAKER — '53 Commander club 
coupe, $1,445*; Champion club coupe, 


| $1,265. °52 Champion Starliner, $900; 4- 


r., $675. °51 Commander Land Cruiser, 
$670; club coupe, $425. 
WILLYS—’52 Aero Ace 2-dr., $645; Wing 
2-dr., $690. °49 station wagon, $255. 
| MISCELLANEOUS—’'53 GMC %-ton pick- 
up, $765; Henry J (4) 2-dr., $660. ’52 
Henry J (6) 2-dr., $475. '51 Frazer Spe- 
cial, $390. '50 GMC panel, $315. °48 An- 
| glia, $115. 
| 


DENVER 


(Denver Auto Auction. Sale every Sun- 
day, Monday and Tuesday. Prices are for 
sale of May.16, 17, 18.) 

(Market stronger this week with prices 
holding steady. Sold 195 cars out of 407 
offerings.) 

BUICK—'54 RM Riviera 4-dr., $3,000* 
(ps); Century Riviera 2-dr., $2,840*, $2,- 
780*; Super Riviera 2-dr., $2,710*; 4-dr., 
$2, 750°; Special 4-dr., $2,245*. "53 Spe- 
cial 4-dr., $1,610*; Super conv., $1,585*. 
*52 Super Riviera 4-dr., $1,345*. °51 Su- 
per Riviera 2-dr., $950*. 

CADILLAC—’54 (62) Coupe deVille, $5,- 
290* (ps), $3,415* (ps); 4-dr., $4,650* 
(ps), $4,615* (ps); $3,120* (ps). °52 
(62) Coupe deVille, $2,740*; conv., $2,- 
700* (ps); coupe, $2,470*. '51 (62) 4-dr., 
$1,840*. 

CHEVROLET—’S4 Bel Air conv., $2,160*; 
2-dr., $1,740; (150) Handyman, $2,100*; 
station wagon, $2,050; (210) 4-dr., $1,- 

| 650, $1,570, $1,565; %-ton pickup, §$1,- 

320, $1,270, $1,110. ‘53 (150) station 





wagon, $1,770; Bel Air conv., $1,605, $1,- 
490; (210) 4-dr., $1,350*, $1,245*; 2-dr., 
$1,205, $1,200; club coupe, $1,160; %-ton 
pickup, = $870. '52 SL Deluxe Bel 
Alr, $1,005. 

OHRYSLER—'54 Windsor 4- dr., $2,225°. 
'52 Windsor club coupe, $940°. '51 Wind- 
sor 4-dr., $1,020*, $985*; NY 4- dr., 
$960*. "50 NY 4-dr., $595; Windsor 4- 
dr., $460. '49 NY 4-dr., $250*. '48 club 
coupe, $310*. 

DeSOTO—’53 Fire Dome (8) sedan, §$1,- 
670* (ps), $1,530* (ps). 

DODGE—'S4 Coronet 4-dr., $2,328, $1,745. 
*53 Coronet club coupe, $1,265*; Diplo- 
mat 2-dr., $1,235*. '52 Meadowbrook 4- 
dr., $690; %-ton pickup, $575. 

FORD—’54 Custom (8) Ranch Wagon, §$2,- 











modore (6) 2-dr., $630*. '50 Commodore 
>») 4-dr., $265. '47 Commodore (6) 4- 
$100. 


LINGOLN-’54 Capri coupe, $3,820* (ps), 


$2,950* (ps). '52 Capri 4-dr., $1,800*. 


MEnUURY. 0 Monterey Sun Valley, $2,- 


(Continued on Page 39, Col. 2) 





RY Ter a 


Double rein- 
forced metal eye- 
lets —Heag keys 
from either end 
— Complete in- 
formation. 


TAGS & RINGS 
Priced At 
1000 ......$17.00 
500 ...... 8.75 
250 .... 4.50 


BARRY AUTOMOTIVE 
(SYSTEMS DIVISION) 
SS > ee Box 1037 

Clevelond 2 


YOU CAN PUT 

300 SALESMEN 
TO WORK SELLING YOUR 
NEW AND USED CARS FOR 


$29.75 


More than 3,000 Dealers in the 
United States and Canada are 
using our plan to increase Sales 
and cut their inventory. 


PROSPECTS EVERY DAY 


Write or wire for Free Samples 
and Details of this AMAZING fe 
PLAN B 


SANZO SPECIALTIES : 
Mfrs. of the used car tag with 
the beaded chain 


Box 68-A Endicott, N. Y. 


NEW 1954 MODEL 


AUTO-TURNTABLE 


© For Indoor or Outdoor Display 

© Low priced—Portable 

© Move it asywhere—VJust plug in 

© Rigid all steel construction 

© Full length steel runners 

© Will fit af cers : 

© Unconditional 1 year guerantee F 
Sead fer brochure Ne. 7 5 

AMERICAN STAGE EQUIPMENT os 

COMPANY e 
805 East 134 &. Breax 54, N. Y. 


British Ford * German Ford FE: 
British Nash = ; 
Parts in Stock : 





Write for Catalog 


Columbia Motor Co. , 


245 W. Séth St.. New York 19, N. Y. 









how do you weigh your best new car prospects ? 


... by intent to buy? Esquire leads all magazines in % of readers planning to buy a new car in 1954* . 







... by most recent purchase? Esquire has the highest % of readers who have bought new cars within the 
past 12 months!...by multiple-car ownership? Esquire is first in % of families owning two or more cars! 
By the most exacting standards, Esquire has the heaviest concentration of new car buyers of all 51 


major magazines in the national 23,000 family Starch Consumer Magazine Report. 


r | ae 
By every measurement your medium is «4 UVLE the magazine for men . = 


*All figures from 47th Starch Consumer Magazine Report 1954 
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Bell Blames Bootlegging . 


1,757 Dealer Mortality Revealed 


(Continued from Page 1) 


convention, Although little official 
action was taken outside of routine, 
speakers—among them Ray Cham- 
berlain, NADA convention director 
—exhorted the delegates to shun 
complacency and to heed warnings 
that their business was in the 
throes of a critical period. 


* * * 


= declared that bootlegging 

«9% was “wrecking” the established 
ferm of new-car distribution. He 
said it posed a threat to the entire 
auto industry, inasmuch as dealers 
had more capital invested and more 
persons in their employ than the 
auto makers themselves. 

But dealers, he said, were not 
realizing a reasonable profit re- 
turn, Of 41 retail businesses, he 
said, auto dealers ranked 39th 
from the standpoint of earnings. 

Bell cited the following field re- 


ports: 

Arkansas—Bootlegging is affect- 
ing the economy to an alarming de- 
gree. More than 90 percent or the 
state’s new-car dealers are small 
operators, and they’re feeling pres- 
sure to get out of the business. 

oa * + 


q(‘ALIFORNIA-—Situation is ex- 
“4 tremely serious and could de- 
generate into chaos. 

Massachusetts — Serious bootleg- 
ging situation, with a “terrific” loss 
to dealers. Some 100 cars a month 
are being bootlegged. 

North Dakota— Dealers are 
jittery. Forty-one dealerships—8 
percent of the total—have folded, 
and more are due to go this year. 

Alabama — “Not a dealer who 
wouldn't sell out if he could,” Bell 
was informed. 

Georgia—A dealer in business 
since 1912 is ready to pull out. 

Kentucky—Most dealers are in 
the red, 

New Jersey—Morale never lower 
in 30 years. 

+ 7 * 
ROM individual dealers, 
Bell, came cemments like these: 

“No profit to maintain our selling 
organization. How long can this go 
on? We don’t expect to be around 
to find out.” 

“After 31 years, there doesn’t 
seem to be a future for our $500, 
000 investment.” 

“The bigger the volume, the big- 
ger the loss.” 

“Time to get out.” 

Bell said that in one state 250 
dealers had quit. He said that of 
40 states checked, there was one 
area where bootlegging was “par- 
ticularly vicious” and 90 percent of 
the dealers were losing money. In 
the state where conditions were 
found to be at their best, 20 per- 
cent of the dealers were operating 
at a loss, he said 

x 7 6 

CCORDING to Dun & Brad- 

street, Bell said, involuntary 
failures among auto dealers had 
spiraled 248 percent in 1953 as com- 
pared with 1952. In the first quar- 
ter of this year, such failures were 
up 227 percent over the correspond- 
ing period of 1953. 

NADA has lost 875 members in 


said 





the last year, Bell said, and 600 
of these are known to have gone 
out of business. Association en- 
rollment now stands at 33,000, he 
said. 

On the positive side, Bell said 
that within days he expected sena- 
tors to introduce legislation amend- 
ing the antitrust laws to conform 
with the anti-bootlegging proposal 
submitted by NADA to the Justice 
Department. The plan would define 
auto dealers as retailers who could 
not resell at wholesale. Penalties 
must be provided for violators, Bell 
said. 

* - + 

PELL pleaded with dealers to 

work together despite differ- 
ences in opinion that might be 
mainly geographical in cause. He 
skirted the issue of uniform freight 
rates—a sore point with Michigan 
dealers — but assured his listeners 
that NADA was continuing to seek 
changes in the Taft-Hartley Act— 
which is of little concern to dealers 
in some states but of lively interest 
here. 

Later, at a panel discussion, 
Bell remarked that letters to 
NADA complaining of factory 
pressure had dropped off to a 
trickle. However, he said the Jus- 
tice Department still was receiv- 
ing such letters. 

It was disclosed after a meeting 
of line-group chairmen that a ma- 
jority of dealers at the convention 
favored restoration of territory pro- 
tection. This attitude, it is believed, 
was fostered mainly by small-town 
and rural dealers. 

+ * + 

N PLUGGING the NADA con- 

vention at Chicago slated for 
Jan, 29-Feb. 2, the fiery Chamber- 
lain censured dealers for low at- 
tendance at state conventions. He 
said there were 1,900 dealers in 
Michigan. Convention officials 
claimed a registration of 300 

Dodge-Plymouth dealer, Ken 
E. Hathaway, of Muskegon, was 
elected president of the Michigan 
association. 

Other officers are Bruce Nickless, 
of Grand Rapids, first vice-pres- 


ident; Ben Jerome jr., of Pontiac, 
Group I vice-president; L. G. Mc- 
Kay jr., Tawas, Group II vice-pres- 
ident; Arthur Jordan, Grand Rapids, 
Group III vice-president; Clayton 
Frei, Marquette, Group IV vice- 
president; George R. Lawson, Royal 
Oak, Group V vice-president, and 
Howard Cook, Lansing, treasurer. 

Haley, of Lansing, was reelected 

executive vice-president. 

= * * 

JN ADDITION to his association 
4 duties, Frei was elected president 
of the oldtimers’ unit, along with 
Carl Matson, Muskegon, vice-pres- 
ident; Billy Mitchell, Saginaw, sec- 
retary, and Victor George, Flint, 
treasurer. 

Mitchell received an accolade 
at the convention on the occasion 
of his 50th anniversary as a 
dealer. He handles C 

The post of association first vice- 
president is a new one, established 
through a change in the bylaws. 
Another amendment authorizes 
scheduling of the annual member- 
ship meeting for any dates between 
Jan. 1 and Sept. 15, rather than 
from Jan. 1 to July 1, in order to 
facilitate outings. 

* od * 
— among the reso- 
lutions adopted was one calling 
on the Legislature to repeal the 
State’s chain-store tax. The levy 
was described as discriminatory. 

James A. Mason, of Detroit, re- 
porting for the Michigan Inter- 
Industry Highway Safety Com- 
mittee, urged that dealers con- 
tinue to support the driver-train- 
ing program at local high schools. 
He said the state’s dealers had 
350 cars out on loan, 

The question of factories selling 
cars directly to employes came up 
at a panel session. Stanley K. Las- 
sen, of Battle Creek, outgoing pres- 
ident, said he couldn’t see any way 
of stopping the practice because a 
cut-rate car sale to an employe 
must be considered part of his 
compensation. 

Anyway, Lassen said, if he him- 
self worked for an auto plant, he’d 
want a discount, too. 





Lansing’s 2nd Auto Show 
Hailed as ‘Huge Success’ 


By Kenneth Harkness 
Staff Correspondent 

LANSING. — The second annual 
outdoor Automotive and Industrial 
Show held here last week was pro- 
claimed a “huge success” by show 

officials as attendance figures 
climbed toward the 150,000-mark, 
nearly double that of the first show 
in 1953. 

Occupying a 10-block area in 
the “heart” of the city, the show 
featured 150 new-model cars, in- 
cluding a number of sports and 
“idea” cars. 

Fred Wohlert, general chairman 
of the show, said that meetings 
would be held to help plan a bigger 
and better show next year while 


Big Wheel Club Initiates New Members— 


Five dealerships from the Ford division's Indianapolis sales district have made the 
grade for the Great Lakes Region Big Wheel Club. Presenting the memberships in 
indianapolis is A. F. Baverbach (fourth from left), district sales manager. Admitted 
were (from left), R. R. Bowlin, vice-president of Allen Motors, Inc., Fort Wayne; C. T. 


Foxworthy, president of C. T. Foxworthy Co., 


Indianapolis; H. J. Sims, president of 


McCord Auto Sales, inc., Winslow; Baverbach; H. E. Davis, president of H. E. Davis, 


inc., Greenwood, and Walter and John Feeser, partners in Hiser-Feeser, Inc., 


polis. 


Indiana- 


ideas were still fresh in the show 
committee’s minds. 


Opening the show was the parade |. 


of queens from 34 communities in 
the central Michigan area. They 
paraded in new autos furnished by 
the Lansing Automobile Dealers 
Assn. 

Wayne King’s orchestra and all- 
star revue provided entertainment 
on a huge stage at the main inter- 
section of the city. Traffic was kept 
away from the show area during 
the two days. 

In addition to automobiles, a 
number of other products manu- 
factured in Lansing and central 
Michigan were exhibited. 

William Bird, general sales 
manager of Plymouth, said: “I 
came here at the invitation of 
our dealers, expecting. to see a 
small street show. I was amazed. 
This is the greatest show of its 
kind I have ever seen.” 

Jack F,. Wolfram, manager of 
Oldsmobile, said that “Oldsmobile 
has been glad to participate in 
making Lansing’s second automo- 
tive and industrial show a big 


Lansing, he said, can be proud 
of pioneering an outdoor exhibition 


|| of this type. “Industry, merchants, 


the auto dealers, the schools and 


,|the city government have worked 


in the closest cooperation to put 
across the big undertaking.” 
Lansing auto dealers were en- 
couraged by results of the show. 
They said the amount of new busi- 
ness was greater than last year. 


GM Film Introduced 

WASHINGTON. — Members of 
Congress and local highway officials 
were guests of the General Motors 
Club of Washington last week at a 
luncheon showing of GM’s new mo- 
tion picture “Give Yourself the 
Green Light.” Joseph Shepard, pres- 
ident of the club, presided. 





New Finish for Plastic Bodies— 


DeVilbiss Co., Toledo, has developed a new technique for surface preparation of 
glass fiber reinforced plastic auto bodies which it claims is more economical than 
earlier methods and opens the way to painting the bodies in the conventional manner, 
using dark, medium or light colors. The newly developed spray equipment consists 
of a special spray gun with a two-stage external mix cap. The gun is equipped with 
controls to govern the mixture of catalyst and resins. 





Dealers Sue Rival 


15 Chicago H udson Outlets Charge Moran 
With Antitrust Violations 


(Continued from Page 2) 


and Hudson in no way contributes 
to these expenditures. 

“The only reason we are able to 
give the public a better deal is be- 
cause we believe in the solid Amer- 
ican principal of volume sales at a 
smaller profit.” 

The first count of the suit charges 
violation of the Robinson-Patman 
Act and alleges that Courtesy in- 
duced Hudson to grant it added 
discounts on new cars, totaling $72 
to $90, under an agreement that 
was not available to other dealers. 

It also asserted that Courtesy 
obtained markdowns of $60 on 
standard models and $42 on Hud- 
son Jets and Superjets in the form 
of quantity discounts. 

In addition, the suit alleges, Cour- 
tesy was not required to contribute 
to a joint advertising fund to which 
other dealers paid $30 per car, but 
that the dealership still benefited 
from this advertising. 

Under the Robinson - Patman 
Act, according to Barnet Hodes, 
attorney for the dealers, a sup- 
plier must show a saving in 
manufacturing, distributing or 
selling costs as a result of a quan- 
tity purchase in order to offer a 
quantity discount. 

The second count of the suit, filed 
under the Sherman Antitrust laws, 
charged that “Courtesy Motor and 
Moran, together with the distrib- 
utor and manufacturer, have been 
and are now engaged in a com- 
bination and conspiracy to restrain 
interstate trade and commerce and 
monopolize trade and commerce in 
the Chicago area.” 

It is charged that through allow- 
ing Courtesy to buy and sell at a 
lower price than other dealers, the 
agreement between Hudson and 
Courtesy prevented other dealers in 
the area from competing. 

As a result, the dealers alleged, 
they incurred losses of sales of new 
and used cars, service and parts, 
insurance and financing. 

Plaintiffs in the suit include 
Logan Square Hudson, Inc.; Bever- 
ly Motors, Inc.; Roto-Wallman Mo- 


tors; M-B Auto Sales; C. H. John- 
son Motor Sales; Tower Hudson, 
Inec.; Carmen-Sakol Motor Sales, 
Inc., and Phillip A. Tafel, Inc., all 
of Chicago; Hesterman Motor Sales, 
Glen Ellyn; Glasner Bros. Sales & 
Service, LaGrange; Thompson Mo- 
tor Sales, Villa Park; Maple Motor 
Sales, Berwyn; Mills Motors, Inc., 
Bellwood; Westfield Motor Sales, 
Des Plaines, and Stelton Motors, 
Oak Park, 


Internal Revenue 
To Ease Tax Rule 
On Car Leasing 


WASHINGTON. —A decision to 
ease the effect of Internal Revenue 
Ruling 108 in its application to car 
leasing has been reached after long 
consideration and an announcement 
of the results may be expected 
shortly, Automotive News learned 
last week. 

It is understood that the ruling’s 
effect on both leasing groups and 
individuals will be modified. 

The ruling, which was published 
in Internal Revenue Bulletin No. 18 
last June 22, provides that when a 
taxpayer customarily buys automo- 
biles wholesale or at fleet discounts 
and leases them for periods short 
of their normal life, then sells them 
either wholesale or retail, the tax- 
payer is in two businesses — car 
leasing and car selling. 

As a result, the vehicles, when 
sold, do not qualify for treatment 
under Section 117 (j) of the In- 
ternal Revenue Code for gain or 
loss as assets held for more than 
six months. 

At the time the car leaser sells 
them, under the terms of the rul- 
ing, he is deemed to be in the busi- 
ness of selling automobiles, and 
the cars sold are stock in trade, 
just the same as if he were devot- 
ing his efforts exclusively to selling 
cars. Thus any profit is treated as 
ordinary income rather than capital 
gains. 





Studebaker, Union Donate Safety Car— 


In a joint presentation, Studebaker and its union, Local 5 of the UAW-CIO, de- 
livered a 1954 Champion Conestoga Station Wagon to the South Bend police depart- 
ment for use in its traffic safety education program. Present were (from left), Richard 
Gillen, chief of police; Lovis Horvath, union president; Mayor John A. Scott, and 
H. S. Vance, president of Studebaker. 
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vdra-Matic Use 
On GMC Trucks 
Scars to New High 


PONTIAC.—Sales of GMC trucks 
quipped with Hydra-Matic drive 
in both the light and medium-duty 
Jasses are increasing rapidly, ac- 
cording to R. C. Woodhouse, gen- 
eral truck sales manager of GMC. 

In the light-duty bracket, Hydra- 
Matic sales in the past 12 months 
have gone from 13 to more than 25 
percent of the total in those weight 
lassifications, Woodhouse said. 

In the medium-duty lines, Hydra- 

y atic sales in the five months since 

e models were introduced have 
soared from 5 to 18 percent of the 
total, Woodhouse disclosed. 






The AUTOMOTIVE NEWS ALMANAC Its 
la year-round friend. Use it often for statis- 
tics, buyer information and personnel data. 






~ Used-Car Auction Prices 
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635°, $2,470*; 4-dr., $2,385*; Custom 2- 
dr., $2,350, $2,300*, $2,155; Sport coupe, 
$2,310*, $2,300. 


NASH—'51 Ambassador 4-dr., $705*. ‘49 
(600) 4-dr., $275. 
OLDSMOBILE—’54 (98) Holiday, $3,610* 


(ps); (88) Super Holiday, $2,975*; 4-dr., 
$2,800*, $2,725*, $2,595*. '53 (98) conv., 
$2,285* (ps); (88) Super 4-dr., $1,910*, 
$1,685*. °52 (98) 4-dr., $1,640*, $1,605* 
(ps); conv., $1,570*. 

PLYMOUTH—’54 Belvedere conv., $2,375*. 
"53 Cranbrook Belvedere, $1,540; Cam- 
bridge Suburban, $1,375. '52 Cambridge 
4-dr., $680; Suburban, $1,000; club coupe, 


$650; Cranbrook 4-dr., $475. '50 Cran- 
brook 2-dr., $460. 
PONTIAC—’54 Star Chief 4-dr., $2,480* 


(ps), $2,440* (ps), $2,105*. '53 Chieftain 
Deluxe (8) Catalina, $1,790*; 4-dr., $1,- 
490*, $1,475*; 2-dr., $1,480*%, $1,450°*. 
STUDEBAKER — '51 Commander 4 - dr., 
$490*. ’°49 Champion conv., $365. 














THE EXTRA-COMFORT SEAT CUSHIONING 

















IN THE NATION’S LEADING CARS 


































































































GEORGE P. HOOPER 





AUTOMOTIVE RESTFOAM SALE 


Cor an: 


SHER BLDG 
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The big, fluffy, Chenille wash mitt that 
has outsold all competitive articles in 
numerous sales tests. Nicely made, with 
elastic cuff and put up in a reusable 
plastic bag. Also-for your wash racks- 
BIG BILL MITT. 
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LAS-STIK MFG. CO., HAMILTON, OHIO 


Oli et ay 


PRODUGTION 
GREY IRONT CASTINGS 


AP 
a4 


NOP Ua NANO 
LARGESTSAND MOST: MODERN 


MAIN OFFICE AND MANUFACTURING Te 
CHATTANOOGA 2, TENNESSEE 





WILLYS-——’54 (4) Jeepster, $1,360. 
MISCELLA NEOUS—’ 52 Henry J Vagabond, 
$430. 


MASON CITY, IA. 


(Lapiner Auction Co. Sale every Wednes- 

day. Prices are for sale of May 19.) 

(Market pretty good. Sold 84 cars out 
of 124 offerings.) 

BUICK — '54 Century 4-dr., $2,665*. '53 
Super Riviera 4-dr., $1,650*. "52 RM 4- 
dr., $1,250* (ps). 50 Super Riviera 4-dr., 
$645*, $625*, $600*; Special 4-dr., $600*. 

CADILLAC—’54 (62) 4-dr., $4,300* (ps). 
"51 (62) club coupe, $2,050*. ‘50 (60) 
4-dr., $1,620*%, $1,590*, $1,580*. "48 (60) 
4-dr., $510*. 

CHEVROLET—’53 (150) 2-dr., $1,040, $1,- 
035, $1,025. '52 SL Special sport coupe, 
$775; 2-dr., $845, $805, $750. ’50 SL De- 
luxe 2-dr., $640*, $610*, $585*, $410; %- 
ton pickup, $550. '49 FL Aerosedan, $425, 
$400; 4-dr., $400; SL Special 2-dr., $350. 
’48 FL Aerosedan, $400. '47 SM 2-dr., 


$205. 
CHRYSLER — ’53 Windsor 4-dr., $1,490* 
(ps). '50 NY 4-dr., $525°. 


DeSOTO—’'52 Powermaster 4-dr., $1,375*. 
’51 Custom 4-dr., $840*%, $815*. 
DODGE — '51 Coronet 4-dr., $680*. ‘50 


Coronet 4-dr., $565*. 

FORD—’53 Custom (8) 2-dr., $1,145*, $1,- 
115*, $1,060; Country sedan, $1,695; 
Main (8) 4-dr., $1,035; Main (6) 2-dr., 
$1,025. '51 Custom (8) 4-dr., $725*. '50 
Custom (8) station wagon, $700. '49 Cus- 
tom (8) 2-dr., $425*, $405, $395; 4-dr., 
$450*, $415*, $405*. '47 (8) 2-dr., $100. 

LINCOLN—’49 2-dr., $465*, $405*. 

MERCURY—’54 2-dr., $2,185*, $2,175*. '52 


4-dr., $1,185*, $1,170*. '50 4-dr., $600*. 
"49 4-dr., $445*, $440, $405. 
OLDSMOBILE—’54 (88) Holiday, $2,715. 


"52 (88) Super 4-dr., $1,345*; (98) 4-dr., 


$1,400". °51 (88) 2-dr., $1,090*; (88) 
Deluxe 2-dr., $970*. '49 (98) 4-dr., $450*. 
*48 (98) conv., $230*. '46 (98) 4-dr., 
$180*. 


PACKARD—’51 Deluxe 4-dr., $755. 

PLYMOUTH—’54 Savoy 4-dr., $1,450; Bel- 
vedere 4-dr., $1,700*. '53 Cranbrook Bel- 
vedere, $1,260*; 2-dr., $1,100. "52 Cam- 
bridge club coupe, $770, $740, $705. '51 
Cambridge 4-dr., $550, $540, $510. °'50 
Deluxe club coupe, $525. '49 Special De- 
luxe 4-dr., $440. 

PONTIAC—’53 Chieftain (8) 4-dr., $1,500. 
*48 Chieftain (8) 4-dr., $260; 2-dr., $235. 

— Champion 2-dr., $435*, 

MISCELLANEOUS 
$140*. 


’48 Frazer 4-dr., 


ALBANY 


(Tim Anspach. Sale every Monday. Prices 
are for sale of May 17.) 


(The market here today remained about 
the same as last week with no outstand- 
ing prices attained. Our new system of 
selling autos in year groups resulted in 
90 percent sold. Sold 156 cars out of 174 
offerings.) 

BUICK—’54 Special 4-dr., $2,200. °53 Spe- 
cial 2-dr., $1,485*; Super conv., $2,025*; 
RM Riviera coupe, $2,010*. °50 Special 
4-dr., $620*; RM 4-dr., $760*. ’49 Super 


conv., $360*; RM conv., $390*. 
CADILLAC—’53 (62) 4-dr., $3,185* (ps). 
"50 (60) Special 4-dr., $1,675*; (62) 


conv., $1,900*. ’49 (62) 2-dr., $700*. '48 
(62) 4-dr., $620*. 

CHEVROLET—’54 (210) 2-dr., $1,650. '53 
(210) 4-dr., $1,250, $1,200, $1,100; 2-dr., 
$1,330*; (150) 2-dr., $1,100; sedan de- 
livery, $900. "52 SL Deluxe 4-dr., $1,110*, 
$1,100*, $1,030, $990, $950; 2-dr., $1,- 
080*, $1,050*, $970, $890; club coupe, 
$1,060, $910; Bel Air coupe, $1,250*. '51 
SL Deluxe 4-dr., $890*, $800, $790, $780, 
$735; 2-dr., $760; conv., $975*; Bel Air 
sport coupe, $1,020*; club coupe, $885; 
SL Special 4-dr., $520; sedan delivery, 
$450. 50 SL Deluxe 4-dr., $650, $580; 
conv., $480; Bel Air coupe, $725*; FL 
Deluxe 4-dr., $540. '49 FL Deluxe 4-dr., 
$450; FL Special 2-dr., $495; SL Deluxe 
conv., $420; 2-dr., $495, $480; %-ton 


Independent Firms 
To Prove Mettle, 
Budd Declares 


ATLANTIC CITY. — Independent 
automobile makers will prove 
tougher than many expect, accord- 
ing to Edward G. Budd jr., pres- 
ident of Budd Co., an automotive 
firm which makes body stampings. 

Budd indicated that additional 
mergers, “resulting in companies 


individually strong enough and! 


large enough to offer real competi- 
tion to the present leaders,” may 
occur. 

“Changes of position in sales, 
such as you have witnessed during 
the past 12 months, have occurred 
before,” Budd said. “These sudden 
shifts happen in a highly competi- 
tive industry. It would be foolish to 
write off some of the smaller com- 
panies. Even the big ones have had 
their troubles at times.” 

He added that the flexibility of 
the smaller firms may be their 
greatest asset. 

In his speech before the Pennsyl- 
vania Bankers Assn. here, he fore- 
cast output of six million cars and 
trucks this year, and said many ob- 
servers believe 1955 production will 
be of equal size “but are expecting 
a more even distribution among the 
car producers.” 

Budd said the last three years of 
this decade may see auto output 
hit 10 million units a year. 








panel, $210; 1-ton pickup, §275. °47 SM 
2-dr., $240; FL Deluxe aerosedan, $260. 
'46 SM 2-dr., $130. 
DeSOTO—’53 Powermaster club coupe, $1,- 
430°. °48 Custom 4-dr., $270*, $230*. 
DODGE—’51 Meadowbrook 4-dr., $630. '49 
Meadowbrook 4-dr., $410; Coronet club 
coupe, $420. °46 Deluxe 2-dr., $150*. 
FORD—’54 Crest (8) Skyliner, $2,320°; 
Crest (6) 4-dr., $1,740; Custom (8) 4- 
dr., $1,850; Ranch Wagon, $2,050; Main 
(8) 2-dr., $1,550*. °53 Main (8) 2-dr., 2 
at $1,100*; 4-dr., $1,100*; Custom (6) 
2-dr., $1,250*. '52 Main (6) 2-dr., $690; 
Crest (8) Victoria, $1,250; Custom (6) 
2-dr., $900. '51 Custom (8) Victoria, 2 
at $870*; 4-dr., $700; 2-dr., $715, $650; 
1-ton express, $530. '50 Custom (8) 4- 
dr., $560, $470; Custom (6) 2-dr., $410; 
Deluxe (8) 2-dr., $490, $400; %-ton 
panel, $245, $200. '49 Custom (8) station 
wagon, $520; 2-dr., $295. '47 Super De- 
luxe (8) club coupe, $170. '46 Super De- 
luxe (6) 2-dr., $180, $165, $130; Deluxe 
(8) 4-dr., $210. 
HUDSON—’50 Commodore 4-dr., 
KAISER—'51 Deluxe 2-dr., $400. 
LINCOLN—’52 Cosmopolitan 4-dr., $1,450*. 
MERCURY—'54 Monterey 2-dr., $2,160; 
4-dr., $2,300*. ‘51 club coupe, $790*, 
$710*; 2-dr., $725*. °50 2-dr., $600*; 
conv., $780. '49 2-dr., $500. 
NASH—’49 (600) 4-dr., $380*. 
4-dr., $250*. 
OLDSMOBILE—’53 (88) 2-dr., $1,680*. '50 
(98) 2-dr., $635*; (98) 4-dr., $680°. ‘49 
(98) 2-dr., $340°; 4-dr., $450*, $400*; 
conv., $410*. °47 (66) 4-dr., $140; (78) 
2-dr., $115*. '46 (76) 2-dr., $200. 


PLYMOUTH—’54 Plaza 4-dr., $1,510. ‘52 
Cranbrook 4-dr., $775. '50 Deluxe 4-dr., 
$560. '49 Special Deluxe 4-dr., $390. ‘47 
Special Deluxe 2-dr., $260. . 


PONTIAC—'54 Chieftain (6) 2-dr., $1,820; 
Chieftain Deluxe (8) 2-dr., $2,185*. °52 
Chieftain Deluxe (8) 4-dr., $1,190*; 
Catalina, $1,540*. °51 Chieftain Deluxe 
(8) 4-dr., $950*; 2-dr., $1,050*, $960*; 
Catalina, $1,100*; Chieftain (8) 4-dr., 
$760. ’'50 Chieftain (6) 4-dr., $600; Chief- 
tain (8) 4-dr., $550; SL (8) 4-dr., $825*, 


$290. 


"48 (600) 


$660*. '49 Chieftain (6) 2-dr., $590°. '47 
SL (8) 4-dr., $290; Torpedo (6) sedan, 
$295; station wagon, $160. 

STUDEBAKER—’52 Champion 4-dr., 
$750*. °48 Champion 4-dr., $270; Land 
Cruiser 4-dr., $200*. 

WILLYS—’50 %-ton pickup, $330; station 
wagon, $550*. °49 Jeepster, $420°. ‘47 
station wagon, $150 

MISCELLANEOUS—’52 Henry J 2-dr., 
$510. ‘51 Frazer Vagabond, $450*. 

* * * 


— Auctions in Brief— 
N. LITTLE ROCK, ARK. 


Arkansas Auto Auction. Sale every Tues- 
day. Market was steady at May 18 sale, 
with good sale on clean cars. Sold 52 cars 
out of 90 offerings. 

* * * 


N. PLAINFIELD, N. J. 
Lebanon Auto Auction. Sale every Wed- 
nesday. Market continuing steady with 
very sharp cars scarce. More late models 
bought at May 19 sale than in previous 
week, 
+ . * 


EBENSBURG, PA. 
Ebensburg Auto Auction Sale every Wed- 
nesday. Market still up slightly. Sold 105 
cars out of 123 offerings at May 20 sale. 
* * * 


FT. WAYNE, IND. 

Carl Marker’s Auction. Sale every Tues- 
day. Market steady with good buyers and 
sellers. Sold 138 cars out of 178 offerings 
at May 18 sale. . 

* + 


OMAHA 


Cliff Soderberg Auto Auction. Every 
Thursday. (May 20.) Sold 63 out of 113. 
* * * 


JESSUP, MD. 
Colie’s Auto Auction. Every Wednesday. 
(May 19.) Bidding brisk, but prices down. 
Sold 26 out of 43. 








What should go 
into your Used 





has one! 


Car Guide... 


Opinions are easy to 
get — nearly everybody 
Unlike facts, however, opinions are 






seldom conclusive — and should scarcely be con- 
sidered a valid source of information for so im- 
portant a thing as a used car guide. 


The publishers of the NADA Official Used 
Car Guide are fully aware of this — they know 
the only accurate way to compile a used car 
guide is to use authenticated facts: 


Facts that represent thousands of actual 


sales, recording market prices as they exist 
in each of six regions 


Facts that are current, reported by car 


dealers on special forms every 10 days 


Facts that tell the whole story, listing 


average retail, loan and “as is” values for 
all models and breaking down average 
sales prices to include special features 


Facts that are presented in easy to read 


form, accurately compiled and concisely 
printed in a new edition eyery 30 days 


Because the NADA Official Used Car Guide 
is based on facts, not on opinions, more auto- 
mobile dealers, financial, banking and insurance 
companies use it than any other publication of 
its type . . . for dependable information on 
buying, selling, trading and financing used cars. 


only $7 per year 


(quantity prices on request) 


Nationa Automosite Deaters 
Useo Car Guive Co. 


1026 17th STREET, N.W. © WASHINGTON 6, D.C. 
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Goal: A Working Relationship tie ig 


Here’s Factory Side 
On Dealer Contracts 


(Continued from Page 1) 


ing on several fronts. It has in the 
works a proposal to the antitrust 
division of the Department of Jus- 
tice for a “railroad” release (on 
criminal liability) clearing the way 
for a territory-security clause to 
fight new-car bootlegging. 

It also is preparing an amend- 
ment to the antitrust laws to nail 
down on the legislative front 
what it is seeking from the reg- 
ulatory agency. 

Apart from this, NADA is pre- 


' paring a “model” factory-dealer 


selling agreement which it will pre- 
sent to its directors at their June 
meeting in Detroit. Subject to the 
approval of directors, NADA then 
will open negotiations with manu- 


facturers. 
o * ” 


ITH reference to the territory- 
security clause, there is a point 
which may have been overlooked 
in the general concern whether it 
will get past the antitrust division. 

The point is this: Will the mak- 
ers accept it even though it is 
cleared? There is no assurance that 
they will, and there is evidence to 
support the view that several mak- 
ers are opposed to territory se- 
curity. 

Their commitment, given to 
Fred J. Bell, executive vice-pres- 
ident of NADA, during a series 
of visits with manufacturers a 
couple of months ago, is simply 
that they will give consideration 
to such a clause, makers declare. 

One maker said that the ener- 
getic dealers don’t want fences 
built around the auto business. Such 
fencés, it is said, could open the 
way for collusion among dealers to 
fix prices, resulting in a situation 
unfair to the public. 

Another maker says it isn’t easy 
—or even legal, at present—to draw 
a line around an area and say to a 
dealer: “This is yours.” 

* oe 


‘- Dealer’s Obligation 
But assuming it could be done, 

it represents a commitment on 
the factory’s part, and brings up 
the question: 

“What obligation does the dealer 
assume on his part in return for 
the factory’s commitment to give 
him an exclusive territory?” 

Dealer spokesmen have given 
simple answers to this question, 
but factory men say that if you 
are going to make the selling 
agreement a hard-and-fast legal 
document, it is difficult if not im- 
practical to spell out terms ac- 
ceptable to both parties. 

This brings up a basic question 
with regard to selling agreements: 

Should it be a complicated docu- 
ment spelling out in exact terms a 


relationship which is fraught with 
complications? 
Or should it be a general cover- 
age of a working relationship? 
* a * 


Working Relationship 


o— factory men see this as the 
important thing about dealer 
agreements: 

“Either we have a relationship 
with the dealer that works, or we 
don’t. If the relationship doesn’t 
work out, neither side wants to 
be tied to the other, contract or 
no contract.” 

Many dealers, say factory men, 
have never read their selling agree- 
ments. One cited the case of an 
FTC man who asked to see a 
dealer’s franchise. The dealer 
hunted high and low, but couldn’t 
find it. 


* * * 


Continuing Agreement 


HIS, of course, applies to a fac- 

tory that has a continuing con- 
tract. Some of the makers have 
contracts that expire each year. 

A representative of such a fac- 
tory said: 

“A continuing contract is OK if 
the factory can eliminate a no- 
good dealer without threat of 
suit. Actually, recontracting deal- 
ers each year is a pain in the 
neck to our field staff. We'd 
rather not do it, if we didn’t need 
such a contract for protection.” 

A question about cancelling dealer 
contracts brought this reply from 
one factory executive: 

“We aren’t in the business of 
cancelling dealer contracts. We 
want dealers. We don’t want to 
cancel them.” 

Another representative of a 
factory, asked about a contract 
that could be cancelled only for 
causes acceptable to dealers, 
posed this question: 

“Suppose you have a dealer who 
is skinning the customers. All the 
dealers in the area are screaming 
at you to get rid of him because he 
is hurting trade for everyone. 

“What cause for cancellation can 
you find that would be acceptable 
to him?” 

Another executive said that 
while dealers want protection 
from cancellation, most of the 
requests for cancellation of deal- 
ers come from other dealers. 

“Better dealers,” said one factory 
representative, “are forever after 
us to get rid of bad dealers.” 


How About Dealer? 


yes question of long-term con- 
tracts brought a quid-pro-quo 
response. Suppose, said a maker, 
we obligate ourselves to a five-year 
contract with a dealer. Will he obli- 
gate himself to do certain things 
for us for five years? 

In the factory view, the answer 





Toledo Welcomes General Tire— 


A glass key to the city was presented 


to officials of General Tire & Rubber Co. 


by Toledo's Mayor Ollie Czelusta at a luncheon for the firm after it had become part 
of Toledo's industrial family through its merger with Textileather Corp. Shown are 
(from left), R. A. Stranahan sr., president of Champion Spark Plug; L. A. McQueen, 
General Tire vice-president; William O'Neil, General Tire president; Jules D. Lipp- 
mann, president of the Textileather division, and Dan H. Kelly, vice-president of 


Electric Auto-Lite. 


is “no,” for factory men point out 
that several present contracts call 
for a 90-day notice of termination 
by either party. 

“But,” said a factory man, “we 
rarely get any notice from a deal- 
er when he wants to quit. When 
he’s through, he’s through, and 
the heck with giving us notice.” 

At this point the factory men 
noted that whenever contracts are 
discussed, they are termed uni- 
lateral by dealer spokesmen. Yet, 
they said, the shoe is often on the 
other foot. 

- cs * 


Perpetual Contract 


OME dealer proponents have 
suggested that dealers should 
have a perpetual contract, and they 
cite the success of Coca Cola as an 
example. 

However, factory men say that 
the auto business is greatly differ- 
ent from the soft-drink business in 
the first place. In the second place, 
they say, if we had such a contract 
we would have to be much more 
discriminating in selecting dealers. 

“Many who are successful deal- 
ers today,” one maker said, 
“would never have had the op- 
portunity to become dealers in 
the first place. They were dubious 
risks to start with, and who 
would issue a perpetual contract 
to a dubious risk?” 

Such contracts, in the factory 
view, would close the door of op- 
portunity in auto retailing. Makers 
ask: 
“Could we take a chance on Joe 
the mechanic or Bill the salesman 





Congress Asked to Outlaw 


‘One-Way’ Contracts 


WASHINGTON.—A bill to out- 
law what were termed one-way 
contracts between auto makers 
and dealers was proposed in the 
House last week by Rep. Whitten, 
Mississippi Democrat. 

His bill would declare it an un- 
fair trade practice for a maker, 
in granting distribution rights to 
a dealer, to require the dealer to 
accept goods not specifically or- 
dered. The bill also would make 
it unlawful for a maker to with- 
draw a franchise from a dealer 
who refused to accept goods in 
excess of his need. 


cr 
—young men with a lot of initiative 
and brains, but no proven ability 
and little money? 

“To keep the door of opportunity 
open to young men coming up, you 
have to take chances on them, and 
when you take chances, you know 
that it is a simple matter of odds 
that some will fail.” 

A factory executive referred to a 
dealer spokesman who bemoaned 
the fact that dealer mortality is 
high at present. 

“But,” he said, “isn’t the fact 
that dealer mortality is high evi- 
dence that we are giving likely 
dealer prospects the opportunity 
to make good.” 

Another said: “You can’t lock 
auto retailing in a box and expect 
progress. Retailing would smother 
to death under such circumstances.” 


* ~ * 
Dealer Knows 


Bt. the factory men were asked, 
isn’t it true that the dealer 
business today requires a substan- 
tial investment and that that in- 
vestment hangs on a slim thread— 
a selling agreement that can be 
cancelled without cause? 

The factory view: 

1. The dealer knows that when 
he starts business. 

2. Factories don’t cancel contracts 
without cause. 

One executive said that, in the 
case of his company, it takes one 
to three years to terminate a 
dealer when the factory takes the 
initiative. 

“First,” he said, “we try to bring 
him up to par. We work with him 
on his problems. The cancellation 
process works up through the field 
and finally to the sales vice-pres- 
ident or president. 

“And even after the top man de- 
cides there is no hope and the 
termination is necessary, the case 
still goes through the legal depart- 
ment, which slows down the pro- 
cess still further. 

“So, when cancellation actually 
is accomplished, you can be sure it 
is for good and sufficient reasons.” 

x * ” 


Why Distrust? 


We. if factories are doing so 
much for dealers, how come 





Southern California Cadillac Dealers Meet— 


A large turnout of southern California Cadillac dealers, their service personnel ond 





Los Angeles branch executives greeted George W. Otto, general parts and service 
manager, when he presented the Cadillac_Thoro-Check Program to the group at o 


meeting in San Fernando. 


the present distrust — the lack of 
faith between dealer and maker? 
The factory view: 
1. Between producing dealer and 
factory, there is no lack of faith. 


2, Where there is lack of faith, 
it has been stirred up by factory- 
baiters who seek an atmosphere of 
distrust for business purposes. 

8. A “childish, schoolboy race” 
between some makers is upset- 
ting the market and dealers. 
(This, in the view of some mak- 
ers, will boomerang in the end, 
and hurt both parties, as well as 
the industry.) 

Another factory man took the 
view that distrust is natural and 
may be wholesome, In this view, 
the dealer is an independent busi- 
ness man and he should be con- 
stantly examining the manner in 
which the factory does business 
with him. This tends to make the 
factory a better place to do busi- 
ness with. 

Here it was pointed out that if 
enough dealers are critical of the 
factories in the “schoolboy” race, 
the factories involved will stop 
forcing the market. 

* * * 
Bootlegging 
ces brings up the bootleg mar- 
ket, which some executives say 
could be stopped by the factories 
whose products are involved. 

For example, one said, a factory 
hears that cars sold to a Detroit 
dealer are turning up in California. 
The factory man goes to the dealer, 
and the conversation goes some- 
thing like this: 

“Joe, when we signed you on as 
a dealer, did we give you the im- 
pression that we wanted you to 
wholesale cars to California?” 

Joe (with an embarrassed laugh): 
“No, I didn’t get that idea.” 

Factory man: “How about these 
cars then that showed up in L. A.?” 


Joe: “Well, that happened while 
I was away. Can’t figure out how 
the sales manager ever went for 
that one.” 


Factory man: “OK, Joe. We're 
going to be checking, though, and 
we're going to be interested to 
know if you were away again if it 
happens again.” 

This conversation might fit some 
makers and dealers, but it would 
scarcely apply to the dealer who 
tells his factory that he can place 
only 800 cars a year in his area, 
and the factory sends him 1,000. 
That factory isn’t likely to be sur- 
prised if the other 200 turn up in 
some other area. 

x * 7 


Heir Clauses 


EALERS also have been con- 

cerned about passing their busi- 
ness on to heirs, or at least provid- 
ing for a procedure by which the 
heirs would have beneficial liquid- 
ation, 

Factory men, in general, agree 
that there is one sure way to do 
this. That is for the dealer to work 
constantly to build up the manage- 
ment of his business so that it can 
carry on without him. They con- 
tend that no factory wants to end 
the relationship if the surviving 
management is capable. 


But most agree, too, that if 


capable management is not pres- 
ent among the heirs, and the 
widow is inexperienced, it is to 
her advantage to liquidate. 

“Otherwise,” one said, “every 
year she hires a new manager, and, 
unless she is lucky, pretty soon she 
has no business and no capital 
left.” 


The agreement, factory men say, 
has to be with people that are 
present in the management, for 
“we depend on their knowledge, ex- 
perience and capacity as operators 
of a dealership.” 


And, they insist, operating a deal- 
ership in competitive times is a 
major enterprise. You don’t make 
money just because you have a 
selling agreement. 

Under present arrangements, fac- 
tories insist that they go to great 
pains to protect heirs, both from a 
humanitarian and a good-business 
standpoint. 

“Just now,” said one executive, 
“we have the case of a dealer 
who died several months ago. His 
widow died shortly after. The 
survivor is a minor. 

“We have been operating that 
business for months, and will con- 
tinue to do so until we can liquidate 
it in a beneficial manner to the 
survivor. 


“How do you suppose the people 
of that town would feel about our 
make of car if we went in and 
sold her out in a ruthless manner? 

“Our business depends on good- 
will.” 


ca * * 


Separate Department 

AT about a dealer-relations 

vice-president, divorced from 
the pressure of sales, as has been 
proposed by some dealer spokes- 
men? 

“How can you divorce dealers 
from factory sales?” factory men 
ask, “It is the business of the 
sales manager to create a good 
feeling among dealers toward the 
factory. We can’t sell cars unless 
there is a good feeling. 

“What, then, would be the job of 

the dealer-relations vice-president?” 
- + *~ 


Uniform Prices 


PART from the contract, but a 

subject on which NADA is 
working, concerns uniform trans- 
portation charges. 


Factory men say that this 
would be impractical for one 
manufacturer to do alone, since 
it would result in an increase in 
prices in nearby areas and a de- 
crease in distant areas. 

“The most important market is 
nearby,” said one maker. “You can 
imagine how we’d like to increase 
our prices in the most important 
markets while our competition 
held.” 


* * 


Boiled Down 


HE factory view on contract re- 
visions seems to boil down to 
this: 

1. Restrictive contracts would 
present problems to dealers as 
well as to factories. 

2. Many talk about free enter- 
prise at the same time they are 
seeking protection that would cur- 
tail free enterprise. 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8, PRODUCTION ONLY) 





Week Week Jan. 1 Jan. 1 
Same Ended Total to to 
May 29, Week, May 22, May, May 30, May 29, 
1954 1963* 1954* 1954 1953* 1954* 
CHRYSLER. .............0005 15,580 24,231 15,954 59,070 564,456 311,232 
QTV GEER ooseceessscersssceseseee 1,830 3,284 1,834 8,150 82,221 49,150 
So 7 1,550 2,684 1277 5,378 59,115 32,850 
IOUS: csipssessisssvecsveresersive 2,470 6,022 3,109 11,315 148,738 56,009 
PRGTOUTEE secccvsssscsessessiees 9,730 12,241 9,734 34,227 274,382 173,223 
SEED: cictcsacetensisheonvensucavevons 35,430 2,028 38,122 151,183 538,889 773,211 
SPU iscuccaveuvsavevssvdbevs lecevies ee 31,800 125,601 413,221 623,411 
UNE pricvedieniesiiestecesiess 730 1,468 721 2,996 22,402 19,246 
RGU, © setsanotanccssncesssies 5,500 555 5,601 22,586 103,266 130,554 
GENERAL MOTORS.... 64,500 63,730 66,959 266,872 1,249,389 1,262,108 
EE orerivcenceivesonsvnesoeserts 11,500 11,591 12,374 50,4388 224,417 237,406 
ED ss cvtceceasersesecsosteten 2,750 2,514 $3,044 11,199 51,797 49,410 
Chevrolet ..............000 31,800 32,459 32,914 130,776 629,677 630,135 | . 
Oldsmobile .................... 10,350 7,660 10,525 42,460 157,938 178,867 
SUI. Sorsdbsestousi shesbigoiages 8,100 9,506 8,102 31,999 185,560 166,290 
AMERICAN MOTORS _ 1,870 4,770 1,897 6,921 136,618 41,384 
EUR bccdsssateccavsssesjscters 800 1,347 821 2,451 44,433 10,619 
SE, ciscicuttb bswsivestdiesvestsv 1,070 3,423 1,076 4,470 92,185 30,765 
KAISER MOTORS ........ 860 714 652 3,020 438,045 11,883 
NONE. (Giaraiectabenstvecioysssesy 390 714 280 1,357 18,537 4,607 
RE est aseschicitissiswieces ME Wsewenictn 372 1,663 24,508 7,276 
PACKARD. ...................... 800 2,466 710 1,510 50,763 16,434 
STUDEBAKER. .............. 260 3,632 2,210 4,688 82,790 36,533 
Total Cars, U.S. ........ 119,300 101,566 126,504 493,264 2,665,950 2,452,785 
*Revised. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week dan. 1 dan. 1 
Ended Same Ended Total to to 
May 29, Week, May 22, May, May 30, May 29, 
1954 1953* 1954* 1954 1953* 1954* 
CHEVROLET ................ 7,500 6,005 7,071 28,977 185,713 153,630 
DIAMOND T. ................ 15 114 78 307 3,562 1,485 
NY cechsoncnstissincsnssciptinsticts 80 50 80 1,125 1,125 1,626 
ED Sacha chsicysssctessessudie 1,800 1,471 1,791 7,484 650,574 39,329 
FEDERAL. ........................ 12 74 12 48 807 846 
I oi drcxastisccsaneaniocnaasied eee 6,248 25,946 112,300 139,055 
SD -iiicosski Sebsaglicwnsvisssepvabstins 2,085 2,367 1,955 7,280 61,238 40,563 
INTERNATIONAL ...... 2,275 1,101 2,267 9,072 657,418 46,227 
EN Si iiscjicl cue tabiotscpoien 210 258 100 509 4,924 2,856 | f 
RY iss datiss ccarscacsarccrniexceniainny 220 329 224 895 7,434 4,689 
STUDEBAKER. ............ 432 244 420 1627 = 24,291 5,880 
ID onesvisitbons ntsvneannosese 240 318 227 935 6,464 5,023 
MID sox satcksscasncacnsssiectees | ents 1,595 5,840 40,199 25,749 
MISCELLANEOUS ....... 80 270 81 332 6,639 2,124 
Total Trucks, U.S. .... 22,600 12,601 22,149 90,377 562,688 469,082 
Total Cars, Trucks 
PM sitesi eveacsicesd 141,900 114,167 148,653 583,641 3,228,638 2,921,867 
Total Cars, Trucks 
PI Sccssakountesecdendvasie 10,200 11,616 10,201 40,655 217,400 217,921 
Grand Total 


Cars and Trucks 


U.S. and Canada....152,100 125,783 158,854 624,296 3,446,038 3,139,788 
*Revised. Miscellancous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, ete. 
N.B.: 


All U. 8S. totals include cars and trucks for military orders. 


Four New Regional Offices 
Established by Plymouth 


(Continued from Page 2) 


manager at Scranton, Pa., in Sep- 
tember, 1947, and also served as 
manager of the Pittsburgh district. 
For the past year he has been a 
city manager in the New York 
region. 

Manager of the Washington 
region, with offices at 740 
Eleventh St., N.W., will be E. H. 
Cusworth, who since joining 
Plymouth in July, 1949, has been 
assigned as dis- 
trict manager 
in Richmond, 
Harrisburg and 
Baltimore. Since 
last June he has 
been district 
manager in 
Washington. 

The San Fran- 
cisco regional 
a manager will be 
7 : J. C. Woodward, 
E. H. Cusworth whose headquar- 
ters will be in the Medical-Dental 
Building, 595 Buckingham Way. 
Woodward began with Chrysler 
Corp. in June, 1949, in the distribu- 
tion department of the Los Angeles 
plant. In June, 1950, he transferred 


to Plymouth as district manager in 
San Jose, and was later assigned 
to the San Francisco district. Since 
last January, he has been field 
operations manager, assigned to 
the home office in Detroit. 

District headquarter cities under 
the various regions follow: Cleve- 
land region— Akron, Columbus, 
Dayton, Cincinnati, Lexington, 
Louisville and Indianapolis; Syra- 
cuse region—Buffalo, Rochester, 
Utica, Albany and Binghamton; 
Washington region— Baltimore, 
Burlington, Norfolk, Richmond, 
Roanoke, Raleigh, Greensborough 
and Charlotte; San Francisco region 
--Oakland, San Jose, Fresno, Sac- 
ramento and Santa Rosa. 


Old Cars Needed! 

SPRINGFIELD, Ill. — Charles F. 
Carpentier, secretary of state, is at- 
tempting to line up antique, classic 
and sports cars for the annual 
parade at the State Fair here Aug. 
21. Cooperating are the Antique 
Automobile Club of America, the 
Horseless Carriage Club and the 
Sports Car Club of America. 
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Too-Early Summer? ... 
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Dealers Eye June as Critical 


(Continued from Page 1) 


whether Decoration Day would 
replace July 4 as the market 
turning point this year. Observ- 
ers were split on their analysis. 
One group, admitting that April- 
May sales didn’t rise to expected 
levels, blamed the late spring and 
were inclined to believe that many 
buyers had postponed action. These 
buyers, they felt, would be entering 
the market in June and July and 
would keep sales rolling along in 
high during the summer. 
* * a 
— other group, more pessimis- 
tic, was afraid that the poten- 
tial market already has been milked 


out and that sales have been “bor- 
rowed” from the upcoming months 
to push the spring turnover to the 
point it has reached. 

Confronting both groups was 
the fact that, although 1954 thus 
far has been the fourth best in 
history in sales, it has been the 
third best in production. The 
margin between sales and produc- 
tion, showing up in record stocks, 
haunts dealers. 

Nearly all complain that they 
have advertised, merchandized and 
promoted as never before and are 
still wading ear-deep in new-car 
stocks. ~ 


They feel they must turn in a 








Commercial Credit Builds in Baltimore— 


Construction on a 22-story building of Commercial Credit Corp., will begin next 
fall, according to Alexander E. Duncan, chairman of Commercial Credit Co. of Dela- 


ware. The building is expected to be completed by the end of 1955. 


Output Declines in May 


Cars Down 7.9 Percent to 493,264; Trucks 
Off 6.8 Percent to 90,377 


(Continued from Page 1) 


week; Ford Motor built 29.7 per- 
cent, against 30.1 percent, while 
Chrysler Corp. accounted for 13.1 
percent, compared with 12.6 per- 
cent. 

Output this week was above 
the like 1953-week level because 
of the supplier strikes which 
plagued the industry at that time. 
So far this year, U.S. plants have 
produced 2,452,785 cars and 469,082 
trucks, declines of 8.0 percent and 
16.6 percent, respectively, from the 
comparable period last year. 

x * * 
ri Studebaker was virtually 
down last week, all other firms 
were operating. Some, however, 
were on a four-day week, including 
Hudson, Dodge and Chrysler divi- 
sion. 

In the preceding week, Cadillac 
worked a half-day Saturday. In 
that week Cadillac set a 52-year 
record for one week’s work by 
turning out 3,044 cars. Don E. 
Ahrens, general manager, said 
1954 will be Cadillac’s biggest 


year. 
And GM, as a whole, still is 








Auto Stocks 

May May 1954 

26 19 High Low 
Am. Mtrs. 12% 13 4% U 
Chrysler 62% 60% 64% 56% 
GM 72 68% 72% 58% 
Kaiser 2 2% 25 2 
Packard 38% 3% 4 3% 
Stude. 15% 16 23 14% 
Average 28.04 27.35 


Compiled from reports of trading on the 


American and N. -Y. Stock Exchanges. 





speeding along. President Harlow 
H. Curtice last week said the cor- 
poration’s car production in the 
second quarter will just about equal 
that of the 1953 period, when it 
turned out 899,371 cars and 152,872 
trucks and buses. 
* * * 


jot: Plymouth will boost as- 
semblies at its Evansville (Ind.) 
plant by 20 percent beginning to- 
morrow. It will be the third boost 
in the past 30 days at that plant, 
which produces 15 percent of Plym- 
outh’s total. 

Chevrolet has started initial pro- 
duction at its new forge plant in 
Tonawanda, N.Y. Its new foundry 
in Tonawanda will be opened in the 
near future. 

The danger of a steel strike 
has caused some auto companies 
to change their steel-buying tac- 
tics, according to a Detroit steel 
executive, 

Donald McLouth, president of 
McLouth Steel, said these firms, 
which normally operate on a 30-day 
inventory, have been authorizing 45 
to 60-day inventories. GM partici- 
pated in McLouth’s recent $105-mil- 
lion expansion program by pur- 
chasing $25 million worth of the 
firm’s preferred stock. He feels that 
GM entered the deal to save trans- 
portation costs. 


Fire Hits Gikling 
RAPID CITY, S.D.—Fire of un- 
known origin swept through Gik- 
ling Motor Co.’s body and paint 
shop here and did an unestimated 
amount of fire, smoke and water 
damage. New cars in the garage 

were pulled out undamaged. 





heroic performance in June—and 
the other summer months—or they 
will find themselves back in the 
“blitz-sale” situation which they 
cursed last fall. 


* * * 


rr OTHER competitive years, 
once July 4 was passed, dealers 
accepted summer as a slow period 
when they cleaned up to get ready 
for new models in the early fall. 
In those years, however, dealers 
are quick to point out, sales and 
production were more evenly bal- 
anced than they have been thus 
far this year. 


Now, standing at the brink of 
June and anxiously eying heavy 
stocks, dealers wonder how the 
month will turn out. And July. And 
August. 


Though new - model introduction 
dates this year are expected to be 
earlier than in other postwar years, 
some dealers fear the ’55s may not 
arrive early enough to bail them 
out of the hectic period they see 
stretching ahead. 


* * * 


ST about as many operators are 

afraid the ’55s won’t come late 
enough to enable them to get rid of 
54s first. 

But they’re all afraid that the 
“blitz” will descend again—earlier 
this year and lasting longer. 

“We're in a jam,” one said. “Last 
year, when we had to mop up with- 
out mercy; we had someplace to 
start from. Right now, I’m giving 
away all I can to make deals and 
move the cars. There’s no place to 
go. The market may not be de- 
moralized, but I am.” 

ed * + 
EANWHILE, used-car dealers 
were selling at a hot pace and 
turning profits by adjusting inven- 
tories to lower-priced units. 
tail used-car sales were re- 
ported good to excellent last week 
across the country. At the whole- 
sale level, action was plentiful 
and prices were firm. 

The overall average wholesale 
price, according to AUTOMOTIVE 
News’ index, was unchanged from 
the previous week. It was the first 
time in a month it had not declined. 

Strength was scattered on the 
list, however, with three models 
gaining in price and five declining. 

oJ * * 

LIMBING were: ’54s, up $9 to 

$2,063; ’48s, up $5 to $282, and 

50s, up $3 to $567. 

Falling were: ’53s, down $5 to 
$1,459; ’51s, down $5 to $763; ’49s, 
down $3 to $397; ’47s, down $2 to 
$210, and ’52s, down $1 to $1,034. 

The price spread between models 
after last week’s adjustments was 
(previous week’s spread in paren- 
theses): '54 to ’53, $604 ($590); ’53 


to ’52, $425 ($429); ’52 to ’51, $271 
($267); ’51 to ’50, $196 (204); ’50 
to ’49, $170 ($164); °49 to 48, $115 


($123), and '48 to ’47, $72 ($65). 


Farina-Designed 
04 Nash-Healey 
Hardtop Unveiled 


DETROIT. — Nash last week in- 
troduced its 1954 Nash-Healey Le- 
Mans hardtop sports car, featuring 
a low silhouette and continental 
coach work by Pinin Farina, Italian 
designer. 

The new model “is not a dream 
car but a production model,” said 
H. C. Doss, sales vice-president. Its 
price is $5,128.05 f.o.b. port of entry. 

The car is powered by the Nash 
Ambassador LeMans Dual Jetfire 


Photo on Page 2 


engine, a six-cylinder, overhead- 
valve engine with 140 horsepower. 

The three-speed syncromesh 
transmission is operated with a 
floor-type lever. Overdrive, which 
is standard equipment, can be oper- 
ated by either the accelerator pedal 
or a control button on the steering 
wheel hub. 

The interior is finished in leather 
upholstery, and the seats feature 
foam-rubber cushions. 

Major mechanical parts for the 
car are made in the U.S. The 
chassis is made by Donald Healey 
Co., Warwick, England, while the 
bodies are built in Turin, Italy. 
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Dealers Tell Me 


(Continued from Page 3) 


their names here and we'll con- 
tact them: 
1.——_—-__ 3. 
2.——$_<$—<$$<—<—_—  s 44. —______—_- 
Thanks in advance. We assure 
you that “IF” yow’re considering 
either a New Dodge or Plymouth 
—or a good used car—we’'ll go the 
limit with you in anything, and 


Obituaries 
Charles G. Irwin, 74; 


Dealer-Manufacturer 


PORTLAND, Ore.—Charles 
Granger Irwin, president and one 
of the founders of Wentworth & 
Irwin, Inc. (GMC-Nash), died May 
19. He was 74. 

Mr. Irwin purchased the Colum- 
bia Carriage Works here in 1903 
and converted it into a truck-body 
buliding firm before adding vehicle 
retailing. Wentworth & Irwin oper- 
ates from two outlets. One outlet 
handles trucks and also manufac- 
tures truck, trailer and bus parts. 
The other handles cars. 

* * + 


Harry S. Leyman; Became 


Buick Dealer in 1909 


LOUISVILLE. — Harry S. Ley- 
man, 81, head of Leyman Buick 
Co. here since 1909, died at his 
home in Cincinnati May 24. 


A native of Crestline, O., Mr. Ley- 
man was district sales manager for 
Buick in Flint prior to bécoming a 
dealer and Buick distributor in 
Louisville, Cincinnati and Dayton, 
Ohio. 


George W. Dodds 


FLINT.—George W. Dodds, 60, died May 
25. He was owner of Dodds-Stevens Co. 
(Carysler-Plymouth) from 1933-35. 


* * * 


James Carr Halver 


SEATTLE, Wash.—James Carr Halver, 
39, former Seattle district manager of 
Packard, died following a heart attack in 
Hutchinsom Kans. He was transferred to 
Kensas City three weeks ago. 


* x * 


George H. Fulton sr. 


ROANOKE, Va.—George Henry Fulton 
sr., 56, Roanoke automobile dealer, died 
May 23 at his home after an illness of 
several months. He had been in the auto 
business since 1921. 


* * * 


Roy Waters 


INDIANOLA, Miss.—Roy R. Waters, 55, 
a partner in Indianola Motor Co., died 
here in a hospital May 16. 


* * * 


William T. Ogden 


WOODVILLE, Tex.—William T. Ogden, 
59, service manager of Sutton-Fain Chev- 
rolet Co. here, died May 15. 


* * * 


Jacob Becker 


ALBANY.—Jacob Becker, 84, president 
of J. Becker & Sons, truck and body build- 
“er, died May 16. He was a blacksmith and 
wheelwright until the advent of the auto- 
mobile when he founded his firm. 


* x * 


James Leonard Parks 


GLENDALE, Calif.—James Leonard 


Parks, Pacific Coast zone manager of 
Ramsey Corp., died Apr. 12 at his home 
here. He joined Ramsey in 1927. 





most important, try out best to 
KEEP YOU SATISFIED. 


Sincerely yours, 


LONG MOTORS, INC. 
W. R. Case, Gen. Mgr.” 


P.S—If you fill this out and 
get it back to us before (a cut off 
date of sixty days after the letter 
was filled in here) we'll present 
you with a nice GIFT CERTIFI- 
CATE. 


* * * 


Business Builder 


Sher gift certificate—an order for 
a lubrication—was a neat piece 
of advertising in itself. It carries 
a photograph of the lube operator 
and distinguishes the difference 
between scientific lubrication and a 
grease job. It contained a fill-in 
date after which the order for free 
lubrication was void. 


Now, bear in mind that these let- 
ters were sent to an entirely cold 
list insofar as a previous contact 
was concerned, But in spite of this 
fact, we repeat that one out of 
every 15 owners addressed respond- 
ed. Mr. Mehollin feels that as a re- 
ward the free lubrication is an im- 
portant business builder in itself. 
In the first place it carries out the 
promise to give people who respond 
a gift. They got something useful 
rather than just a gimmick. 

The people who use this free 
lubrication give the dealer a won- 
derful opportunity to correctly 
appraise the car while it is on the 
hoist and with the customer who 
can actually see its condition. 
And it reveals to the dealer 
quickly whether he actually 
wants to take the car in on a 
trade. 

It also gives the lubrication man 
an opportunity to call to the pros- 
pect’s attention the need for tires, 
batteries, mufflers or whatever else 
may be needed. However, Mehollin’s 
men are carefully coached not to 
oversell. “Barber shopping” is not 
tolerated in his institution. But re- 
gardless of whether a car is sold or 
traded, the lube job is so good and 
thorough that the customer can’t 
help but observe the difference, 

Mehollin feels that the lube rack, 
if it is located right and operated 
carefully, is the best puller for reg- 
ular customers, a fact that is too 
often overlooked by a great many 
dealers. 

There is a further follow-up to 
all owners who respond to the first 
letter. It is in the form of another 
letter on the dealer’s stationery and 
reads as follows: 

+ 


THANKS— 

We appreciate your cooperation 
in returning the questionnaire we 
sent you some time ago. 


We're attaching hereto the Gift 
Certificate we promised you, and 
believe you will find it very 
worthwhile, since it entitles you 
to one of Howard Saffell’s— 
FREE LUBRICATION JOBS 

Now—please don’t confuse this 
with what most people term a 
“grease job” —there’s little sim- 
ilarity. This man was a former 
foreman at the old Goodyear 


+ * 





trucks in the business of hauling 
cod, so he KNOWS what it 
TAKES to keep them running 
efficiently and economically. 

This Lubrication Dept. doesn’t 
make us a DIME — in fact it 
won't even pay his salary—but it 
does make a lot of friends and is 
usually very busy from morning 
to night, and those people have 
become good customers of ours 
and that is what counts. 

It was always a bit confusing 
to us as to just WHY a man will 
spend from $2,000 to $4,000 for a 
fine, new car and then “gamble” 
that investment with what we 
call a “grease job” by someone 
who may have the BEST inten- 


tions — but just doesn’t KNOW | 


what it’s all about. Thousands 
upon thousands of dollars are 
LOST annually by this sort of 
thing—and let us further tell you 
that INTELLIGENT LUBRICA- 
TION is mighty SCARCE service 
all over the country. 

So—USE this Gift Certificate 
at your first opportunity — stay 
right here and WATCH him op- 
erate and then TELL US just 
what you think after a few hun- 
dred miles. We’re pretty sure 
yowll be back as a regular. 

So—thanks again, and we’ll try 
to follow whatever information 
you gave us on this questionnaire. 


Very truly yours, 
LONG MOTORS, INC. 
W. R. Case, 
General Manager” 
~ ad * 

There is no copyright on this 
sales promotion plan, and it has 
not to my knowledge been used by 
any other dealer. So, it is available 
to all dealers in America, and 
Dealer Mehollin is quite willing for 
you to make the fullest use of it or 
an adaptation of it, with no restric- 
tions whatsoever. 


Grads to Hear Kettering 

WORCESTER, Mass.—Charles F. 
Kettering, research consultant of 
General Motors, will be the gradu- 
ation speaker at Worcester Poly- 
technic Institute’s 86th commence- 
ment June 20. 








Prentis Cadillac in New Home— 
Modern quarters have been opened by Prentis Cadillac Co., Wyandotte, Mich. 


There are 15 stalls in the service department, 


conditioned. 


and showroom and office are air- 


‘Make It or Get Out,’ 
Freed Tells Dealers 


SALT LAKE CITY. — Dealers 
who can’t make it in their present 
line, should change to another line, 





the automobile is a necessity and 
not a luxury.” 


George S. Eccles, president of 


and “if you don’t make it in an- | First Security Corp., predicted that 


other line, get out,” NADA Pres- 
ident Charles C. Freed told a special 
mid-season convention of the Utah 
Automobile Dealers Assn. here. 


Freed told the convention that 
profitable distribution was the No. 
1 problem of today’s auto busi- 
ness. 

Emphasizing the need for a uni- 
form transportation price, Freed 
stated that under present condi- 
tions the price of a car can vary 
$100 within an area of 10 miles. 


Freed also told dealers that 
NADA is primarily interested in a 
long-range program to reduce ex- 
cise taxes on autos. “We are trying 
to educate the public to the fact 
that 30 cents out of every auto dol- 
lar goes toward taxes. We are try- 
ing to convince congressmen that 


1954 will be an extremely good busi- 
ness year, by any standard. 


“The increase in population,” 
Eccles said, “and continued in- 
crease in the standard of living 
will result in continued good de- 
mand. It will ultimately absorb 
the output of our factories and 
continue to supply full employ- 
ment.” 


The convention theme was, “Im- 
provement of the Profit Picture.” 

A. W. Bartlett, association pres- 
ident, urged dealers to “put profit 
ahead of volume and to avoid being 
played one against another.” 

It was brought out that dealers 
should seek a basic method for cor- 
recting bootlegging; standardize 
their basis of operations, and seek 
greater cooperation among all deal- 
ers of their particular make. 
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H hen erat own AUTO BUYER—USED CARS. The chance 
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First Ohio Showing of Plymouth Belmont— 


Cleveland's Sterling-Lindner-Davis department store displayed, for the first time in 
Ohio, Plymouth's experimental sports car, the Belmont. Previewing the display are 
(from left), ®. R. Reynolds, Plymouth regional manager; David Blaushild, Shaker 
Heights, O., and William Stevdel, Cleveland, dealers, and J. A. Lawson, central zone 


manager. 


buy cars for a large Washington, D. C. 
company. Must know dealers wholesaling 
their cars in the Michigan, Ohio area. 
State age, experience and how soon you 
can start. Box 3833, c/o Automotive 
News, Detroit 26. 


IN NEED OF SALES MANAGER—Small 


investment or will sell entire stock in 
corporation. Central Ohio. Box 3815, c/o 
Automotive News, Detroit 26. 


SERVICE MANAGER who can diagnose, 


turn out first class work and manage 
shop on profitable basis for lower Rio 
Grande Valley dealer. Standard Chevro- 


let Co., Box 540, Edinburg, Texas. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS' READERS 


Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 





Add One Dollar ($1) per 
are forwarded to the advertiser, 


CLOSING: SIX DAYS 


ty ee et le 
$11.20 per column inch, per 


insertion. 


HELP WANTED 


AUTO PARTS SALESMEN. If you are an 
experienced parts salesman with a fol- 
lowing among new car dealers in Georgia, 
North Carolina, Tennessee, South Caro- 
lifa, Western Pennsylvania or western 
New York and want to join an estab- 
lished distributor of parts, accessories 
and auto hardware, we offer a permanent 
sales position in your own protected ter- 
ritory with no ceiling on earnings. Write 
fully. Rival Automotive Products, Bay- 
side 61, New York City. 


POSITION WANTED 





FORMER DEALER, 25,000 trade area— 
presently and for past five years general 
manager-sales manager for 600 car ‘‘Big 
Three’ metropolitan dealer. Desires con- 
nection where he can bring his child up 


in rural atmosphere. Fully conversant 
with used car values in Los Angeles area. 
Good wholesale connections. Licensed in- 
surance agent. Box 3752, c/o Automotive 
News, Detroit 26. 


FORMER FORD DEALER and general 
manager: of volume GM Dealer available 
after June ist. Can show 30 years’ suc- 
cessful background as dealer and auto 
executive. 48 years old and in excellent 
health. Prefer connection in the east but 
would be interested in So. Cal. operation. 
If you want to be able to enjoy your 
retirement. Tough times are ahead. If 
you need someone who knows the an- 
swers to your problems, write me. Can 
justify availability. Box 3835, c/o Auto- 
motive News, Detroit 26. 


PARTS MANAGER — General Motors. 
Young, married man desires position in 
the Pacific northwest. Five years’ experi- 
ence as parts manager. Know GM parts 
wholesale parts setup. Can increase parts 
profits. Will furnish excellent references. 
Box 3816, c/o Automotive News, Detroit 
26. 


insertion for use of a box number, 


PARTS MANAGER. Fifteen years manager 


SERVICE MANAGER—Ten years’ experi- 


unopened, the same 
IN ADVANCE 


in care 
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POSITION WANTED 


MANAGER, PRESENTLY EMPLOYED as 


sales manager, desires position as general 
manager or sales manager with larger 
organization. Young, aggressive, looking 
for challenging opportunity. Have had 
extensive experience in every phase of 
dealer operation and ideas formulated in 
the past are now being used on national 
scale. Have built present organization 
into thriving operation in past year. Ex- 
cellent education, good background in 
other business endeavors. References 
as to character and ability during entire 
lifetime, gladly furnished. Location not 
important, and offers from organizations 
other than automobile dealers welcomed. 
All inquiries will be held in strictest con- 
fidence and answered immediately. Box 


3834, c/o Automotive News, Detroit 26. 


AVAILABLE General 
manager or sales manager. Age 29, mar- 
ried, college graduate, three years’ ex- 
perience as office manager for 1,000 car 
Olds agency. Thorough training in serv- 
ice, parts and sales. Excellent references. 
Metropolitan Boston preferred. Box 3817, 
c/o Automotive News, Detroit 26. 


IMMEDIATELY. 


COUPLE, MAN WITH 20 years’ experience 


as manager and sales manager with Ford 
and General Motors and wife with 15 
years’ experience as credit and business 
manager, desire working interest in Ford 
or General Motors deal whose owner 
would like to retire without worry. Pre- 
pared to make small capital investment. 
Prefer southwest. Write Box 3818, c/o 
Automotive News, Detroit 26. 


Chrysler Corporation wholesaler. Desires 
connection with progressive company — 
sales or operations. Box 3819, c/o Auto- 
motive News, Detroit 26. 


ence with General Motors and Chrysier 
products. Also two years as factory serv- 
ice representative. Prefer Chicago or sub- 
urbs, but willing to relocate 150 mil°s 
west or north of Chicago. Box 3836, c/o 
Automotive News, Detroit 26. 


GENERAL MANAGER OR sales manage", 
many years’ experience as used car ma"- 
ager, sales manager, general manager. 
Can furnish top Ford executives as refer- 
ences. Box 3837, c/o Automotive New3. 
Detroit 26. 
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POSITION WANTED 


ATTENTION FLORIDA GM_ dealers! 
Wanted — position as service manager. 
Ten years’ experience with Chevrolet, | 
Old Pontiac and Cadillac. Excellent | 
fact. -y and personal references. Attended 
the ‘*M School of Technology in service 
mangement also several product schools. 


39 years old, married and have one child 





Sober and reliable. Now employed as a 
GM service manager. Can relocate any- 
time. Would be willing to work for dealer 
two weeks free so he can check my 
abiliiy as a service manager if needed. 
Can handle any phase of the service de- 
partment including a body shop. Want 
to relocate in Florida. Box 3820, c/o 
Automotive News, Detroit 26. 

PARTS MANAGER — Sixteen years’ Ford 
and Mercury. Prefer Texas or southwest. 
Presently employed. References present 
and past employers. Box 3793, c/o Auto- 


motive News, Detroit 26. 


~ DEALERSHIPS AVAILABLE | 


DEALERSHIP FOR SALE handling Mer- 
cury. Outside of metropolitan Los An- 
geles area in fastest growing industrial, 
citrus and agriculture area in S. Cali- 
fornia. Terrific drawing potential. All 
new, beautiful, modern building, shop 
equipment and used car lot. 250 foot 
frontage on main bivd. Will guarantee 
this deal cannot be beat and will put it 
up against any in the United States as 
being the most workable, finest and 
nicest layout anywhere. Very attractive 
lease. Box 3786, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING 
cury—150 car franchise. 





Lincoln-Mer- 


96 miles from | 


Los Angeles. Desert resort town. Terrific | 


drawing potential. All new and modern 
equipment. Smali parts inventory. Good 
lease. No real estate. Principals only. | 


Must have factory app. Box 3838, 
Automotive News, Detroit 26. 





DEALERSHIP AVAILABLE handling Lin- | 


coln-Mercury — Southern California irri- 
gated desert area. No real estate in- 
volved. Box 3839, c/o Automotive News, 
Detroit 26. 


TEXAS DEALERSHIP “HANDLING | Olds- 


mobile—close to the Fort Worth Dallas 
metropolitan area. Nice show room and 
plenty of shop space. Purchase price— 
$25,000 if sold in the next two weeks. 
Factory approval will be necessary. 
3840, c/o Automotive News, Detroit 26. 


ESTABLISHED AUTOMOBILE dealership , 


for sale, handling one of ‘‘Big Three.”’ 
Good volume, low overhead, no used cars 
or accounts receivable. Located Atlanta, 
Ga. Good lease. Box 3841, c/o Automo- 
tive News, Detroit 26. 


outh 150 car potential. No real estate to 
buy, no used cars. Located west coast 
Florida. All correspondence confidential, 
all correspondence will be answered. 
Write Box 3822, 
Detroit 26. 





aU TOMOBILE 


FLORIDA EAST COAST GM agency. 


DEALERSHIP AVAIL- 
ABLE. Dealership handling Buick. Pon- 
tiac and GMC trucks. Long established 
successful and profitable operation for 
forty two years by present owners who 
desire to re-ire. County scat city of 4,000 
in sou.chwestern Wisconsin. Located on 
Federal highway, rich farming territory. 
Will lease building, buy parts and equip- 
ment. A fine opportunity. 
Automotive News, Detroit 26 





LARGE AGENCY 


HANDLING Chevrolet in metropolitan Boston, 
available. Here is an unusual opening for you 
to become a Chevrolet dealer and sell Gen- 
eral Motors number one product. Large cash 
investment is necessary but earning records 
are excellent. You buy only parts and acces- 
sories, 
fixtures and very choice real estate. Our en- | 
tire personnel and sales department will re- 
main with new owner. 
this area for new and used cars and trucks. 
This franchise is considered to be one of the 
most desirable in all New England. 


tools and equipment, furniture and 


We are the leader in 


Write Box 3813, 
c/o Automotive News, Detroit 26. 





No 
blue sky, but very good living. Excellent 
potential and future. $20,000 will handle 
complete operation, equipment, parts, fix- 
tures, etc. Selling to handle larger deal. 
_ 3824, c/o Automotive News, Detroit 


SE 
DEALERSHIP HANDLING Chrysler and 


Plymouth of long standing; excellent lo- 
cation in the Buffalo New York area. 
Owner wishes to retire. Will sell parts, 
fixtures, tools, equipment, signs and lease 
building and used car lot. Applicant 
must have factory approval. With or 
without used cars. Box 3825, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP HANDLING PONTIAC in 


wealthiest farming area in Michigan. 51 
new cars, 94 used last year. Good build- 
ing and facilities. Body shop. Equipment 
and merchandise at inventory, building 
on small down payment. Twenty-five 
thousand will handle. Sickness. Box 3826, 
c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING STUDEBAK- 


ER in college town, 21,000; north central 
Oklahoma. Sell or lease new modernistic 
building; used car lot. Complete service 
equipment. Box 3827, c/o Automotive 
News, Detroit 26. 


LEADING INDEPENDENT MAKE in Iowa 


city of 100,000 population. Same location 
over 20 years. 90% absorption. No fac- 
tory pressure. Purchase inventory and 
equipment. Attractive lease. Selling due 
to sickness. Box 3828, c/o Automotive 
News, Detroit 26. 


ieceeesantneeetnarnetaienaieerernentiaaieesaaeetnetitiliacetatebe sinister tahiti 
CHEVROLET DEALERSHIP FOR SALE 


400 to 500 new units yearly. Popula- 
tion 35,000, selling area 75,000. Located 
near Pittsburgh, Pa. Business established 
22 years by present owner. Retirement 
treason for selling. No accounts receivable 
or buildings to buy. Will arrange satis- 
factory lease. Factory approval required. 
Write Box 3829, c/o Automotive News, 
Detroit 26. 


DEALERSHIP — Long established Pacific 


northwest handling Pontiac. Trading area 
70,060. Equipment and inventories. Ex- 
ellent building available on lease. Box 
3796, c/o Automotive News, Detroit 26. 


c/o | 


Box | 


DEALERSHIP HANDLING DeSoto-Plym- | 


c/o Automotive News, | 


Box 3823, c/o 





WIN 
ship 


75 CAR POTENTIAL DE ALERSHIP, hand- 


412 Fisher Bidg. 


DEALERSHIP 


DEALERSHIPS AVAILABLE 


Packards for 20 years. 
tionally profitable 
years. 100,000 population with metropol- 
itan population of 250,000. Highly indus- 
trial. Oil, cattle, farming, etc. Well 
equipped shop, air conditioned offices, 
motorcycle, service car, wrecker, parts 
inventory of $21,000 with $18,000 regular 
monthly stock items. Turn key for $20,- 
000. Reason for selling—lease up Novem- 
ber 1, 1954 (can be renewed), but own- 
er wishes to devote all his time to agency 
in another town. Considered best Packard 


Has been excep- 


DEALERSHIP AVAILABLE handling | 


for each of the 20) 


agency in south. Located in Texas. Books | 


available for inspection for past years 
profits. You will be surprised. Box 3809, 
c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING OLDSMOBILE- 


Cadillac in South Carolina tobacco town 


of 5,000. Total territory includes 80,000 | 


population—110 new car deal. 
three year profit, $20,000. Will 
inventory and appraisal, 
ment. 


Average 
sell at 


for $300 monthly. Owner selling 
health reason. 
tory approval 


Automotive News, 


required. Box 3798, 
Detroit 26. 


DEALERSHIP HANDLING CHEVROLET 


on 
1953 
Priced 

Auto- 


in northern Indiana town of 2,500 
large lake in rich farming area. 
volume over 200 units. Owner ill. 
low for quick sale. Box 3799, c/o 
motive News, Detroit 26. 


DEALERSHIP 
AVAILABLE 


Handling Dodge-Plymouth- -Dodge truck in 
California. "'Single-point''—Marin County 


—20 miles across Golden Gate Bridge 
from San Francisco. Fastest growing sub- 
stantial residential community in the U.S 


Area had 30,000 population ten years ago, 
now has 125,000 with continued growth 
assured. 100 to 150 cars yearly potential. 
Small parts inventory and equipment at 
book value. No new or used cars to buy 
unless wanted. 
Box 3812, ¢/o Automotive News, 
Detroit 26 





viY YEAR ESTABLISHED dealer- 

handling DesSoto-Plymouth. Excel- 
rent location Fac.or. approval could be 
obtained 75 cars sold annually. De- 
Pumpo’ s. Waverly. New York. 





in Colorado. No real estate 
Will sell at inven- 
Automotive News, 


ling Pontiac, 
or used cars to buy. 
tory. Box 3821, c/o 
Detroit 26. 





WHEN BUYING or SELLING 


an 
AUTOMOBILE DEALERSHIP 


Consult a Specialist 


LEO J. KLEM 


Detroit 2, Mich. 





RETIRING AFTER 36 years. Will sell my 


agency, handling Studebaker, located in 
Green Bay, Wisconsin to someone who 
is interested in continuing this business 
as an aggressive and popular dealership. 
Several hundred service customers patron- 
ize us regularly. Studebaker parts, acces- 
sories and equipment all in excellent con- 
dition. Must have factory approval. Here 
is real opportunity at a real price and 
an excellent group of employes. Buth 
Motors, 610 Main St., Green Bay, Wis. 


DEALERSHIP HANDLING CHEVROLET. 


Southern Minnesota city of 3,200 in heart 
of rich farming country. Sold 65 new 
units in 1953 with over 220,000 gross. 
$37,500 buys parts, accessories, and all 
equipment. Building and lot can be 
rented or bought. Box 3830, c/o Automo- 
tive News, Detroit 26. 


HANDLING CHRYSLER- 
Plymouth in southern Michigan—city of 
20,000, 75 miles from Detroit. Will lease 
or sell building. Signs, tools, equipment, 
parts inventory——$14,000. Box 3831, c/o 
Automotive News, Detroit 26. 





TALBOT’S INVENTORY SERVICE, 


10040 Freeland 


MODEL, 


1916 E. 79th St. 
1380 Penobscot Bidg 


DEALER SERVICES 


K. & B. MOUNTING, INC. Truck mount- 


bolstering, bar service and 
21533 Mound Road, P. O. Van 
Mich. Detroit Phone Jefferson 


ing, 
storage. 
Dyke, 
6-8257. 


S. Woodward, Birmingham, Mich., 
west 4-5355. 





INVENTORY SERVICE 


Parts and Accessories 
@ CERTIFIED REPORTS ©@ 


Get the facts now — find out if you are in 
shape for 
can kill profits so don't wait for the year end 
to learn how this department is operating. 


‘54. Obsolescence and shortages 


Dealers say our analysis and testing of 
procedures alone worth cost of inventory 


Full time experts. No pick-up part time help. 


Automotive Inventory Service Co. 
Detroit 27, Mich. WE 3-6445 








INVENTORY SERVICE 
PARTS, ACCESSORIES & EQUIPMENT 
YEAR & OBSOLESCENCE REPORTS 
Fast service rendered 
Call or write for details 


ALLIED INVENTORY CO., INC. 


Chicago 49, Ill. 
ESsex 5-8300 
Detroit 26, Mich. 
WOocdward 2-8242 








AUTOMOBILE BUSINESS 
LIQUIDATORS 


ALSO USED CAR AUCTIONS 
We have sold in 24 states and Canada 
more than 4,000 various auctions. 
References—F, H. National Bank 


Bowen & McCullum Auction Service 
8 Public Square 


ante 4232-5110 
Elizabethtown 
Phone, Wire, Wile 





parts and equip- | 
$25,000 will handle. Modern build- | 
ing and location—reasonable lease. Rents | 
for | 
Immediate deal and fac- | 
c/o} 


With national 
manufacture and distribute a metal 
cated product which has a tremendous mar- 
ket. No gadget, but an improvement on an 
old product whose sales run into the millions. 
Sold by all automotive jobbers. 


In answer give complete qualifications. 
Box 3842, c/o Automotive News, Detroit 26. 





SARATOGA 7-2300 


229 S. Hanson St. 


Located on U. S. Route Il, 
of Syracuse suburbs, 2!/2 miles north of junction 
of Routes 20 and Ii (Greyhound bus service). 


NASH 


BUSINESS OPPORTUNITIES 





AUTOMOTIVE MANUFACTURER 


distribution can acquire to 
fabri- 





DEALER HANDLING LINCOLN-Mercury 


in southern state would like to retire. 
Will swap entire business, parts, equip- 
ment and accessories for late model 32 
‘oot express cruiser. Box 3787, c/o Auto- 
_motive News. Detroit 26. 


CARS FOR SALE 





ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - Heaters 


Upholstery New 
BUY NOW — LOWEST PRICES EVER 


1950-1951 
Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
S4th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
“HERWOOD 7-170 








SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1953 Chevrolets, Fords and 
Plymouths in all body styles. 
can be delivered to your door regardless 
of location. Phone or write for informa- 
tion: 


These cars 


Robinson Auto Rental, Inc. 
Philadelphia, Pa. 


1. E. Spatig, Used Car Manager 
Sherwood 8-1500 








SYRACUSE AUTO AUCTION 
(for dealers ra cain 


Every Thursda 
We guarantee dean and : titles 
3% miles south 


Auctioneer: A. V. Zogg, Jr. 
Irving C. Mondore, Owner 








Attention Dealers 


One of the largest automobile and truck 
dealers in the middie west wants ‘50 to 
‘54 model Chevrolets, 
Pontiacs and Buicks, lots of Cadillacs. As 
near new as possible. We will buy from 
a truck to a train load. 


Fords, Plymouths, 


Call 4600, Joplin, Missouri and 
ask for Hi Dollar Joe Burtrum 


AUTO AUCTION 


TIM ANSPACH 


“Midway,"" Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 





CARS WANTED 


WILL PAY GOOD CASH price tor 


late 
model wrecks from new car dealers 
within 250 miles of New York City. Cali 
Sherwood 2-4488 or write Matt’s Garage. 
55 Madison Ave., Paterson, N. J. 


WILL BUY LATE model wrecks from new 


car dealers in Md., Pa., W. Va. region 
ior parts only. Write Reeves Motor Co., 
Box G, Western Port, Md. 


OLDSMOBILES 
WANTED 


Wanted — 100 new, 1954 Oldsmobile 
98 sedans, preferably with Frigidaire. 
Also can use super and 88 sedans. 
We transport. Call or wire immediately. 


Don Pierson—Olds Cadillac Co. 
Eastiand, Texas 





PARTS FOR SALE 


PARTS AND ACCESSORIES at 
of factory cost or entire stock at 
25% of factory cost. Also 32 parts bins 
plus all service equipment of metropoli- 
tan dealer. Write for detailed list. J. 
Jack Fisher, Inc., 4215 N. Broad S8t., 
Philadelphia 40, Pa. 


50% 


REBUILT AND BLOCK tested engines— 


Plymouth, Dodge, DeSoto, Chevrolet 
Ford, Mercury. Crankshaft’ grinding 
Competitive prices. Sharp Manufacturing 
Co., Nelsonville, Ohio. 





For Quick Results 
Use Automotive News 
WANT ADS 








| EQUIPMENT WANTED — 





AUTOMOTIVE NEWS, MAY 31, 1954 


PARTS FOR SALE 





ONE SOURCE FOR 
GM & UMS PARTS 


JOBBER DISCOUNTS 
as high as 50% on 
UMS parts 


DISCOUNTS INCREASED 
ON BUICK PARTS 
60% 

(Example: Buick Muffler lists at 
$10.00. Your cost only $4.69.) 


Send For FREE CATALOG. One day serv- 
ice. Special cash ean on Phone 
Orders. All Shipments C.O.D 


GORDON BUICK 


(formerly Robertson Buick) 
1000 S. Wabash Ave. Chicago 5, Ill. 
WAbash 2-1030 


GENUINE DeSOTO-PLYMOUTH and 
grilles and mouldings. 
Will sell at 25% less than dealers cost. 
205 West 
N. Y. City, MOnument 2-9477. 


late model 
accessories, 
Below Dealer cost. Corson 


Dodge fenders, 


Gorman Miller Motor Corp.,- 
101st St., 
CUMPLETE INVENTORY 
Chrysler, Plymeuth 
tools, signs. 
Buick, Inc., Lebanon, Ohio. 


TIRES FOR SALE 





parts, 








TIRES—NEW FACTORY SECONDS. Black 
Truck and passenger. 
Morrie Bloom, P. O. Box 193, Mansfield 


and white sidewall. 


3, Ohio. 





SHOP EQUIPMENT FOR SALE 








FOR SALE 


Parts bins—Heavy duty various standard sizes. 
In single units 


Large, small, 
or quantities. 


deep, shallow. 


LEE TEMPLETON MOTOR COMPANY 


Norristown, Pa. 


1416 W. Main St. 





complete shop, parts bins, 


tion, 
Central Ave., Albany, N. Y. 


FOR SALE — BEAR HEAVY duty frame 
Excellent con- 
dition. $2,000 cash. Box 3832, c/o Auto- 


and front end machine. 


motive News, Detroit 26. 
ANTIQUE CARS FOR SALE 


FOR SALE—1914 Ford touring car. Good 
Elwell, 


condition—$800. Willis Fairchild, 
Mich. 


MISCELLANEOUS 





1948 HARLEY DAVIDSON service bike. 
Sold new for over $1,100. Actually used 
only two seasons. Painted ruby maroon. 
Save yourself the cost of an extra driver. 
Priced F.O.B. — $395.00. Dale Chevrolet 


Co., Waukesha, Wis. 
ENGINE REBUILDING 


Motor Co., Inc., 
a » Virginia. 


800 





Will purchase 
office and 
showroom equipment and furniture. Must 
be relatively new. Preferably Packard 
setup. Send full listing to include descrip- 
age and price. Kaye-Packard, 949 


Crankshaft 
grinding and metalizing. John P. Hughes 
Commerce S&t., 


43 





MISCELLANEOUS 


Our New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


Meets 1.C.C. Requirements 


Cannot Be Matched 
At Any Price 


Write Today For 
Iustrated Catalog 


FACTORY SALES DIVISION 


PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Dept's. 


“Leaders In The Industry” 
Since 1939 





Automatic BraKing 
ONLY. .°51% cu: 
Meets 1.C.C. Strength Requirements 
COMPLETE with 
Guide Cables and 
Meets ALL 1.C.C. Requirements! 
—SPECIAL— 
$1.00, $2.00 & $3.50 
SAFETY CHAINS, set of 2, only ...$2.50 
QUICK-TOW, Bumper- 
to-Bumper Tow Bar. . . 

Up Intra-State Tow bor 942.50 
WE STOCK ALL MAKES 
FOR AUTOMOBILES and TRUCKS 
TOW BAR SALES CO. 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 


With BRAKE HOOK-UP 

CABLES 
° e e 
$ 45 
BRAKE HOOK-UP ........... 61 
Protecto Covers (Tailor Made) $6.95 
$19.50 

TOWING EQUIPMENT and PARTS 

Exclusive Factory Distributors 
40 So. Clinton St., Chicago 6, Ill. 





AUCTION OF 
FOOHEY'S STUDEBAKER MOTOR SALES 


Cowan and Keyser Sts. 


Garrett, Ind. 


We will sell to the highest bidder, regardless of price, all shop equipment, 


parts, automobiles and office equipment. This equipment is all in first class 


condition and comes from an up to date, modern garage. 


JUNE 4th — 10 A.M. C.D.S.T. 


Carl Marker—Auctioneer 


New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [|] or Two Years $14 [_] 
for which check is attached [] or send bill [[] 


Car Dealer (1) 


Jobber [) Insurance [J 


t i ncn Sa ee ce hee ate 
| 








AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


TRADE CONNECTION: 
Truck Dealer [) 


Manufacturer [1] 


Financial (1) Supplier [) 


5-31-54 









Sealed Power Piston Rings 


SEALED POWER CORPORATION * MUSKEGON, MICHIGAN 


Sole Manufacturers of KromeX Ring Sets, MD-50 Steel Oil Ring, Full-Flow Spring, Flex-S Flexible Oil Ring, and GI-60 Groove Inserts 
Leading producer of Automatic Transmission Rings, Power Steering Rings, and Non-Spin Oil Rings 










For original equipment... 
for replacement... 


There’s nothing finer than Sealed Power 
chrome-faced top compression rings, 
included in every Sealed Power 
KromeX Ring Set. 

For best oil control, even in badly 
tapered and out-of-round bores, there’s 
nothing finer than the Sealed Power MD-50 
Steel Oil Ring with chrome-faced side 
rails, included in every Sealed Power 
KromeX Ring Set. 

28 leading engine builders use Sealed 
Power Chrome Rings. 





Thousands of America’s best mechanics agree... 


Sealed Power Chrome Rings 


top the field in performance! 


» 4 

; 
& 
& 





